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. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’’? 











THREADWELL TAP & 
SREENFIELD, MASSACHUSETT 
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... the quality-engineered package 


that simplifies speed reduction 


Rugged, semisteel housing holds bear- 
ing seats in line for entire life of unit. 
Laughs at loads. Corrosion resistant. 


AGMA rated helical gears. Soft cores 
withstand shock; hardened surfaces 
defy wear. Teeth are crown shaved. 


Gears are located between bearings 
and carry their loads without strain. 
Longer life, higher efficiency. 


DODGE TORQUE-ARM, America’s 


most widely used shaft mounted speed reducer, will save money for you. No 
foundation, no sliding motor base, no flexible coupling, no installation fuss. 
Developed and perfected by Dodge, this reducer has been so widely accepted in 
industry that it is now built and stocked in this unmatched range of sizes and 
models: capacities up to 170 hp; output speeds from 10 to 400 rpm; ratios of 5:1, 
15:1, 25:1; speed ratios up to 175 to | with correct selection of speed reducer 
and V-belt drive. Built-in backstop available. Also positive overload release. 
Vertical models. Flange mounted models. Special application models . Cale diliive diiliaibde tnt end 


: ‘ E : locks on both sides of housing. This 
Dodge Manufacturing Corporation, 500 Union St., Mishawaka, Ind. baby stays put—runs truer longer. 


The Products with the Pluses... pD Q G KE 





SS” 
of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, which appear in leading industrial publications. Prospects are directed 
to “call your local Dodge Distributor” for information and assistance on new cost-saving developments in power transmission machinery. 
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{ Time Saving Guide to the Contents of This Issue 





HOW TO SAVE YOUR SALESMEN’S TIME 62 


West Coast firm has inside salesmen function as researchers so that outside men 
can cover more accounts, get faster action on customers’ problems. Outside 
salesmen turn in detailed call reports that are used to initiate the research, 
insure that every salesman has an answer for his customer next time he calls. 
System enables the firm to put more stress on creative selling by searching out 
unique applications, broadening its service function. It also provides for better 
liaison with suppliers, more feedback of data from the field to factories so 


materials handling and power transmission products can be oriented to customers. 


WORK MEASUREMENT SLASHES OFFICE COSTS 64 


At Knapp Supply Co. in Muncie, Indiana, a Work Measurement program engi- 
neered by Dr. George Wilkinson has reduced office staffing requirements and 
costs by approximately 40 per cent. The basic purpose of the program is not to 
make employees work harder, but rather to help them make more purposeful use 
of their time. Wilkinson’s approach in setting up the program involved, first, 
simplifying and streamlining existing procedures (methods engineering) and, 
second, developing “standard” times for performing the tasks involved in these 
procedures (time studies). These “standard” times, when compared to “actual” 
times required to perform the tasks, provides an index of the daily efficiency 
percentage achieved by Knapp employees. Among the program benefits: higher 
employee morale; better work scheduling to reduce work backlogs and fill in 
work gaps; more efficient budgeting and planning; easier isolation of areas 


where further training is required and where mistakes are being made. 


WHEN SALESMEN DISCUSS SELLING 70 


In this first of a two-part article based on the transcript of a “Conference” sales 
meeting of salesmen at Warner Hardware Co. in Minneapolis, Minn., the 
characteristics of industrial supply selling are discussed in terms of the unique 
problems they produce and some approaches industrial supply salesmen can 
use in reacting to these problems. Some conclusions: “high pressure”, manipula- 
tive techniques are incompatible with building a lasting relationship with 
customers (“No doubt you've got to use them with discretion to introduce 
yourself, .. . but then you’ve got to back them up”) ; varying sales presentations, 
bringing in new ideas, and developing areas of mutual interest with customers 
are what keep relationships from going stale; the art of industrial supply selling 
is the art of being able to analyze occasionally complex situations and personali- 
ties and then, on the basis of this analysis, “knowing when to turn it on and off.” 
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GETTING THROUGH TO THE STRONG MAN OUT BACK 75 


“Obviously, this is a case for coolants . . . I recommend a “bourbon 
coolant’” says an Atlanta salesman responding to I.D.’s April case for salesmen. 
Another salesman outlines how salesman Powell could have prepared himself 
to open, instead of close, the door to sales. Other salesmen responded to: “The 
P.A. with the Oddball Orders” and “The P.A. who requests Special Favors.” 


WHEN TECHNOLOGY THREATENS SALES 76 


In this month’s problem case, a salesman faces a dilemma when a paper products 


plant asks for information on economy in maintenance. Improvements which 
the salesmen thinks are necessary would reduce drastically his replacement 
sales of belting. But the salesman knows that other plants have converted 
to the new electronic drive which permits a faster rate of operation of the 
calenders and eliminates most of the belt wear that had resulted from slippage. 


OTHER FEATURES 

Ideas and Opinions Price Index 
Trends and Prospects Si Business Outlook 
Industry Statistics Editorial 


Supply Sales Trend ID News Index 


Vext Month: PROBLEMS AND APPLICATIONS 


What do gear hobs, tumbling equipment, a vernier caliper, a non-opening die 
head, and a portable power hand saw have in common? Very little, perhaps, 
except that each represents a sale which serves to illustrate one or more of the 
points made by salesmen at Warner Hardware. Minneapolis, during their recent 
conference discussion on the characteristics, problems and techniques of indus- 
trial supply selling. Next month, in part two of the article which begins in this 
month’s issue, Warner salesmen will discuss these sales in terms of the circum- 
stances and strategies which produced them. In addition, each will define what 
the phrase “creative selling” means to him. Also included in this article will be an 
outline of the basic procedures involved in setting up, conducting, and directing 


a “conference” sales meeting, with emphasis on the role of the moderator. 
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TAP PACKAGES GIVE YOU 




















x Complete Specifications 9 Tap Drill sizes 
in LARGE, CLEAR PRINT easy to see 


uaINSSOS 


i Separate label for Label Color Coded 
surface treatment for each GH limit 


Write us for samples of SOSSNER labels and for infor- 
mation about the unique PERFORMANCE features of 
SOSSNER Taps. 


Sold Through 


Industrial Distributors TAP & TOOL CORPORATION 
27 Broadway, Lynbrook, L.I., N.Y. 





SOSSNER ADVERTISING 


appears in these leading 
METALWORKING PUBLICATIONS 


Machine & Tool The Tool & Manufacturing 
Biue Book Engineer 


Western Machinery 


Modern Machine 
and Steel Worid 


Shop 


Thomas’ Register 
Machinery of American Manufacturers 


Over 200,000 users will see 
each SOSSNER story 
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2TwooD 
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MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 





When you stock and sell V-Belts, you want to be able to 
offer your customers full-rated power transmission and long, Industry’s most 
trouble-free life. Power Drive problems vary from industry complete 

to industry and machine to machine, whether OEM or re- V-Belt Line 
placement. Durkee-Atwood meets any V-Belt needs with DA 358 _V-Belts + DA 
the right belt, a belt made with the newest high tenacity Foti Maltipie V-Balts 
fibres, carefully engineered and thoroughly tested for perform- 14 ies or Ax ong Te 
ance. Durkee-Atwood distributors benefit from a complete Double V-Belts « FHP V- 
? . > . A Belts « Open End V-Belt- 
line and from the thorough drive design assistance provided ing + Railroad Belting 
them and their customers . . . For quality, profits and cus- Sturdy-Link Belting. 


tomer satisfaction, look to Durkee-Atwood. 


Look for the On Your V- Belts 
Ren o> 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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Everything is in your favor for building still 
greater sales volume. 


There’s the name—Nicholson or Black Diamond 
known and respected from coast to coast. There’s 
the year-round promotion, designed to open doors 
for you, to pre-sell customers. There’s the blade 


line itself, made from the finest materials, and 
with the finest precision manufacturing. 

Get your share of the growing Nicholson or 
Black Diamond blade market. Remind each cus- 
tomer that it’s time to restock his hand hacksaw, 
power hacksaw or band saw blades. 


Nicholson File Company, Providence 1, Rhode Island + Files * Rotary Burs 


oe ‘ 
Hacksaw and Band Saw Blades + Ground Flat Stock + Industrial Hammers *@s.a.* ICHOLSO 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World of Business 





Accounting/Management 


If a businessman were asked to name 
one function of his company which 
has shown utter immutability over the 
years, he would probably name 
“accounting.” 

And if he were thinking of account- 
ing methods, he would probably be 
right. Although accounting methods 
have changed greatly since scribe 
Martinus tried to multiply LXVII by 
MCM on a papyrus scratchpad back 
in Seutonius’ day, they haven't 
changed too much since Bob Cratchit 
was scratching out ledgers in 
Scrooge’s miserable office. 


Our 
concede, however, that the function of 


businessmen would readily 
accounting has undergone profound 
An ac- 


Busi- 


Indiana 


change since Scrooge’s time. 
counting professor, writing in 
ness Horizons (published by 
University’s School of Business) sum- 
marizes the change in this way: 
“During the current century, we 
have seen rapid developments in our 
business economy exert strong influ- 
ences on the accountant’s role. 
First, we have seen rapid growth of 
the corporate form of business enter- 
prise with widely dispersed owner- 
ship. For obvious reasons, this has 
placed emphasis upon stewardship re- 
porting or accounting for the benefit 
of ‘outsiders’ who are significant cor- 
porate owners, but who are not man- 
agers of the corporate business. Sec- 
ond, the corporate income tax and 
regulatory restrictions have created a 
great demand for the accountant’s 
services as an independent reporter of 
financial results. And third. a general 
social consciousness has developed 
that favors the protection of third 
parties in activities of corporations.” 
In assuming these extra functions, 
says the author, the accountant has 
had to 
path and forezo venturing in new 


tread a narrow. conformist 


Juy 1961 


and unexplored directions. 
One still 


largely unexplored except by some of 


such new direction, 
the more bold-spirited accountants, is 
“management” accounting. In the 
author’s opinion, management ac- 
counting is quite overhadowed by 
“conventional accounting thinking.” 

The management view interprets 
accounting’s chief purpose to be pro- 
viding data for rational decision- 
this 


ing is directed to improving the 


making. Since decision-mak- 
firm’s profit performance, the data 
supplied by accounting must also be 
handled with this objective in mind. 
Thus, the 


actual or 


data should reveal the 


potential contributions 
which various functions or depart- 
ments of the company can make to 
overall profit. 

For example, the data should reveal 
if a lesser or greater expenditure on 
advertising would help increase the 
contribution to 


sales department’s 


The management view of 
that 


might be 


profit. 


accounting recognizes greater 


advertising expenditure 
necessary, whereas conventional ac- 
counting invariably demands less ex- 
penditure in the belief that lower 
costs (no matter where applied) must 
automatically result in a contribution 
to profit. 

In other words, where conventional 
accounting asks, “Can we afford it?” 
the management view would ask. 
“Can we afford to be without it?” 

Management accounting, therefore. 
regards costs as “investments” 


Or. 


versely, cutting costs can often impair 


capa- 
ble of producing profit. con- 
overall profits. If you want to look 
into this view of accounting further 
(in case you're staring at this item 
with some disbelief), you are advised 
to read one of the clearest, best books 
we ve found on the subject—Manage- 
ment Accounting for Profit Control, 


by |. Wayne Keller (McGraw-Hill. 


1957. $7.50). And Mr. Keller knows 
his subject; he’s controller of Arm- 
ig Cork Co. 


So, while accounting may continue 


stror 


to be mostly concerned with sorting 
out figures between columns headed 
Dr. and Cr., its function is destined 
more and more to serve management 


purposes. 


Trade & Mark 


addicted to collecting 
all these look- 


alike new trade marks being adopted 


Someone 
should gather together 


by companies large and small. The 
free-form shapes and triangles and 
block 


squares and rectangles and circles, all 


letters and pentagons and 
of them in bold primary colors or 
stark blacks and whites and Ben-Day 
tints, have proliferated to the point 
where it’s hard to tell girders from 
dog food—as far as the “image- 
making” symbol is concerned, that is. 

A design specialist speaking to the 
Chicago chapter of the American 


Marketing 


warned companies to think twice 


Association recently has 
about modernizing their trade marks. 
And after seeing some firms throw out 
a venerable symbol in favor of some 
“shape” which, in jargon befitting the 
Museum of Modern Art, is described 
as being evocative of some abstract 
company aspiration, we do wish some 
second thinking had taken place. In 
fact, it was rumored not long ago that 
the design delirium nearly seized 
some of the boys at Esso Standard 
Oil, threatening the famed oval trade 
mark swinging over so many service 
stations. Luckily, to counteract the 
research showing that Esso needed a 
new symbol, someone really bright 
had an independent outfit do a survey 
that 


would be done if a widely-known 


establishing irreparable harm 


continued 





Ow to get 
feet in the 
wae door! 


LEOLOK SpFLOK 
SOCKET SCREWS 


PATENT NO. 2,884,038 


EXCLUSIVE with Blue Devil 
... the perfect seal for hydrau- 
lic applications, air and all 
gases. Ideal for all minor vibra- 
tion problems. Preassembled... 
all standard socket screw sizes. 





ALSO. .. Socket Cap Screws 
Socket Set Screws + Flat Head 
Cap Screws + Button Head Socket 
Screws + Socket Shoulder Screws 
Socket Pipe Plugs + Dowel Pins 


Socket Screw Keys & Kits 











SAFETY SOCKET SCREW CO. 


PATENT NO. 2,923,340 


EXCLUSIVE with Blue Devil 
... the answer to severe vibra- 
tion problems requiring high 
torque. Choice of locking in- 
serts—brass, bronze, aluminum, 
stainless for high temperatures. 


SOLD ONLY THROUGH AUTHORIZED 
INDUSTRIAL DISTRIBUTORS 


MEMBER ASMMA 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 
WAREHOUSES AT:LOS ANGELES + DETROIT - NEW HAVEN + NEW YORK CITY 
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Ideas and Opinions 


starts on page 7 





trade mark were abandoned. 

As the AMA speaker said: “Re- 
member that many years and many 
dollars have gone into promoting the 
old trademark.” He listed three tests 
that a good trade mark must pass: 
visibility, memorability, and appro- 
priateness. He went on to discuss 
these facts about trade marks: 

¢One color cannot be said to be 
more visible than others; it is the con- 
trast of colors that makes them 
visible. 

¢ Simple forms, such as a circle or 
a square, are more easily remembered 
than the complex ones; the inherent 
danger in simplicity is that the sym- 
bols may be remembered, but not as- 
sociated with companies using them. 

* Before an appropriate trade mark 
can be designed, the company must 
decide what qualities it wants to be 
known for and what image it wishes 
to evoke. 

* Ideally, a trade mark should be 
suitable for use on all company prod- 
ucts, in all advertising, on stationery, 
shipping containers, and delivery 
trucks, and also in all markets, with- 
out change. 

If you are studying a trade mark 
change, maybe you could take a lot of 
hocus-pocus out of the job by wonder- 
ing what would happen if you were 
suddenly to shave off the beards of 
those two characters named “Trade” 
and “Mark” on the little box. 


“N”’ for Nothing 


Columbia University Press, which 
has brought out a book titled The 
Russian Intelligentsia, passes along 
the incidental information derived 
from the book that Nikolai Lenin 
really wasn’t, because his first name 
wasn’t Nikolai. His real name was 
Vladimir Ilyich Lenin. Then why do 
some people call him Nikolai? 

The answer is, only those who mis- 
interpreted the initial “N” he some- 


continued on page 14 
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consider 
LENOX 


files 


\\ NY 


Z 


‘‘We are pleased to state that we have carried the LENOX file line for almost 
two years. It has become an active line with us—showing a rapid turnover 
at a good margin of profit. We attribute this to LENOX high quality products, 
merchandising, and field support in conjunction with our own efforts. We 
recommend their file sales program as a fast moving profitable line—and they 
really give us service.”’ 


Alten Qesien, Gad An investment of $317.65 can start you off with LENOX files. Write to Ameri- 


The pty é can Saw & Mfg. Company, Springfield 1, Massachusetts for further informa- 
Troy, New York tion. Distributorships are open. 


suc roots w rut pian sox ©0XM MERICAN SAW & MFG. COMPANY 
67 BOYLSTON STREET 


LEN OX SPRINGFIELD 1, MASSACHUSETTS, U. S. / 
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TAT LT AT ae: 
Score with the leader in 
sonic energy cleaning! 


ci BENDIA 


704 - SOM 


SONIC ENERGY 
CLEANERS! 











COMPACT SONIC ENERGY CLEANER 


* NEW “PLUS” BUSINESS * TOP PROFIT MARGIN 
* HIGH VOLUME POTENTIAL * BRAND-NAME SUPPORT 


Here’s a great new opportunity for you in a As the pioneer and largest producer of sonic 
profitable, fast-growing market—sonic energy energy cleaning equipment, Bendix provides 
cleaning. With Bendix, you sell a complete powerful, door-opening, product-brand sup- 
product “‘package”’ backed by fresh new mar- port. Your advantages with Bendix will add 
keting tailored for the industrial distributor. up to profitable, high-volume “‘plus’’ business. 


ae 
FOR THE REASONS WHY OUR INDUSTRIAL DISTRIBUTION IS 
GROWING NATIONALLY, CHECK THESE DISTRIBUTOR BENEFITS: 
NE EES TE ee ce Ie 


e A sales policy that recognizes the importance of the industrial distributor. 
e A marketing “‘package”’ designed to give the industrial distributor quick 
inventory turnover and profitable repeat sales. e A reliable product line, 
fully warranted and backed with a Bendix lifetime guarantee on critical 
components. @ Assured factory stocks and service. @ Efficient distributor 
sales campaigns. e Standardized application and product use information 
for individual territories. e Bendix national advertising support plus direct 
mail programs through distributors. e Effective field assistance. e Continual 
product development. 


For additional information, phone, wire, or write... 


Pioneer-Central Division 


DAVENPORT, IOWA 
Attn: Manager, Distributor Sales, 
Sonic Energy Products 
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“really shakes ’em” 


(From a “live” Distributor’s Salesman ) This isn’t a new idea for selling MARVEL 


ro a . ah ’ ’ Blades. It was used when the blades were first 
Every time I bend a MARVEL unbreakable ‘ntroduced back in 1926. but it’s still dramatic 


High-S peed-Edge Hack Saw Blade in front of my and effective. 

prospects, it really shakes °em. After they relax, The outstanding success of this advertisement 
is also due to the dramatic effect it creates. 
ae : Perhaps you have followed up some of the many 
ing it themselves. By the time they’re through blade inquiries it has developed. Next time you 
bending and listening, | have another MARVEL get one, try the bending demonstration. It 
really works. Bending samples are always 
available. 


ARMSTRONG-BLUM MFG. CO. - 5700 W. Bloomingdale Avenue - Chicago 39, Il. 


they usually reach for the blade and start bend- 


customer.” 
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How Federal- 
red tape 


~ Your Federal-Mogul Service 
District Manager 
is Federal-Mogul Service in 
your area. He can make 
decisions regarding your 
account on his own—on 
the spot. That’s one reason 
why you get faster, 
better service on roller 
bearings, ball bearings 
and oil seals. 


There are more... 


INDUSTRIAL DISTRIBUTION 





Mogul Service cuts 
for bearing specialists 


There’s no costly delay. When you handle the 
Federal-Mogul Service line, there’s no waiting 
for the factory or central office to act on mat- 
ters of vital importance to you. The District 
Manager has the authority to handle them 
himself—not as a middle-man or go-between 
who passes the buck upstairs. He knows you 
and understands your business. He sees to it 
that your problems receive prompt attention! 


An extra salesman for you. The Federal- 
Mogul Service industrial man is concerned 
only with industrial replacement sales. And he 
has no OE responsibilities. He has only one 
job... to help the Bearing Specialist any way 
he can. He’ll make calls with you or for you— 
never go around you. Use him and you’|I profit! 


Expert inventory control. Through years of 
experience in your area, your Federal-Mogul 
Service branch is two jumps ahead with local 
inventory control. They know the fast-sellers 
and quick-movers . . . can help you stock 
without burying you under cobweb-catchers. 


Unmatched product training. Federal-Mogul 
Service offers the only comprehensive mail 


courses in the industry—trains your men in 
the fundamentals of ball and roller bearings, 
oil seals and “O” rings. They learn basic 
design and application theory in a down-to- 
earth, easy-to-grasp manner. Best of all, they 
learn what it takes to do a better job for you. 


And here’s what they have to sell... 


Bower Roller Bearings give you a big competi- 
tive edge. Tapered and straight roller bearings 
offer design features that make selling easier. 


BCA Ball Bearings in four series from light 
through heavy let you meet any bearing 
problem head-on with the right bearing. 


National Oil Seals round out your line with 
the finest seals made anywhere, Micro-Torc® 
leather and Syntech rubber. 


Call today and talk to your Federal-Mogul 
Service District Manager. He stocks the com- 
plete Bower, BCA and National lines locally— 
can give you spot delivery in nearly every unit 
you need. Let him fill you in on how you can 
profit with Bower, BCA and National. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 13, MICH. 
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NEW [YOSSERIES] 


DOUBLE-ACTING 


wew [Wostncs] 
DOUBLE-ACTING, 10,000 P.S.I. 
50, 75, 100, 150 TONS, HEAVY DUTY 
BORES: 3%", 4%", 54%”, 6%" 


10,000 P.S.I., 8, 15,25 TONS 


BORES: 1/4”, 2 


CENTER 
HOLE 


m NEW [YOrSERIES] 
DOUBLE-ACTING 
10,000 P.S.1. 
17, 30, 50 TONS 


BORES: TWO 14’, 
. , TWO 2%” 


TWO 2 
> 


CENTER 
HOLE 


Y-SERIES 
SPRING R 
10,000 P.S.I. 
17%, 30, 50, 


SPRING RETURN 
7-9,500 P.S.1. 

2, 4, 7, 10, 20, 

50 TONS 


PRECISION 


e2E*Ro 
s ” 373 Cedar St. 


- 244" 


New OTC 
10,000 p.s.i. | 


| 
| 


Hydraulic 
Cylinders 


@ PRECISION BUILT, POWERFUL, 
COMPACT, LIGHTWEIGHT 


@ THE FIRST ADVANCES FROM 
OTC’S NEWLY FORMED “PRECI- 
SION HYDRAULICS DIVISION’ 


OTC 10,000 P.S.I. hydraulic cylin- 
ders open new possibilities in “hi- 
pressure” designing by meeting 
high force requirements with com- 
pact, lightweight components. 
Cylinders are precision built for 
dependable, continuous perform- 
ance. Choice of stroke length and 
standard or tie-rod extension 
mountings for YD, YDS and 
YDT series cylinders. Requests 
for quotations invited. 


ETURN 


New two-stage and single-stage 
10,000 P.S.1. hydraulic pumps and 
power packages also available. 


WRITE FOR FREE 
ENGINEERING DATA a 
FILE CATALOG 


Distributorships open in some States. 


HYDRAULICS DIVISION 
OWATONNA TOOL CO. 


+ Owatonna, Minn. - Cable: TOOLCO 


DESIGY<FS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYORAULIC COMPONENTS 
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times scribbled in front of his name. 
With 
thing) he was really signing his name 
“N” (for 


Lenin. 


true Russian logic (or some- 


“nichevo,” or nothing) 

Now everyone will be wondering if 
the “N” before “Khruschchev” 
stands for “Nikita”. 
about that, when we don’t really know 


what “K” 


really 
But why worry 


stands for. 


Bite of the Axe 


U.S. manufacturers, for 


looking 
an uncertain 
McGraw-Hill 
publication, are wielding the axe in 
the direction of staff. 
And the trend is going to continue. 
Factory found this out after surveying 


ways to cope with 


future, says Factory, 


management 


31 companies, from the largest metal- 
working industries like autos to the 
smallest single-plant component man- 
ufacturers. Exceptions to findings: 
big electronics and consumer products 
makers. 

Of the 31 companies, 18 said they 
cutting, eight holding the 
building staffs. 

production, purchasing, sales, 


were line, 


five Cuts were plant- 
wide 
industrial relations, 


clerical, execu- 


tive, engineering, etc. Most managers 
reported the psychological impact of 
the cuts were more important than the 
immediate salary savings. Said one: 
“Our remaining men aren’t working 
harder, but they’re working smarter.” 

Of the 18 companies making cuts, 
13 said the cuts were forced by the 
But the benefits have 
been showing up. One manager said a 


staff 


faster decisions, a 


profit squeeze. 


meant fewer motions, 
30% 


Others reported savings in 


smaller 
productivity 
increase. 
benefits, 
expense 
“The 


is over.” 


costs, stationery, phone calls, 
accounts, reports, procedures. 
day of the big unwieldly staff 
“We've 


operate just as well without 


said one. realized 


> can 


Another manager said: “Any com- 


continued on page 18 
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A leading distributor te/ls us: 


“It has been our experience that to sell products 
of a specialized nature, we must rely heavily on our 
suppliers for sales and engineering support.” 


FIELD 
SALES ASSISTANCE 


Says: Alvah E. Gilbert, Quality Mill Supply Co., Inc., 
Columbus and Indianapolis, Indiana 


“Gates Field Engineer 
provides the kind of sales 
assistance we need to grow!” 


DISTRIBUTOR 


“Our sales of Gates industrial products have shown a steady rise over the years 
; ili ae BRAND / ACCEPBANCE 
and I credit a good share of that growth to the willing and professional help 

from our Gates Field Engineer. On many occasions he has provided \. 
direction to our sales effort, helped train our men, shown us how to increase 

our sales to our regular customers, given us leads on new business and 

worked with us on problem or specialized applications. It’s down-to-earth, 

shirt-sleeve help like this that helps us most!” 


Building the future on 50 years of progress 


The Gates Rubber Company 
Denver, Colorado 
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YOU RATHER HAVE... 


to sell the prospect 
by yourself... 


Black & Decker’s expert field help 
is keyed to give your sales pitch a profitable 
slant right down the B&D line. You'll find your 
Black & Decker field representative ready to 
help you hold sales meetings and organize sales 
programs. He can show you how to build up 
your merchandizing, soften up your tough cus- 
tomers ... all to help your selling force to 


Black & Decker- 


key line to profit growth 





or with expert help 


open more doors and close more sales. It’s his 
job to see that you get the full benefit of the 
full line . . . get to know the many sale-build- 
ing ways you can profit with Black & Decker 
power tools. 

Expert field assistance is just one of Black & 
Decker’s keys to successful Key Line selling... 
and better business for both of us. 


The Seven Keys to More Profit 
1. Broad Markets 2. Complete Line 
3. Aggressive Promotion 4. Quality Products 
(© Expert Field Assistance 6. Good Profit Margins 
7. Product Service 
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ALI-American 


NYCOR- 


the Im proved 


Nylon Core Belt 
MANUFACTURED BY L. H. SHINGLE CO. 


NYCOR-M made with Moldex Tensilized Nylon gives 
you the following advantages: 
@ The only All-American Nylon Core Transmission Belt. 
@ Approximately 25% higher tensile strength. 


@ Greater flexibility — long life. 
@ Permits use on smaller pulleys. 


EACH PLY MADE 
Wiis ONE SOLID 
a 1” WIDE STRIP 


NEW 


L:‘H:SHINGLE COMPANY 


World’s Largest Manufacturer of Industrial Leather Products 


WORCESTER 4, MASS. CAMDEN 3, N. J. 

= DIVISIONS . 
CHAS. A. SCHIEREN CO... 

1. B. WILLIAMS & SONS 
WARREN BELTING CO, 


HOLYOKE BELTING CO, 
GRATON & KNIGHT CO. JOHNSON BELTING CO, 
STEPHENSON MFG. CO. 


ALEXANDER BROTHERS 





July 1961 











E W wc-alts 


LOWER 


4 TIMES FASTER 


THAN ANY OTHER CABLE 
RATCHET WINCH-HOIST 


With Each 
Stroke 
Of The 


NOTHING ELSE LIKE IT 
ON THE MARKET: 


i 


Over 10 Years Experience 
Pioneering Aluminum 
Cable Ratchet Hoists! 


| (CREATES) 


PROFITS 
DEMAND 


REPEAT 
ORDERS 


(Through 
Customer 


Catiefaction ) 


Superior to anything on the 
market. Simplified design with 
fewer parts. Detachable high- 
speed cable wind-up handle. 
Highest quality flexible air- 
craft cable. Safet. handles 
design tested for overload to 
protect operator. Guaranteed 
one year against defective 
parts. Also especially cor- 
rosion-proofed models for use 
in chemical plants, mines, etc. 











Stock And Sell The Most Asked 
For Cable-Ratchet Hoist 

e Lightweight 

e Versatile 

© Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 
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pany that isn’t cutting its manage- 
ment across the board today will go 
out of business.” In the next breath, 
he said that as soon as business picks 
up, he'll start reinstating people. 

In most cases, clerical and office 
workers were the first target of the 
axe-wielders. Accounting personnel 
were especially hard hit as a result of 
the wider use of automatic data 
processing. 

Factory thinks the trend to smaller 
staffs will continue. “You can look 
for more automation of plant manage- 
ment functions. Especially hard hit 
will be production control and main- 
tenance. Look. too, for more con- 
solidation. As the struggle for sales 
and profits gets tougher, faster, more 
efficient operations will be vital to 


survival.” 


Investment 


Speaking to a group of steel service 
center executives in New York, Frank 
Rackley of Jessop Steel Co. coun- 
selled: “Increase your capital invest- 
ment to maintain your competitive 
position in the years ahead.” 

“Buyers are looking more and 
more to service centers for their steel 
needs,” he said. “And you now must 
expand your inventories and process- 
ing abilities to satisfy this habit- 
forming trend.” 

“Because manufacturers are lean- 
ing on service centers to carry their 
inventories, more storage and han- 
dling capacity is needed. Customers 
will expect more processing, such as 
shearing. flame-cutting, Heliare cut- 
ting, grinding, and machining. 

And it wasn’t all a matter of in- 
creasing inventory investment—but 
more a matter of service centers in- 
vesting in a greater variety of steels 
to satisfy their customers’ require- 
ments. Rackley disclosed that Jes- 
sop’s warehousing division had _ in- 
creased 1960 sales 12% by selling 
wider range of products. 


D.A.C.M. 
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ew Macklin 


Gives Premium Results at Regular Price 


Makes More Money for You by 
Making More Money for Your Customer... 


"27" Abrasive, the latest product in Macklin’s continuing research and 
development program, is an aluminum oxide abrasive that consist- 
ently outperforms premium priced abrasives on many operations. 
lt was developed to provide rapid stock removal; can be used for 
heavy feeds on a wide variety of materials from tool steel to boiler 
plate. It grinds cool. It grinds fast. Requires minimum dressing and 
holds its form well. 

New product development is just one phase of Macklin’s program to 
benefit their distributors. Providing distributor sales representatives 
with training, know-how, and assistance in the customers’ plant is 
another. All this is backed up by consistent advertising and promotion. 

Write or phone today for complete information on the advantages 
you can enjoy selling Macklin’s new “27” wheels, and the complete 
line of Macklin “Wheels of Profit.” 


“Wheels of Profit” 


Surface Grind Boiler Plate 
20"x4"x8" REC 2/S 27A46 112 V6-P 
“Wheel cut extremely well. Life excel- 
lent. Operator liked wheel.” 


Surface Grind 1010 Mild Steel 
20”x5”"x16%4" CYL 27A46 H12 V6-S 
“Wheel produced full load without any 
scratching.” 


Regrind Cutting Tools, M-1 and 

M-2 Steel 

24"x2%"x10%4" REC 2/S  27A46L4+5 
V6 

“Wheel life best ever used. More pieces 
ground per wheel.” 


Surface Grind Die Cast Machine 
Parts 

61%(6'x144"x5" STG SEGMENT 

H12 V6-P 27A24 

“Wheel very satisfactory. Cut well. 
Almost doubled life over competitive 
wheel,” 


Lt ™Ncompany 0.ept.9 Jackson, Michigan 


July 1961 











_> al ve ‘ Jd 
Underwater, underground, this U.S. Pilot® Pipe loves its salt diet—moves brine solution across a 600-foot- 
wide river economically and efficiently. Unlike metal pipe, U.S. Pilot Pipe withstands salt water with a pH ranging 
from 2.8 to 3.5, is flexible enough to follow the river bottom’s contour, compensate for shifting due to currents. 


PP 101 
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Wherever industry operates, US products are helping it to function — 
more efficiently... helping distributors to both fill industry’s needs and paint 
a brighter profit picture for themselves. As the world’s largest producer of 
Industrial Rubber Products, US enables distributors to supply all industry. 
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Complete security —because this man’s working next 
to the hose that death-causing steam cannot burst: U.S. 
Matchless® Steam. This hose has a built-in safety de- 
vice. When it’s ready for replacement, the wire-braid 
construction prevents it from bursting. Instead, just a 
wisp of steam seeps through, letting you know it’s time 
for a new hose. 

H 109 
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“We turn out 3,000,000 feet of board a day,” 
reports the chief engineer of Masonite Corp., Laurel, 
Miss., ‘‘and our entire volume of wood chip required to 
fabricate the board is carried on US oilproof Paracril® 
Conveyor Belts that operate 24 hours a day, 7 days a week 
over deep-trough idlers. This belt system has reduced 
downtime considerably, cut maintenance costs 25%.” 














~ 


Helping to create a revolution in wire-drawing, 
heavy-duty U.S. PowerGrip “Timing’® Belts are now 
used exclusively on machines made by the Whitacre 
Corporation of Los Angeles. Their positive, compact, 
maintenance-free driving power has enabled Whitacre 
to not only increase efficiency greatly, but to lower cost 
of the equipment at the same time. These belts are still 
operating after years of 24-hour-a-day service. 





TB 101 








‘ For every industrial rubber product need, turn scription. Discover why U.S. Rubber has become 
to US. For Conveyor Belts, V-Belts, the original ‘the largest developer and producer of industrial 
PowerGrip “Timing’”® Belt, Flexible Couplings, rubber products in the world. See your U.S. 
Mountings, Fenders, Hose and Packings... Rubber Distributor or contact US directly at 
custom-designed rubber products of every de- Rockefeller Center, New York 20, N. Y. 


ca 
WORLD'S LARGEST MANUFACTURER United States Rubber 


OF INDUSTRIAL RUBBER PRODUCTS MECHANICAL GOODS DIVISION 
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Pratt & Whitney Offers 
Selected Distributors An 
Unusual Profit Opportunity 


Pratt & Whitney—after a century of direct selling— 
now offers their famous line of Cutting Tools 
and Conventional Gages to Selected Distributors. 


While planning to take this bold step forward, 
P&W thoroughly analyzed the benefits offered to 
us by distributors. We disregarded the many anti- 
quated sales policies in existence, and developed 
our own ideas and objectives. Result: the most 
refreshing, up-to-date and profitable distributor 
program available today. A program designed to 
maintain leadership in the industry. 


Highlights of the Partnership 


1. A COMPLETE TOP QUALITY PRODUCT LINE... 
the well known cutting tools and gages for which 
Pratt & Whitney is famous. Premium quality, but 
not premium priced. Continuing product research 
and development insures advanced design. The 
line includes Taps, Dies, Drills, End Mills, Milling 
Cutters, Reamers, Burs and Solid Carbides, and 
Plug, Ring and Thread gages as well as Compara- 
tors and Precision Gage Blocks. 


2. SALES TRAINING AND ASSISTANCE ...a 
nationwide organization of highly trained factory 
sales and service engineers will give your salesmen 
technical assistance . . . help them sell .. . and 
keep ... customers. Pratt & Whitney branches in 





strategic locations will assist in sales promotion. 
Qualified personnel will conduct sales training 
meetings in the Distributor's area. Home office 
personnel and facilities will aid the Distributor in 
finding solutions to his customer's problems. 


3. ADVERTISING SUPPORT .. . intensive national 
and trade advertising in selected media will pre- 
sell prospects and customers. This will be sup- 
ported by direct mail promotions, new catalogs, 
price sheets, promotional pieces, and descriptive 
literature. 


4. MARKETING ASSISTANCE... to help with sales 
planning and anticipating the needs of your 
customers. 


If you aré interested in increasing your profits 
and prestige by representing the leading manufac- 
turer of cutting tools and gages, we suggest you 
act promptly. Obtain full details of the program 
outlined here. Write to: George W. Steinmetz, 
Sales Manager, Distributor Products, Pratt & 
Whitney Company, Incorporated, West Hart- 
ford 1, Connecticut. Better yet, telephone. The 
number is ADams 3-7561. 


HEADQUARTERS FOR AMERICA'S WAR AGAINST OBSOLESCENCE 


PRATT & WHITNEY MP) 


MACHINE TOOLS / CUTTING TOOLS / GAGES seem 


A MAJOR INDUSTRIAL COMPONENT OF \Of 


FAIRBANKS WHITNEY ) 








HERE’S A CHALLENGE 
TO ALL SALES-MINDED 
DISTRIBUTORS 


‘‘Throughout the war and most of the postwar period—20 years now— 
there has been little need for salesmanship. 


‘‘A generation has grown up and entered sales that does not really 
know how to sell. 


‘‘These men today face a direct challenge to their survival. 


‘‘We must help them, our companies, indeed our nation, by developing 


salesmanship to the high art it once was.”’ 
—April 7, 1961 Issue, Sales Management Magazine 


DAYTON’S “SALES SEMINARS” 
ARE ALREADY DOING 


SOMETHING ABOUT IT 


No, we’re not sales consultants. Specifically, 
we're sponsoring Salesmanship Seminars for our 
distributors across the country! 


In each of our two-day sessions, distributor 
sales executives (and our discussion leaders) gen- 
erate a book-full of ideas—ideas that can be used 
later to help their men help themselves become 
better, truly professional salesmen. 


The Seminars are unique in that products are 
never mentioned! The ideas pointed out will bene- 
fit the sale of all products. 


To our knowledge, Dayton is the first—and 
only—manufacturer to offer distributors help in 
this all-important area of salesmanship. 


What do your fellow distributors think of the 
program? Dayton’s Distributor Advisory Coun- 
cil, a group of outstanding distributor executives, 
wrote the letters you see here. 


Read their comments. 


Dayco. & 


Dayton Industrial Products Co. Div. Melrose Park, Illinois 








ONT SUPPLY COMPANY 


Drvision of Fasrmont Machmery 
INDUSTRIAL SUPPLIES AND EQUIPMENT 


42) JEFFERSON AVENUE 
WASHINGTON PEWNST. Fama 


Certainly one of the highlights of our Advisory Council 

meeting this year was the opportunity we had to preview 

the terrific sales training program Dayton has developed 
for their distributors. 


This was a masterful presentation of a new concept to an 
old problem and I think all distributor sales managers, 
once they know more about this program, will be happy to 
join in regional meetings to accept this gift from Dayton. 
Not only are the ideas new and challenging -- Dayton hands 
us the tools to do the job! 


The theme CHANGE is, indeed, modern -- a 1961 version of 
our way of life -- and Dayton certainly has found a real- 
istic approach to our problem -- how and why we must train 
our salesmen for the challenges of tomorrow. 


I have gone over this program briefly with our men and they 
were tremendously impressed. We are anxious to join in an 
area meeting with Dayton to hear more on this subject. I 
hope this will be soon, 


—— 


er eee 


R. B. Talbott 
Vice President - Sales 
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CHANDLER & FARQUHAR COMPANY 
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Carbide Tools 
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Machinery 
BOSTON (5, MASS 


Since the excellent presentation of the Dayton Sales 
Seminar at the Advisory Council Meeting I have given the sub- 
ject much further thought and have discussed it with othe: 
members of our organization. 


We believe this to be a tremendous step in the right 
direction to better use of the Manufacturer-Distributor re- 
lationship. 


We have in the past given much attention and education 
to improving product knowledge, but how to use this knowledge 
was left to each individual decision. 


In the Dayton Sales Seminar, the distributors are 
given expert sales information and advice that most of us 
need so badly. 


We believe that any of your distributors, large or 
small, would find the time well spent attending your presen- 
tation and it would be something that they should not pass 
up. When it is made available, we shall attend and then 
use the information we get to our best advantage. 


James F, Donahue 
General Manager 


Judustria Supplies, Inc. 


BOX #150 
BIRMINGHAM, ALA. 








I think that the Dayton Sales Seminar program as presented 
to the Advisory Council is one of the finest things that I 
have seen. 


I showed the outline of the program to the members of our 
Sales Department here, and without exception each is highly 
enthusiastic about it. We all think it will be the most 
enlightened and far-reaching program that any of our 
principals has undertaken. 


Jack Brazelton, 
President 


ATLANTIC 1-8200 


SHIELDS RUBBER CORPORATION 


137 FORT PITT BOULEVARC 


PITTSBURGH 22, Pa. 


.S) 


The material presented in the Dayton Sales Seminar should be 
of unlimited value to any Sales Manager of any Dayton dis- 
tributor in helping him to develop a more effective sales 
force. It is my opinion that all such persons should avail 
themselves by attending your regional meetings and being 
made familiar with your Sales Seminar material. 


This is truly one of the features that a manufacturer should 
be able to present to his distributors to help further their 
growth and development, and you can be assured that someone 
from Shields will attend the regional meeting in this area. 


pan 


Jack E. Shields 
President 
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I want you to know that I was very favorably impressed with the 
proposed Dayton Seminar For Distributor Sales Managers. Your 
presentation and thoughts show a lot of study. I believe you have 

a new approach which will result in a new concept of sales meeting. 
Those of us who have been in sales any time well realize things 
have changed to a great extent during the past three or four years 
and most of us have done nothing about it. I think your program 
will bring out these facts and that with it we will soon find out 
whether our men are capable or whether they have been kidding 
themselves during this period and at the same time kidding us. 


You can be sure that when you plan an effort like this on the West 
Coast we will certainly support the program to the hilt and will 
extend whatever time is necessary to send one or more of our 
men to be with you in this sort of presentation. 


Sf till 


J. S. Kiloh, Vice-President 


+ BE mene PE 
NICHOLSON SUPPLY CO. 


@ 1916 DORCAS STREET @ OMAHA, NEBRASKA® 


TELEPHONE 
bedaarre 


Just because a whole month has gone by, I hope you 
won't think that I wasn't suitably impressed by the 
training program presented to the Advisory Council. 
Actually, this was probably the best organized and 
most thorough presentation of ite kind I have ever 
seen. 


Every Distributor in the country snould jump at the 
chance to have his Sales Manager attend one of the 
regional meetings you propose to conduct this year. 
You've got a powerful message to get across, and 
everyone should hear it. 


Please don't fail to let me know when the Dayton 


Sales Seminar ie scheduled for our region. Nicholson 
Supply Company will be represented there for sure. 


G. F. Rothe, President 


MOUST MAL 
suPPvics 


HANSEN & YORKE COMPANY 
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I feel that the sales program which you 
presented to the Advisory Council is one that has 
much for the benefit of all industrial supply sales- 
men. It is a realistic and practical approach to 
obtain an objective that should be desired by all 
aggressive, forward thinking management. Our 
organization will be looking forward to the regional 


meeting in our area. 


Kenneth E. Yorke 
President 
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Yale Spur Gear Chain Yale Load King Wire Rope Yale Pul-Lift. Can handle Yale Tractor Trolleys range 

Hoists. Ranging from '4 to Electric Hoist. Capacities: capacity loads (% to 15 in capacity up to 5 tons 

40 tons capacity \% to 1 ton. Two brake tons) link or roller chain Save time and money in 
safety. Standard models models. Self-actuating load moving materials. Easy roll 
weather resistant. Also brake. Ratchet handle ac ing action hand models 
available with link chain tion. Fracture resistant available in capacity up to 
Capacities ‘4 to 2 tons safety hooks 40 tons 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator Yale Load King Hand Hoist. Capacities: 1% to 12 tons. Provides portability, 
pick up material not directly under it. Operates for less than two cents a low headroom, faster hoisting, and greater ease of use. Revolutionary 
day. Hook or trolley models in capacities of 4%, %, %, 1, and 2 tons Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes bearings on all rotating shafts. 

provide positive safety. Roller chain models available. 
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@ You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 

enable you to provide speedy, first-class service. 

Yale also backs up your selling efforts with Yale field sales 

engineers to assist you on hoisting applications. In addition, ¥Y A a 2 
Yale supports you with information-packed literature and broad 

advertising programs telling your customers of the advantages HAND, AIR, AND ELECTRIC 

of specifying Yale hoisting equipment. HOISTS » TROLLEYS 


Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 
a Division of The Yale & Towne Manufacturing Company YALE & TOWNE 


‘ 1 Ir \ ay 1h, ery ap rf] | ; 


Yale Air Hoist. Capacities of 44, %2, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed control assures smooth lift. load. Capacities: 44 to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. idea! for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere. load brake lubrication plus air cooling assures long life. 
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Tensile Strength....115,000 psi minimum 
Yield Strength ......100,000 psi minimum 
Elongation (in 2”).........18% minimum 
Reduction in area 50% minimum 


May be furnished to requirements of 
ASTM A-300 at —50°F in firebox or 
higher quality levels. 


Add Strength... Subtract Weight... Multiply 


New, quenched and tempered alloy constructional 
steel offers your customers a unique combination 
of toughness and weight-saving. 


Check the “specs”. They speak for themselves. Shef- 
field’s SSS-100 is approved for use in welded pressure 
vessels according to the requirements of Section VIII 
of the ASME Boiler and Pressure Vessel Code, (case 
No. 1298, special ruling). 
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Savings... Build with new Sheffield SSS-100 


It is recommended not only for pressure and storage 
vessels, but also for bridges, earth moving machinery, 
transport equipment, missile and ground support 
equipment, and many fabricated structural shapes. 
It’s the right answer wherever your customers need to 
meet less deadloads, more payload requirements. With 
SSS-100 they can design with lighter components 
without sacrificing strength. It is easier to weld and 
fabricate. Affords greater resistance to wear, atmos- 
pheric corrosion and impact, gives longer service with 
lower maintenance costs. 


(Triple S-100) 


Sheffield SSS-100 is available now in plates from 3/16 
to 2”, in blooms and billets for forging and heat treat- 
ment. Heat-treated bars can be furnished on inquiry. 
Where unusual resistance to abrasion is required, it 
can be supplied heat treated to 321 minimum Brinell. 


Complete Information and Technical Service are 
available without extra charge. Write Sheffield Divi- 
sion, Armco Steel Corporation, Attention Alloy Sales, P. 
O. Box 3129, Houston 1, Texas. 


«2 
ARMCO ‘Sheffield Division 
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KEEP JOBS MOVING 
WITH THERMOID 


Stock and Sell 7 o Big F Belting 
and Hose for every industrial use 








Enjoy the increased profit that comes with the quick 
turnover of Thermoid Belting and Hose .. . the 
broadest belt line in the industry and a hose line for 
every drilling, construction and industrial application. 

The broad Thermoid line provides maximum cov- 
erage of applications with a minimum of inventory. 
And, to back up your stock, Thermoid’s 10 stra- 
tegically located warehouses help you handle extra 
large or rush orders. 

Thermoid has developed many outstanding 














“firsts” in the hose and belting field such as 7500 
p.s.i. Gold Stripe Rotary drilling hose, the PVC 
PLASTICOAL conveyor belt, a jet starter hose, the 
only one approved for use on the B-58 bomber, and 
many others. This type of outstanding research 
development and quality manufacture is available 
to you in filling your customer’s need, however 
normal or unusual they may be. 

Thermoid’s field application experts are located 
in all industrial areas to give your salesmen and 


THERMOID DIVISION 


customers fast on-the-spot technical assistance. Free 
technical school training for your salesmen helps 
produce increased hose and belting sales and profits 
for you. 

Get full information today on Thermoid’s com- 
plete high quality line of industrial products. Write 
or telephone our office immediately. Thermoid 
Division, H. K. Porter Company, 

Inc., 200 Whitehead Road, Trenton Quaker ~ 
6, New Jersey —JU 7-3000. Thermoid 


H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 














2 reasons our ads always Say... 


“ORDER AMERICAN CHAIN 
FROM YOUR DISTRIBUTOR” 


1. BECAUSE in AMERICAN CHAIN’s plan of distribution, the 
distributor has always been the master link. Our policy is one 
of full partnership with our distributors. They do more than 
just stock a complete line of chains, fittings and attachments 
appropriate to their type of wholesale operation. They are 
also kept up-to-date on the latest information about new 
products, new improvements, packaging changes and, of 
course, changes in prices and profits on American Chain 
products. Moreover, they are advised about new products in 
advance of introduction so that there’s always ample time 
for ordering and stocking before customers first read about 
them in trade paper advertisements. 


2 * BECAUSE the AMERICAN CHAIN distributor is, in effect, 
our representative in his locality. Back of him stands our 
Regional Warehouse and our District Sales Office whose 
salesmen are qualified to furnish a wealth of information on 
the subject of welded and weldless chain for all purposes. 
And back of all these men is the American Chain & Cable 
Company, Inc., of Bridgeport, Conn., and the American Chain 
Division at York and Braddock, Pa., and the famous Acco 
Giant trademark which for decades has meant the standard 
of value in chain. 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 

*Indicates Warehouse Stocks 
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Bristol gives you 
more 
door-openers 


... and we, at Bristol, know that it’s not 
enough just to get one foot in the door— 
you’ve got to get both feet in and have 
something to say after you’re there. 
That’s why Bristol doesn’t rest on its 
laurels as manufacturer of the most ex- 
tensive line of precision socket cap and 
set screws on the market, in both stand- 
ard hex and Bristol-originated multiple- 
spline sockets—even though they embody 
the skill and craftsmanship developed 
in 47 years of socket screw experience, 
and more than 70 years as a precision 
instrument builder. Instead we are con- 
tinually on the alert to give you: 
* More Door-Openers. Bristol is con- 
tinually on the alert to give you some- 
thing new to talk about... both to 
prospects and steady customers. Recent 
example: Bristol’s complete line—both 
hex and Multiple-Spline—with famous 
Nylok* self-locking inserts, stainless 
steel socket screws, miniature socket 
screws of all types, a highly improved 


*T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


to 


distributor profit 


automatic feeder driver, and the new 
WRENCHKING wrench. 


* More first-rate talking points. Take 
Bristol’s 17-step quality control, for ex- 
ample, that assures your customers of 
a product that is uniformly best, day in 
and day out. 


* More home-office backing. To name 
a few ways, there are fast deliveries, 
national ads to pre-sell your customers, 
a continuous stream of publicity in trade 
papers, industrial magazines, and con- 
stant participation in trade shows, 
displays. 

These are just a few things you get, 
as a Bristol distributor, in addition to 
a top quality product line. For more, see 
column at right—all designed to give 


you more sales, more profits, cco 
easier and faster ... because AS 

Bristol knows that it pays to 5 
give the distributor more E 
than an even break. saoer wr 





Multiple 
Hex Spline 
socket socket 


MORE BRISTOL DISTRIBUTOR AIDS 


Fast Distributor Service 

e One day shipment on urgent orders. 

e Telephone, telegraph, teletype to an- 
swer inquiries fast. 

e E-Z order form has net prices; photo- 
copied to end error. 

e Speedy order filling, pricing, stock con- 
trol methods. 

e Functional bulk-order packaging. 


Promotion Kit Advertising 

e Easy-to-read catalogs, brochures. 

e Concise technical and product data. 

e Smart self-mailers, envelope stuffers, 
¢ Planned program for mailings. 

¢ Heavy schedule of national ads. 

¢ Publicity, displays, trade shows. 

¢ All inquiries referred to you. 


Distributor opportunities are still open in a few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut, 


Precision socket screws since 1913...by the makers of famous Bristol Precision instruments. 


a 


Bristol's Hex Socket Screws 
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gq». Bristol's Multiple. 4 
* ab Spline Socket | 
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Made in sizes as smail as No. 0 in Alloy Steel and Stai . Cap screws up to 134” diameter. 
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Socket Screw Division 
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Handles, air motors, gears (rpm), chucks, and 
clutches.of the new SIOUX P, A, L prefixed 


drills, screwdrivers, and nut runners are — 


interchangeable. Any one of a possible 1,000 


combinations is available to precisely meet 


the needs of each job. Disassembly for service 
or conversion to another job is equally easy. 
Air and oil exhausts from the base of the 





ELECTRIC SCREWDRIVERS 


—— 
— 


dependability! 


handle through a remote exhaust hose or de- 
flecting silencer so that it can not be blown 
on the work. 

Whether it’s an electric drill, screwdriver, 
air impact screwdriver or one of the new P, A, 
L series, expect stamina, power, smooth per- 
formance, and ease of operation from the SIOUX 
family of fine tools. Ask for a demonstration! 


260 /) 





SIOUX CITY, IOWA, U.S.A. 


SOLD THROUGH DISTRIBUTORS IN U.S., CANADA AND OVERSEAS. FIND YOUR NEAREST 
U.S. DISTRIBUTOR UNDER “‘TOOLS, ELECTRIC” IN THE YELLOW PAGES. 


A AIR & ELECTRIC IMPACT WRENCHES ~- DRILLS + SCREWDRIVERS + NUT RUNNERS + SANDERS + GRINDERS 
& ELECTRIC POLISHERS + FLEXIBLE SHAFTS + PORTABLE SAWS + VALVE GRINDING MACHINES & ABRASIVE DISCS 
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27,340,000,000 LGC WACK... 


VER wonder how many fingerprints there 
are in the world? We've checked and 
found there are approximately twenty-seven and 
a third billion! Amazing? Sure! But more amaz- 
ing is the fact that no two are exactly alike. 
Each is distinctly different . . . an unmistakable 
“trade mark” which identifies its owner... 
and its owner alone. 


In like manner, the Keystone trade mark is the 
only one of its kind. 


For nearly three-quarters of a century the word 
Keystone and the symbol thereof have been 
used continuously by the Keystone Lubricating 
Company as the registered trade mark for its 
lubricating oils and greases. It has become the 
symbol lubricants, respected 
throughout American industry. 


of quality 


Yet, we have found that unscrupulous lubri- 
cant manufacturers have made unlawful use 
of the Keystone Company’s trade mark. Take 
warning! The use of the word “Keystone”, 
the Keystone symbol, or any combination 
thereof on lubricants, constitutes an infringe- 
ment of our trade mark rights and an attempt 
to defraud the public. Infringers will be 
prosecuted vigorously to the full extent of 
the law. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa., Est. 1884. 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 


SPECIALIZED LUBRI' CARTS Eze eat A 
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WEIGH YOUR BEARINGS BUSINESS AGAINST N/D-HYATT 


APPLICATIONS ... and you'll see that they balance beautifully. New 
Departure ball bearings and Hyatt roller bearings are the standards of the industry. 
These high quality, durable bearings are specified as original equipment on virtually 
every type of industrial equipment in use today... by nearly 30,000 original equipment 
manufacturers. This means customer preference and an important sales advantage 
for you as a N/D-Hyatt Authorized Distributor in the industrial bearings replacement 
market. From a strategically located supply line—United Motors Service bearings 
warehouses and sales locations across the country—you receive fast service, one-day 
service on even your reyular stocking orders. The United Motors Service Industrial 
Bearings Proposition includes Sales Engineering Service, Inventory Protection and 
many other quality features that offer you a more profitable way of doing business. 


Be sure you have the complete story on your New Departure and Hyatt agreement; ask 
your United Motors Service Bearings Sales Engineer to show you the new folder entitled 
‘Here's the Best Proposition in the Business for Industrial Bearings Distributors.”’ 





UNITED MOTORS SYSTEM 


OW UMS ss 


New Departure and Hyatt bearings are distributed nationally through ... U-M-S 


Avan .2Y°)....... 
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All-purpose 7-strand wire rope puts the Macwhyte 
distributor in a class by himself in competing for 
business 


But — be prepared to change your thinking about wire rope! 
You’ve never seen another wire rope like 7-FLEX — there is 
no other like it! It’s an all-purpose wire rope, flexible as 8- 
strand — rugged as 6 x 19 — fatigue-resistant like a 6 x 37. 
There is 1624% more wearing surface in 7-FLEX than there 
is in a 6-strand rope. There is less unit pressure between rope 
and sheaves, so less rope and sheave wear. There is more 
sheave contact, less rope-creep. Result: longer rope life, less 
downtime, lower operating costs! 

Conveniently located factory warehouse stocks help you give 
customers prompt deliveries. Ask for a Macwhyte represent- 
ative to call and tell you more about 7-FLEX — and ask 
for bulletin 60100-R. 


galt * my 
ae ‘Ne 


MACWHYTE 


in wire rope in years! 


Other Macwhyte products 
that serve you profitably 


Slings — Safe, easy-to-handie Macwhyte 
slings for every lifting need are available 
in round-braided, flat-braided, or Safe-Guard 
styles. Many standard designs. Also cus- 
tom-made to your requirements. Send for 
Bulletins 5308-R and 5886. 


Corrosion -Resisting Wire Rope — Many 
sizes and constructions in Stainless Steel, 
Monel Meta! and plastic or nylon coated. 
Meet the requirements imposed by alkaline 
and acid conditions and marine atmos- 
pheres, temperatures, and humidity. Send 
for Bulletin 49-30. 


Wire Rope Assemblies — Safe-Lock wire 
rope assemblies are precision made to 
your order in the size, length, and strength 
needed. Uniform high quality with fittings 
permanently swaged to the rope. Many 
standard designs. Send for Catalog 6101. 


Me MACWHYTE Wiw Rope COMPANY 


2900 FOURTEENTH AVENUE, KENOSHA, WISCONSIN 


Wire Rope Manufacturing Specialists Since 1896 
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To the National and Southern 
Industrial Distributors’ Associations... 
our sincere THANKS for the Silver Placque Award 


The time-proven BOSTON Gear Policy 
which constantly supports and promotes the 
“Value added by Distribution” 
will continue in daily practice. 


® 
BoSTO oat 
the COMPLETE 


POWER TRANSMISSION “PACKAGE” 





Distributors really have something to shout about! The ™ HOW 


new OI C Partnership Plan is full of intriguing new features 


ready to be integrated into this year’s sales campaigns. 

Valve distributors, like yourselves, have developed effective OIC 
marketing ideas which will be focused on your markets by 

OIC. If you plan maximum growth in tomorrow’s profitable replace- 

ment markets, now is the time to know all the details about OI C’s BUILDS 


plan for successful distributors. It costs nothing to look it over. 


The entire plan is explained in this easy-to-read booklet. ENTH USIASTIC 


Send coupon for your free copy today. 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC DISTRIBUTORS! 


The Ohio Injector Company 

, 243 Main Street, Wadsworth, Ohio 
BRONZE, IRON, S Please send me a copy of the 0! C Partnership Pian. 
FORGED STEEL, 
CAST STEEL AND f 
OUCTILE IRON VALVES > ‘ Company 


10262-0) 


Oe Title 








Street 








THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO a 
ity 








EATON 


DvnA-TOoRQ 


MAGNETIC-FRICTION CLUTCHES and BRAKES 


The Ideal Solution to Exacting 
Clutching and Braking Problems 


These highly responsive, trouble-free units provide 

accurate control of intricate automatic machinery. 

Operating on 6, 12, 24 or 90 V.D.C., Dyna-torQ 

~ units may be actuated by micro-switches, photo- 
ste on electric cells, relays or any “ON-OFF” signal to 
ax... perform a wide range of functions in processing 

; and fabricating applications. The compact rectifier 


type control converts AC power to DC power and 
may be remotely mounted out of busy machine areas. 


/ 
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Eaton Dyna-torQ Clutches and Brakes are available 
from 134,” through 15” in diameter. They may be 
easily and quickly installed on either new or exist- 
ing plant equipment. Exclusive features of design 
|! and construction mean worthwhile savings. 
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HP @ 1800 R.P.M. (Typical Application) 
HP MODEL 
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ACCURATE POWER CONTROL 
DEPENDABLE MOTION CONTROL 
RAPID RESPONSE « LOW MAINTENANCE COST 
EASY BUILT-IN INSTALLATION 


Here’s the ideal way to demonstrate Dyna- 


WIDE RANGE OF SIZES AND CAPACITIES torQ in action and explain the many possi- 
ble applications for Dyna-torQ Clutches and 


Brakes in motion control and power trans- 
Send for Illustrated Literature. mission. Write for complete information. 


DYNAMATIC DIVISION 
ro MANUFACTURING GCOMPANY 
3122 FOURTEENTH AVENUE @ KENOSHA, WISCONSIN 
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“Such an interesting variety of nuts. 
So well-made.” 


ALBERT: “And they all come from Bethlehem.” 
PERCY: “But where are the bolts?” 


ALBERT: “Bethlehem makes those, too. But who 
ever heard of squirrels eating bolts?” 
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BETHLEHEM STEEL COMPANY BETHLEHEM, PA. Export Sales: Bethlehem Steel Export Corporation 


for Strength...Economy... Versatility 
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CRANE 600-POUND STEEL GATE, GLOBE, ANGLE heart 


of home and 


AND CHECK VALVES—14" TO 2” SIZES— industry 


gathered together for their first family portrait, from thousands of flow con- cine 
trol assignments in every industry. In forged and cast steel; bolted and union Cc R AN E 
bonnets and caps; outside screw and yoke or inside screw; Exelloy, Stellite*, 
Type 316 Stainless, Monel trims; reduced and full ports; screwed, flanged 

and socket-welding ends—one or more will meet every specific need. All share piping’® ena denaiia, 


the Crane family trait of superior design, ruggedness and fine craftsmanship. plumbing « heating 
*Stellite is a tegistered trademark of Union Carbide Corp. air conditioning 


Crane Co., Industrial Products Group, 4100 So. Kedzie Ave., Chicago 32. In Canada: Crane, Ltd., 1170 Beaver Hall Square, Montreal. 





The single, most important advance in the whole history of disposable tooling 





Just 3 parts (not includ- 
ing insert) means mini- 
mum ports inventory, 
greatly reduced possi- 


bility of part failure, 
much less downtime, 
lower costs. 





Streamlined silhovette 
because “clubheads,” 
clamps, screws are 
eliminated. 


15 styles, 124 sizes for triangular and square 
inserts. Shank sizes from 2” square (replace 
your brazed tooling) to 2” square. 


Elimination of insert pocket results in larger 
end-cutting angle. Can be used on many 
tracer applications. 

—se__ st 


¢ 
7 CARB-O-LOCK 
= 
= 
OTHERS 


Insert changing and indexing is a breeze. 
Turn wrench to unlock, replace or index insert, 
then turn wrench to relock. 


Minimum overhang of 
Carb-O-lock reduces 
space requirements for 
locking mechanism. 
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New Carb-O-Lock toolholder-insert 
combination cuts tool costs up to 402! 


Save 30° and more when you buy it . . . 40% and more 
when you use it. The key to the new Carb-O-Lock: 
Simplicity ! 

Think of it! Now you can cut your disposable tooling 
costs by up to 40%! You save and keep on saving, 
because savings are designed right into the new Carb-O- 
Lock toolholder-insert combination. 

Truly unique in toolholder design, the Carb-O-Lock 
employs just three parts (not including insert)— 
compared with up to 12 parts in other toolholders. 
Using a cam-action locking principle, the Carb-O-Lock 
toolholder makes insert changing and indexing easy as 
one, two, three! And the streamlined design of this 
revolutionary toolholder lets you bring it closer to the 
work, with unrestricted chip flow. 

Carb-O-Lock toolholders are available right now in 
toolholder shank sizes from 14" square to 2” square for 
square inserts and 14” to 114” on toolholders for tri- 
angular inserts. The specially processed disposable 
inserts have been developed in Carboloy® Grade 883 for 
machining cast iron as well as many operations on high- 


temperature alloys, type 300 stainless steel, brass, 
and bronze. 

They are held to tolerances of +.002” on 14” I.C. to 
+.004” on the 1” square and they cost 40% less than 
some precision-ground (+.001”) inserts. 

These inserts have cutting edges composed of whole 
carbide crystals which are stress free, and notch free 
like Carboloy Pre-Honed inserts. And, to make your 
changeover easier, Carb-O-Lock inserts are designed to 
fit most square or triangular negative rake toolholders 
you may now using. 

Carb-O-Lock inserts come skin-packed on a file- 
drawer size, color-coded card for easier inventorying, 
faster identification. 

See just how this brand new toolholder-insert com- 
bination can bring better profits through better tooling 
in your metalcutting operation. Phone your Authorized 
Carboloy Distributor and place your order for the 
Carb-O-Lock toolholder-insert combination. 

Great! . . . revolutionary! 

Metallurgical Products Department of General Electric 
Company, 11133 E. 8 Mile Road, Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


CARBOLOY. 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMOND © MAGNETIC MATERIALS @ THERMISTORS © THYRITE® «© VACUUM-MELTED ALLOYS 
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These costly pipe motion problems 
are a source of extra profit for you 
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As a Flexonics PMS metal hose distributor 
you can capture this lucrative market! 


PipE MOTION PROBLEMS are common to every plant your sales- 

men enter...and metal hose is the practical solution. Flexonics, 

the most experienced name in metal hose, has packaged a 

program that puts this lucrative, growing market in the palm 

of your hand. The volume is BIG . . . margins attractive... . 

and investment small. Learn the profit success of other dis- 7 

tributors with Flexonics PipE MOTION SPECIALISTS program. “ & 4 
Ask to see a metal hose market analysis of your specific ter- canner 


itory — wri ‘ ' LOW PRESSURE J 
ritory — write for the complete story on a Flexonics PMS S Se ee ae 
distributorship. 
UNBRAIDED MEDIUM PRESSURE 
BRAIDED HIGH PRESSURE CORRUGATED HOSE 
CORRUGATED HOSE 


FLEXONICS DISTRIBUTOR PIPE MOTION SPECIALIST ——e 
BRAIDED HIGH PRESSURE FLEXIBLE CONNECTOR 


ATTACH TO YOUR LETTERHEAD quale 
r Ser 
i i 
B ‘*Flexonics | Ss 
DIVISION OF CALUMET & HECLA, INC. i Bartlett, Illinois i 
310 East Devon Avenue + Bartiett, tiltinois & — | 
r) 
t 
a 
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310 East Devon 


me wee 


Please send me an 
analysis of my mar- 
ket for metal hose and the compiete 


FLEXIBLE METAL and SYNTHETIC HOSE In CANADA Flexonics PMS brochure 


EXPANSION JOINTS FLEXONICS CORPORATION OF CANADA, LTD. 
BELLOWS + SPECIAL TUBULAR ASSEMBLIES BRAMPTON, ONTARIO IH-470 
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you 
need 
more 


today 
than 
yesterday's sales effort 


Take this fellow, for example. He was 
once a cigar store sales spectacular in 
living color. Today he’s still smiling 
... but in a museum. It doesn’t 

take long for the parade to pass you 
by if you stay rigid and rooted like 
our wooden friend. 


Here, at Wood’s, we’ve kept moving 
through the years... in step with 
you, our distributors . . . striving 
continually for a clear understanding 
of each other’s functions and problems 

. seeking the close working 
relationship which is the prime 
requirement for our mutual success in 
marketing mechanical power 
transmission equipment. 


Today, after 104 years, we’re growing 
at a faster pace than ever before... 
helping solve more, and often tougher, 
product application, sales and 
engineering problems for more 
distributors in more customer plants. 
We’re holding more product clinics, 
more marketing and sales promotion 
seminars in more distributor offices. 
And, we’re helping train more 
distributor salesmen and providing 
more advertising and sales promotion 
support than ever before. 


It’s a good way to stay young... and 
make more sales, too. 


CHAMBERSBURG, PA. « ATLANTA » CAMBRIDGE + CHICAGO + CLEVELAND « DALLAS 
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LOOK TO POWELL VALVES 


For the largest selection of valves, look to Powell. This 
includes gate, globe, angle and check designs in bronze, 
iron and steel, as well as industry’s widest selection of 
special alloys. And, Powell valves are specifically designed 
for water, oil, gas, steam, air and corrosive fluid applications 
... Whatever you need ! 

You can count on each Powell valve to be the result of the 
most complete engineering know-how and thorough testing 


procedures, These combine to produce valves of the 
highest reliability, and at the lowest cost... you save 
through Powell performance on your job. 

In addition, you will find Powell maintains stock across the 
nation, near your need. So, your order is filled and delivered 
more quickly, at less trouble to you. For further information, 
contact your nearby Powell valve distributor or write The 
Wm. Powell Co., Cincinnati 22, Ohio. 


115th year of manufacturing industrial valves for the free world 


POWELL SI{Il VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 











YOU'LL MAKE MORE SALES with 
this free 120-page classified directory 

of industries and businesses which 

can use Permacel tapes and adhesives to 


advantage. Write for it today. 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES+ ELECTRICAL INSULATING MATERIALS + ADHESIVES 











profitability— 


what determines it? 


Ov the lines you sell, which are your real profit producers? Genuine CROSBY CLIPS are first in demand — in 


: te : : dollar volume — in assured profit protection for you. 
They’re your top “name” lines. Lines that sell in greater P P y 


volume, because of greater consumer demand. Lines It pays to do business with CROSBY-LAUGHLIN ... 
that consistently command their full resale price, and world’s largest producer of forged fittings for wire rope 
bring you the profit you deserve. and chain. CL-960 


Division of 


CROSBY-LAUGHLIN AmMOIsT 
HOIST 


FORT WAYNE, INDIANA 


a - 


GENUINE CROSBY CLIPS * McKISSICK BLOCKS, * LEBUS LOAD BINDERS * CROSBY-LAUGHLIN FITTINGS 
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Boost profits by sellin 


related items ¢ 


Spray guns need... 


NOZZLES 


4 





COMPRESSORS 








OIL & WATER 
EXTRACTORS 


Each sale of a Binks spray gun 
is a golden opportunity for extra 
profits, simply by suggesting re- 
lated items. The more items you 
mention, the more chance for 
added sales. 


Ask about our spray painting school. Open to all... NO TUITION... 


There are countless products in 
the Binks line related to the spray 
gun. Suggest them .. . you'll be 
amazed at the results. Your cus- 
tomers will thank you, too, for 
helping them remember. 


covers all phases. 





Binks Manufacturing Company = 2146 Carroll Avenue, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED Rr DIRECTORY 
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Ingersoll-Rand | PUMpS | 








Here’s a line of centrifugal pumps that gives you a 
complete range of sizes, and types to sell. Add 
famous Ingersoll-Rand engineering and construc- 
tion... Plus a reputation for consistent efficiency 
and economy...And presto! you've got pumps 
your customers will recognize and accept! 


For every type of liquid movement problem, 
there’s an I-R pump to solve it. Ingersoll-Rand 
tells this story repeatedly through nation-wide 
advertising; reaching your markets, directing 
sales to you. 


Get the interesting facts about the profitable I-R 
distributorship. Write to Sales Manager, Merchan- 
dising Div., Ingersoll-Rand Co., 11 Broadway, 
New York 4, N.Y. 


over a century of pump progress 
from the leading manufacturer . « + 


Ingersoll-Rand 


253A9 11 Broadway, New York 4, N.Y. 
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Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches .. . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 
Write for General Catalog and check your wrench stock. 


Specify “ARMSTRONG” when ordering wrenches. 





ARMSTRONG BROS. TOOL CO. 


5205 W. ARMSTRONG AVE. © CHICAGO 46, ILL. 
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TRENDS AND PROSPECTS 


As General Business Goes. So Go Distributor Sales 
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BOOM SIGHTED AHEAD by many as May industrial production index 
jumps three points to 108 (1957=100). Some say it’s only a question of time 
and whether it will be boom or “superboom.” The news is particularly good in 
steel, autos, which accounted for half the 3-point April gain over March’s 102. 


STEEL BAROMETER CONTINUES FAIR. June tonnage will probably 
equal May as early June production hits 70% with bookings running at the 
same rate or better. Price rises are considered unlikely now, and Allegheny- 
Ludlum, Jones & Laughlin, Armco, and U. S. cut prices on stainless, some carbons. 


ADDING TO GENERAL CHEER is the news that new car sales hit a 
high for 1961 during May—538,000 units—less than 30,000 off from May, 
1960, figures. Automotive industry is enthusiastic for continuing sales rise. 
Remember, U.A.W. contracts expire August 31, with negotiations starting now. 


YEAR-END GNP ESTIMATE RISES as business activity picks up. 
Last month this page reported year-end gross national product estimates at 
$520-billion annual rate. Now, with the increased speed and vigor of the up- 
turn, estimates of the annual rate center around $530-billion. An even more 
optimistic figure of $537-billion comes from the University of Indiana business 
review, based primarily on the shift from inventory contraction to expansion. 


UNEMPLOYMENT RATE INCREASES 0.1% to 6.9%, seasonally 
adjusted, as the jobless total falls by 194,000, and employment increased by 
a million in May. This seeming paradox stems from the ever-increasing 
numbers entering the Jabor market (850,000 in ’60) and seasonal influences 
in such industries as construction and farming, which depend on weather 
conditions. The situation is not expected to show much early improvement as 
a million high school and college June graduates now join job-seeking ranks. 


PICK-UP REVERSES STEADY DECLINE in manufacturing in- 
ventories, rising in April for the first time since last August. The Department 
of Commerce says that factory stocks rose $100-million from March to April 
for a total of $53.4-billion worth of goods in the process of production, while 
factory sales and new and unfilled orders rose for the third consecutive month. 


INDUSTRIAL CHEMICALS SHOW STRENGTH, sales moving 


up for the first time in nine months, as demands—and rosy sales prospects—of 
steel, rubber, textile and paper industries (all heavy consumers) increase. 


ARE PRICES RISING? It probably seems so, but, according to the 
statistics of the Department of Laber, such is not the case. The wholesale price 
index has been stable for 3 years and, indeed, it’s a bit less now than it was 
a year ago. Overall consumer prices have risen only about 1% over year 
ago levels, and almost none in the past 6 months. Costs of “services” are up. 


STOCK MARKET BREAKS THROUGH to new high ground, mov- 


ing above the 700 mark (Dow-Jones industrial index). However, despite bullish 


market, corporate profits, including blue-chip giants, continue to sink lower. 
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INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures . 





April returns from ID’s Supply Sales Trend Reporters March. When this is taken into consideration, April 
show sales down 13% for the four month period Jan-Apr was a better sales month than March on a daily basis. 
61. April had 19 working days compared to 23 for Reporters indicate they are optimistic for an upturn soon. 





| U.S. TOTALS 





Apr. 61 Apr. 61 Jan.- Apr. 60 
Compared Compared 7 Compared 
Mar. 61 Apr. "60 iy Jan.-Apr. ’61 
Compiled by 
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SUPPLY SALES TREND 


FINAL FIGURES FOR Apr. 61 Apr. "61 Jan.-Apr.’60 — FINAL FIGURES FOR Apr. 61 Apr. 61 Jan.-Apr. 60 


Compared Compared Compared Compared Compared Compared 
APRIL 1961 Mar. ’61 Apr. "60 Jan.-Apr. 61 APRIL 1961 Mar. ’61 Apr. ’60 Jan.-Apr. ’61 





New England: Conn. Me. | —1N° _ 149 _199 West North Central: ;... 
Mass., N.H., RIV. (33) 10% 14% 12% Kans., Minn., Mo., Neb. + 2% cate 2% 1% 
V.D., S.D. (15) 








Bridgeport-Hartford- — 9% —14% —13% 


Springfield Area Kansas-Western Missouri 


honk No Change No Change 5% 








Middle Atlantic: — 9% —19% —17% : 
iJ., N.¥., Pa. (39) . . © — South Atlantic: pez, p.c., 
en Fla, Ce. MLNC BE, «6+ 3%) IE% 9°, 


Va., W.Va. (25) 





Metropolitan New York- —11% —12% — 9% 


northern New Jersey Area 








East South Central: 4/<., —109%  —13% 9% 
Western New York: Buffalo- Ky., Miss., Tenn. (5) 

Rochester-Syracuse- — 13% — 16% 
Binghamton Area 








West South Central: 47, 7% ~ 9% 9% 


Philadel phia-Trenton- 5% = 12% La., Okla., Tex. (26) 


Wilmington Area 
Houston Area meas 10% + 10% 2% 








Pittsburgh- Wheeling- 3% —23% 


Youngstown Area 





Dallas-Fort Worth Area No Change — 5% 5% 








East North Central: 1. - 
Ind., Mich., O., Wisc. (67) 29% Mountain: Ariz., Colo., Id., 


Mont., Nev., N.M., Ut., +1% —7% 1% 
Wyo. (19) 





Indiana Area —22% 








Pacific: cal. o 
Wisconsin _ 18% Wash. (21) + Ure., 2% 





Chicago Metropolitan Area —24% Los Angeles-San Diego Area + 5% 





Detroit-Toledo Area —28% Oregon Area — 3% <a 9% —15% 





Cleveland-Akron-Erie Area —24% Washington Area —10% —11% —12% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





The NAPA reports further inventory reduction in May, hiring of extra employees caused metalworking acces- 
with purchasing executives excercising hair line control sories to jump to 193.9. April was 169.3, which shows 
on purchased materials. In the Price Index, the sudden _ little effect on the index by the change in one product class. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


(1947-49 = 100) (romney) Mer ke 
Abrasive Products 142.7 142.7 143.2 — 03 
Cutting Tools 175.5 175.8 178.8 — 13 
Fans and Blowers 181.5 181.5 182.5 — 05 
Fasteners 209.8 209.8 198.7 + 56 
Incandescent Lamps 189.8 190.1 190.0 — 0.1 
Industrial Rubber Products | 159.6 159.6 152.7 + 45 
Lubricants 103.2 103.2 99.7 + 35 
Materials Handling Equipment 174.4 174.3 174.4 + 1] 
Mechanics Hand Tools (Files, saw blades) 192.1 192.1 188.8 + 1] 
Metalworking Accessories 193.9 193.9 174.5 +11.1 
Motors 113.5 113.5 112.6 0.8 
Paint 132.1 132.1 128.3 3.0 
Portable Power Tools 147.2 147.2 144.1 2.1 
Power Transmission Equipment 158 = 1858 = «181 22 
Precision Measuring Tools 152.1 152.1 148.2 2.6 
Pumps and Compressors 181.6 181.3 180.6 0.5 
Steel Products (Pipes, bars, nails, wire rope etc.) 186.1 186.1 186.8 0.4 
Valves and Fittings 161.7 161.7 169.1 — 44 



























































Welding Machines (Equipment, Rods) 152.7 152.7 158.1 — 34 





TOTAL INDEX (weighted average) 169.3 169.3 167.1 





Source: Bureau of Labor Statistics and Industrial Distribution 
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your signal for sales with NEW AIM 


If ever a rack line offered unlimited sales potential, 
this is it. Now, wasted nooks and corners, even 
aisles, can pack payloads for your customers (and 
profits for you). Acme Steel racks permit high density 


storage of palletized items anywhere, anyway. 
They re the newest extension of the nationally ad- 
vertised AIM Brand Heavy-Duty Rack line. 


YOU SELL “CUSTOMIZATION” WITH STAND- 
ARD COMPONENTS— New AIM Brand Drive-In 
and Drive-Thru Racks not only customize installa- 
tions, they accomplish it at lowest possible cost. 
Each layout is designed from a variety of modular 
arrangements to best suit type of material stored, 


loading requirements and the warehousing area. 
Customers can’t balk at the extra expense of special 
order materials. They’re not needed, Standard modu- 
lar components do the entire job. 


YOU SELL SUPERIOR SAFETY—Full 3” square 
support rails, with their exclusive two-way positive 
locking system (stud on outside and safety lock 
bolt* on inside), assure double protection against 
movement and rail disengagement. 


YOU SELL FASTEST SET-UP AND ADJUST- 
MENTS— Keyhole slots in the face of full 3” square 
columns, and round holes in sides, permit the quick- 
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BRAND Drive-In and 


est support rail adjustment you ever demonstrated. 
And marks every 6” on sides speed rail placement 
and leveling on 2” centers—without measuring. 
Investigate the many more reasons why you’ll be 
proud to sell the new AIM Brand Drive-In and 
Drive-Thru Racks. Write: Fabricated Materials 
Division, Acme Steel Company, Dept. IHD-71, 135th 
Street & Perry Avenue, Chicago 27, Illinois. 


* Patent applied for 


ACME IDEA LEADER IN 
0am FRAMING 


All-Purpose Racks customize general storage with standard components. 


BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





At The Half-way Mark 


At mid-year, business in 1961 is fine and getting better 
every day. And it promises to continue in this healthy 
state right through the rest of this year and into 1962. 
We are not as cautious as the Midwestern bank which 
reported, according to the Research Department of New 
England Life, “It must, however, be recognized that, 
undoubtedly, either the present advance, or, more prob- 
ably, the advance which is likely to start in the third 
quarter, will carry the economy closer to a higher level 


of activity.” 


The Current Reading 


As a start on where business is going during the 
remaining months of the year, it is sensible to take a 
current reading of the business pulse. Business statistics, 
however, are not timely enough to do this with great 
assurance. In fact, when dealing with preliminary esti- 


feel Mr. 


Dooley, who said, “It’s not that | am ignorant; it’s just 


mates, we often like Mark Twain, or was it 
that | know so much that ain’t so.” 

Nevertheless, gross national product—the total value 
of goods and services produced in the nation—is cur- 
rently (June 1, that is) running at an annual rate of about 
$510-billion. GNP has bounced back from just under a 
$500-billion rate during the first quarter to a new record 
high mark. The index of industrial production is now 
about 108 on a 1957 base of 100, not far from the all-time 
peak of 111 in January, 1960, having moved steadily up 
since the “recession” low reached last February. 

Of a total civilian labor force of about 73-million, more 
than 5-million persons are still unemployed, according to 
the government’s definition. (Sweden once applied our 
standards to their unemployment statistics, and the unem- 
ployed rate immediately quadrupled without any change 
in the state of the economy.) But, withal, U. S. employ- 
ment is now close to an all-time high. In the past 4 
months, consumer disposable income has risen some 
$6-billion to about $362-billion, after declining by less 
than 1% early this year. May set a new record high for 
after-tax income, and June figures show another record- 
breaker. 


Good Recovery in the Business Sector 


The most vital part of the economy, the business sector, 
is expected to make a brisk recovery throughout the bal- 
ance of the year. Behind this prediction are these impos- 


ing and significant signposts: 


¢ Private domestic investment will rise about $10-billion 
from the second to the fourth quarter 

* New plant and equipment expenditures, as pointed out 
in last month’s special report, are off only 1% from 
1960’s figure, and an increase of about $2.5-billion 
between the second and fourth quarters now seems certain 

¢ New orders forecast (by McGraw-Hill) , after seasonal 
adjustment, indicate an increase of about 3% per quarter 
from the second to the fourth quarter this year 

* Business inventories will also be contributing to the 
Stock cutting hit its peak last March when 
inventory-chopping was going at a rate of $7-billion— 


growth. 


nearly all of it in the durable goods sector. By the fourth 
quarter, manufacturers, wholesalers and retailers will be 


building up stocks at an annual $2.5-billion. 


The Consumer: Edging Cautiously Forward 


For the rest of the year, the consumer market will also 
provide a lift to the economy. Latest surveys of consumer 
attitudes and intentions show that consumers are no 
longer worried by the recent slowdown or current high 
unemployment. 

But the consumer is still not in the mood for a buying 
spree. However, he is dipping his toe in the water and 
finding it a little warmer than it has been for many 
months. Consumer spending on soft goods and services 
will rise as it generally has in the past. Demands for more 
and better services rise as our standard of living improves 

-and as long as so many American males are married, 
their wives will certainly see to it that the standard of 
living keeps improving. Therefore, we expect that con- 
sumer expenditures for all goods and services will rise 
about $10-billion by yearend. 

And don’t overlook government spending. Defense and 
space spending will continue to rise throughout the year. 
All government expenditures are expected to increase 
from more than $106-billion now to about $109.5-billion 
in the last quarter. All this is stimulating to business. 

American foreign trade is becoming more and more 
important in the economic picture. The surplus in 
merchandise exports over imports has considerably 
helped our overall balance-of-payments problem. This 
year, we expect export sales to average 4% above last. 
Encouragingly, imports have not shown any recent 
marked increase. 

All major segments of the economy, except for the 
foreign trade area, which is a relatively small part of the 
total, will be rising throughout the remainder of 1961. 
Thus, we confidently look forward to increasing business 
during the last half of 1961, and well into 1962. 
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... something bothering you? 


You say your customer’s barks have your ears pinned back because you 

don’t always have the cutting tools they need whenever they growl. You can easily 
solve this problem by becoming a Vascoloy-Ramet distributor. You’ll have the 

most complete line of cutting tools, cemented carbides, toolholders, Tantung 

and ceramic tool material available with which to serve your customer’s needs at any 
time. It’s all backed-up by national advertising, direct mail literature, faster 

service, complete stocks and capable factory representatives. So, bury your bone in 
our yard and become a V-R distributor. Just whistle and we’ll come running. 


CREATING THE METALS THAT SHAPE THE FUTURE 


Ws-HR ) VASCOLOY-RAMET 


A-812 878 MARKET STREET ° WAUKEGAN, ILLINOIS 


TIPPED TOOLS, 4 ELEVATOR \ THROW-AWAY 
CAST-TO-FORM TYPE y * INSERTS 


CARBIDE — CERAMIC EZ TANTUNG — TOOLHOLDERS — ~% * FACE MILL 

BLANKS, INSERTS — SOLID TOOL BITS, < F SOLID BASE * } CUTTERS 

INSERTS, TRIANGULAR, \\ Zee CUT-OFF BLADES, AND ) WITH 
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Y BRAZED ~ SQUARE, 
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If you sell rubber, you do not sell an order of 32” 
Sand Suction like this one every day. But you do 
sell lots of rubber hose, belting or packing because 
almost every plant buys rubber on a regular basis. 


The aggressive distributors encourage their salesmen 
to talk about rubber ON EVERY SALES CALL. 
Why not? Talking a popular product results in more 
orders and more commissions. 


You may be interested in this line for two reasons: 
(1) the profit and (2) Republic’s written 5-Point 
Sales Policy. Write to Mr. J. A. MaclIntire, Jr., 
General Sales Manager. 


XN " LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 
om (). INDUSTRIAL RUBBER PRODUCTS 
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ANOTHER 
EXPLOSION 


I have just received a book which is a fascinating “brain- 
storming in print” on America’s future economic prospects. 
It is actually a report of Harvard Business School’s 30th 
annual national business conference. Edited by Dan H. 
Fenn, Jr., it is a collection of commentaries on problems 
surrounding our economic growth rather than a statistical 
INDUSTRIAL DISTRIBUTION (forecast of its girth. It’s published by McGraw-Hill ($6). 
The Editor Comments on Industry Problems /July 1961 The book’s title has a challenging ring: Managing 
i America’s Economic Explosion. It poses the question of 
where will we get the men able to pilot the business 
community through the currents and cross-currents of 
future inflation, government intervention, changing markets, 
new products, foreign trade, and countless other dangers 
and demands of the years ahead. 

The various contributors believe managers will have 
to be able to meet challenges on two fronts. On one front, 
they must join the intellectuals in “shoving and elbowing 
the politicians along” so they can participate fully in 
the country’s growth. Says Fenn: “Instead of writing 
volumes of books and speeches justifying the role and 
achievements of the business community twenty-five or 
fifty or even ten years ago, (businessmen) should be work- 
ing so their successors can justify it a decade or two from 
now.” 

On a more immediate front, managers must “articulate” 
the objectives of their respective companies now to assure 
the inspiring and training of competent new management. 
“A man functions better if he knows where he’s going; a 
businessman functions better if he knows where his com- 
pany is going. And this is especially true in a world that 
is changing,” says Kenneth R. Andrews, one contributor. 

Are we, in our particular industry, conscious of the need 
to advance on these two fronts? Have we defined and spelled 
out objectives so that everyone in our organization knows 
about them? Are we informing ourselves on changes and 
challenges impending in our community and industry? 

In our May issue, we spoke at some length of the 
broad opportunities which will open up for the distribu- 
tion industry as a result of economic expansion. Are we 
today doing things that will make us a part instead of a 
casualty of the “economic explosion?” 
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Monarch Corp. 


HOW TO 


salesmen report problems on this form right after calls. 


Then inside men take over, dig up answers. 


SAVE YOUR SALESMEN’S TIME 


West Coast firm’s call report procedure 
sets up inside salesmen as researchers, frees 
outside men to look for problems 


DON WINSTON 
SAN FRANCISCO NEWS BUREAI 
An experiment in teamwork for creative selling has paid 
off handsomely at Monarch Corp., Oakland, Calif. 

This West Coast distributor firm has lifted a major 
portion of the detail work of solving customers’ problems 


from the Most of the 


salesmen work- 


shoulders of its outside salesmen. 


problem-solving is now done by inside 


ing from detailed call reports on a new reporting form 
above). 


(see The inside men are the outside staff’s research- 


This 


frees outside men to make more calls and prospects for 


ers and communication links with manufacturers. 


more problems to be solved. The company has seven out- 
side salesmen who make an average of seven calls per day. 
The call report procedure works like this: 


* The outside salesman spots a customer problem and 
makes notes. 

¢ He writes up the special call report in duplicate imme- 
diately after the call, spelling out the problem under 
“What did you talk” Should 
the customer want information on a specific manufacturer, 


and “What was reaction.” 


item or industry development, the salesman notes this on 
the report. 

* One copy of the report is for the salesman’s follow-up 
file. 


* Inside men research the problem and make inquiries 


The other is given to the inside salesmen. 


of manufacturers. 

* Their information is passed back to the outside sales- 
man before his next call on the customer. Names of cus- 
tomer personnel interviewed are also noted on the report 
to guide inside men. With a carbon copy of the reports, 
the inside salesmen have records of planned calls under 
“when are you going to follow 


up.” This gives them 


deadlines for all necessary research, insures that outside 
salesmen have answers to questions previously asked. 
while 


* Outside men, inside salesmen are doing the 


telephoning and detail work of research, continue making 
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calls, looking for other problems. 

L. R. Burmester, Monarch president, installed the new 
procedure as an answer to one of today’s most pressing 
selling problems—how to give customers, quickly, the 
specialized sales service they demand and still save the 
salesman’s selling time. Burmester points out: “The only 
thing we really have to sell is service, since our customers 
could buy our lines elsewhere if we did not exist.” The 
distributor, says Burmester, must adapt to customers’ 
needs, and be constantly on the lookout for new and 
unique applications. This puts a heavy burden on an 
outside salesman as a communication link—not only 
between customers and distributor, but also between cus- 
tomers and manufacturers, through the distributor firm. 
The distributor must not only be ready with new services 
when they are needed; he must also be prepared to feed 
back information to his manufacturer-supplier on sug- 
gested new products and product changes. 


Stress on “Creative” Selling 


These sales functions, in Burmester’s view, define 
“creative selling” in distribution. Outside salesmen, how- 
ever, have little time for such creative work if they are 
forced to calculate and follow up all details of their cus- 
tomers’ problems themselves. 

Now, Monarch’s outside salesmen have time to maxi- 
mize “creative” calls instead of wasting precious hours 
on follow-up work and numerous call-backs. They also 
can offer customs a sophisticated brand of service that 
was not available before. Inside men have developed 
skill in solving problems. They can pool experience of all 
the staff and keep records on special applications which 
they feel the outside men may again turn up. 

This is how the Monarch program has worked out in 
specific cases: 

¢Salesmen who had visited a refinery buyer noted that 
the company was in the market for a flexible hose capable 
of handling hot asphalt. Inside men tracked down the 
hose, and the sale was made. 

¢ Another case involved the handling of a new type 
synthetic that dissolved neoprene. The question was to 
recommend the type of hose the customer needed. It had 
to be 3 in. diameter. The problem was turned over to an 
inside salesman, who discovered that a new type teflon 
hose—at $30 a foot—would do the job. Monarch and 
supplier gained a $10,000 order from this research. 

¢ A paper products plant needed an automatic conveyor 
control which would prevent jamming by keeping the 
conveyor from dumping too many wood chips into a 
mixing vat. Although the plant did not expect to obtain 
such a device through Monarch, the salesmen reported 
the informal conversation he had had on the subject. 
Monarch was able to purchase the control, engineer it to 
meet the plant’s specifications, and later to service it. 

¢Salesmen were having conversations with the area’s 
food canners. Introduction of frozen foods was causing 
trouble with the heavy rubber “canners’ belts” used on 
processing lines. Processors wanted a thinner belt which 
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would not freeze, stiffen and slip from the sprockets. 
Following Monarch’s suggestion, one of its major sup- 
pliers came up with a “sheeting belt” which met all speci- 
fications and proved to be a great success. The new belt 
is now also used in conventional (non-frozen) food 
processing to a great extent, because it is lighter, cheaper 
and requires less power on the processing line. 

* Packaging ideas have come from salesman “feed- 
back.” Chain, once sold from reels, is now sold in ten- 
foot lengths. This has increased sales profits in two ways: 
first, it is not necessary to take time and labor to cut 
chain to order: second, if a customer wants a fraction 
of ten feet, he still buys ten feet. Sprockets, once sold in 
bulk bags, are now individually boxed. This makes them 
cleaner, easier to spot. 

Inventory planning is another benefit from the Monarch 
system. Although none has been sold yet, Monarch has 
put a stock of four-inch diameter hose away. The reasons: 
conversations with oil company buyers indicates the 
industry plans to standardize on this hose in the near 
future. Again, the information came from salesmen, on 
the special call-report form. 

Another use for the salesmen’s reports is to try to find 
causes of dropoffs in some lines. Under the heading, 
“lines discussed,” any continuing deficiencies of these 
lines will be noted and an attempt will be made to find 
out why sales declined. 


Spotting Lost Sales 


Also, the outside salesman’s report on “What was 
reaction” is used to trace reasons for lost sales. In one 
case, a salesman reported, “Customer seems generally 
unfriendly, but can’t put finger on it.” A check was made 
on all recent sales and an unsatisfactory installation was 
uncovered. The customer had never complained about 
the job, but had not forgotten it, either. Special attention 
was given the next time the outside man made a call. 

One aspect of the call-report form that is not used in 
analysis: the heading “Was he the right man—explain” 
was inserted to make the salesmen conscious of the 
importance of contacting the right individual in a cus- 
tomer plant. 

The outside salesmen’s reports of “Lines discussed” are 
also used as data for a monthly letter Monarch sends to 
each principal supplier. This is a public relations effort 
aimed at the supplier-manufacturers. The letters inform 
suppliers of what Monarch is doing to push their products, 
in specific terms, at regular intervals. 

The new report forms are popular with outside sales- 
men. When Monarch first instituted detailed call reports, 
the management had a difficult time getting any useful 
information from the salesmen. “They hate to write 
reports just for management,” Burmester observed. “Then 
we hit upon the idea of making the reports of direct use 
to the salesmen themselves, by installing the inside 
follow-up system. This worked like a charm. We now have 
a sales force that understands what is meant by creative 


selling.” 





W ork measurement can help you schedule work assignments more efficiently ; 


W ork measurement can give you accurate data to budget costs and staffing needs; 


In fact, on the basis of the experience of this Indiana distributor, you can 


CUT OFFICE cCosTs 


RICHARD L. SANDHUSEN 
ASSISTANT EDITOR 

‘A work measurement program, 
installed in the office of a typical 
industrial distributor, will usually re- 
duce his staffing requirements from 
25 to 50%, and cut his office costs 


roughly in half.” 


The significance of this statement by 
Dr. George Wilkinson 


experience in analyzing distributor 


based on his 


operations and designing cost con- 
trol programs—is heightened by the 
fact that 20% 


tributor’s cost of doing business is 


of the average dis- 


the office. And any re- 
this 


incurred in 


duction in cost means a Cor- 
responding increase in net profit. 


As described by Dr. Wilkinson, the 


goal of a well designed work meas- 





Management control: Work measurement data is analyzed by 
Knapp president Charles Price (left) and office manager Jud 


urement program is not to make em- 
ployees work harder than they are 
presently working, but rather to help 
them make more purposeful use of 
time. Through work measure- 
Wilkinson, 


rapidly for employees and they 


their 


ment, says time passes 
more 
get more work done, because work 
assignments are planned in advance 
to fill in work “gaps” and chop off 
work “peaks”. Furthermore, these 
work assignments are apportioned 
more equitably among the em- 
ployees. 

much desirable 


“This is a more 


situation—for both employees and 
management—than having some em- 
ployees with too much to do while 
others don’t have enough to do, or 
having the entire staff overworked 
some of the time and underworked 


the rest of the time” says Wilkinson. 


IN HALF 


An example of some of the con- 
siderations involved in setting up a 
work measurement program, and the 
specific benefits that can derive from 
such a program, is provided by the 
work measurement cur- 
rently in effect at the Knapp Supply 
Co. in Muncie, Indiana. At Knapp, 


program 


this program was “engineered” by 
Dr. Wilkinson at the 
president Charles Price, and has re- 


request of 


duced staffing requirements from 4 
to 2%4 employees (the other “14” 
of an employee performs scheduled 


work in other and 


slashed office costs by approximately 


departments) , 


10 percent. 

“Just the savings involved in no 
longer having to hunt for things, 
such as delivery slips on orders, is 
office 


considerable” services 


manager Jud Wright. 


says 


‘ 


Wright to pre-schedule office work assignments. Management 
consultant George Wilkinson, right, engineered the program. 
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THROUGH WORK MEASUREMENT 


As the first step in instituting the 
program at Knapp, Messrs. Wilkin- 
son, Price and Wright discussed and 
decided upon the following specific 
goals which the program would be 
designed to accomplish: 

*Develop the most efficient and 
economical procedures to perform 
the office work involved. 

* Forecast workload “peaks” 


“valleys” 


and 
so work assignments can 
be scheduled to quickly reduce back- 
logs during peaks and make pro- 
ductive use of otherwise idle time 
during valleys. 

¢ Provide an impartial measure of 
a “fair day’s work”, which will help 
to eliminate subjective criteria in 
evaluating employee performance. 

® Provide 


the progress of new employees in 


standards to evaluate 


training, point up the need for addi- 


FOLLOW-UP 





STOCK P/O 


TO VENDOR 


VENDOR SENDS ACK., MAKES 
SHIPMENT, SENDS INVOICE. 


tional training for other employees. 
¢ Provide reliable data for budget- 
ing costs and staffing needs. 
¢ Provide supervisory management 
with a clear picture of how orders 
are being carried out, and where mis- 
takes are being made. 


With these specific 


it was decided that an “engineered”, 


goals in mind, 


rather than an “historical” work 


measurement approach (the two most 
widely used) would best suit the com- 
pany’s needs. Generally 
the 


group performance as the yardstick 


speaking, 


historical approach uses past 


for evaluating present group per- 
formance, and is particularly suited 
for operations or functions where 
work content changes frequently, or 
where work units have little uni- 
formity—usually at higher manage- 


ment levels. In substance, the his- 


INVOICE 


cory 








STOCK P/O 


torical approach begins with a study 
of employee performance, and, in 
effect, allows the employee to estab- 
lish his own performance standards. 

The engineered approach, on the 
other hand, begins with the job itself, 
and develops standards of perform- 
ance on the basis of measurements of 
the time it requires employees of 
average efficiency to perform this job, 
after it has been brought to a point of 
optimum efficiency through analysis 
and simplification. Although the en- 
gineered approach is considerably 
more complex and expensive that the 
historical approach (which can be 
quite easily set up by a distributor 
with the aid of past records, current 
time records, or work sainpling), it 
also permits much greater accuracy 
measuring, con- 


and flexibility in 


continued 
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COPY. RECEIVING REPORT CHECKED WITH ITEMS AND QUAN- 


TITIES ORDERED. 


Figure One: Methods engineering 


up work measurement 
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*SHIPPING DATE ENTERED ON ORDEK COPY AND FOLLOW-UP 


INVOICE CHECKED WITH ITEMS ORDERED. 


the first phase in setting 
involves analyzing, simplifying pro- 


Closed 
order file 











om 





ACh. 


To buyer 





INVOICE 


Accounts 


payable 














*cory FILED 
PING DATE 
TITIES ORDERED, 


CONTROL FILE. ACK, CHECKED FOR SHIP- 
n/a CHECKED WITH 


QUANTITIES RECEIVED. 


In VENDOR 


WITH ODER. ITEMS, QUAN- 


INVOICE WITH ITEMS, 


cedures. Flow charts show how stock purchasing was stream- 
lined to eliminate follow-up copy, combine, simplify other steps. 











Instruction Sheet 


HANDLING ORDERS IN THE RELEASED ORDERS TRAY AT THE CD DESK 


Assigned 


CD CLERK 


the RELEASED ORDERS tr 


nstruct s writter 


ace the order in the PIC Scheduled Rack in the 


space a 


the customer s nome 


may have already been imprinted with the CD plate. 


event 


event, look for the customer's green CD plate on 


Can you find it? 


YES NO—>Place tt 


*Has the CD imprint been pla 


YES NC 


>Place the order in 


Applied Management Services 


otted to the routing shown on the order 


may be written on 


mprint the CD plate. Go to Step 12. 


ack in the space indicoted 


the CD impr 
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Page | of | 


LEASED ORDERS tray. The Customer 
order into it that must be 

If she puts a large 
he first opportunity to 


Work the others just os 


SHIPMENT ORDER RELEASED card 


the CREDIT tray 


the top of the order, or 
In either 


the wheel, 
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der in your 
ed on the order? 


ow Steps 7 through 22 of Task 1.1 


the Control Clerk’s Schedule 
by the routing on 


nt 











Figure Two: Simplification of office procedures involves breaking procedures into 
tasks and steps, recording this information in a form easily understandable to employee. 


MEASUREMENT continued 


trolling and directing work per- 


formance. 
The the 


historical, in contrast to the engi- 


relative inaccuracy of 
neered, approach, points up another 
key difference between the two: the 
fact that 


prope! ly 


performance _ standards, 


developed through engi- 
neered procedures, don’t change as 
long as the operation and method 
change, 


of performing it don’t 


whereas historical standards are gen- 


erally revised periodically as—and if 


group efficiency improves. Need- 
less to say, this changing aspect of 
historical standards, with its some- 
times not too subtle suggestion of a 
“speed-up” or oversupervision, does 
not generally bring forth great shouts 
of anticipatory joy from employees 
when such a program is installed. 
Engineered standards, on the other 
hand, are almost invariably wel- 
comed by employees who understand 
their basic purposes, i.e., to base per- 
formance evaluation on fair, ob- 


jective data, to balance the work 


load equitably, to reduce peak load 
pressures, and to reduce idle time. 

How is a typical work measure- 
ment program—as exemplified by the 
And 


how does the Knapp program work 


program at Knapp—set up? 
to accomplish the company’s desired 
performance and output objectives? 

Broadly speaking, the procedures 
involved in setting up engineered 
work standards at Knapp fell into 
two phases: methods engineering and 
development of performance stand- 
ards. Both were preceded by an ex- 
planation to employees of the goals 
of the program, which Wilkinson lists 
as an “Indispensible first step”. 

The first phase—methods engineer- 
ing—aimed at simplifying and 
streamlining office procedures to in- 
that 
derived from measuring 


sure performance standards 


these pro- 
cedures would reflect optimum eff- 
The approach used by 
Wilkinson in conducting these meth- 
ods studies involved first breaking 


ciencies. 


down individual office procedures 
into component tasks, and then chart- 
ing these tasks on a paper flow chart. 
For the of the 
four tasks involved in the stock pur- 


chase order procedure—and charted 


example, second 


on the paper flow chart—is “handling 
the vendor’s acknowledgement.” 
From these on the 
basis of his experience in the field of 
office procedures—Wilkinson simpli- 
fied and streamlined each procedure 
to eliminate unnecessary work and 
work done the hard way. Figure 1, 
for example, shows how he simplified 
the stock purchase order procedure to 
eliminate the order follow-up copy. 
Once the simplified and stream- 
lined procedures were charted, the 


charts—and 


next step was to break down each 
of the tasks comprising each pro- 
cedure into component steps. For ex- 
ample, the above mentioned stock 
purchase order task—handling the 
vendor’s acknowledgement— involves 
at least 6 steps, the first of which is 
to “Remove from your IN tray the 
vendor’s acknowledgement of the 
Purchase Order. Look at it to find 
an order number. Does it appear?” 
This step, plus the other steps in- 
volved in this task, were then sum- 
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marized in a format which covered 
exceptional cases and yet was easily 
to the clerk 
would have to perform them. 


understandable who 

At this point, the simplified pro- 
cedures were put into effect at Knapp, 
and Wilkinson was ready to under- 
take the second phase of setting up 
the work measurement program: the 

of 
this 
work 
to 
calculate these performance stand- 


development—and application 
For 
the 


used 


standards. 
first 


would 


performance 
he 


which 


purpose, selected 


units be 
ards and to actually measure per- 
formance. Generally, to be effective, 
these units should not generate ad- 
ditional workload, should be easily 
counted, and should adequately rep- 
sent the work involved. At Knapp, 
it was decided that the following 
units would best meet these criteria: 
customers’ invoices; purchase orders ; 
receiving reports and vendors’ in- 
voices. Collectively, these documents 
represented all the work performed 
at 
Knapp, and could be counted with- 


by order processing personnel 
out generating much additional work- 


load: customers’ invoices and pur- 
chase orders are prenumbered for 
easy tabulation, and one girl keeps 
a daily record of receiving reports 
and vendors’ invoices. 

Having selected the work units, 
Wilkinson now undertook to develop 
the to 


process each unit. For this purpose, 


standard “times” required 


he relied primarily on objective 
standard time data which he himself 
continually develops from stopwatch 
time studies of many different em- 
different 


offices he visits, performing many dif- 


ployees, in many small 
ferent tasks (typing, clipping papers, 
duplicating records etc.). When this 
data wasn’t available, or applicable, 
for a particular task performed by 
Knapp personnel, Wilkinson made on- 
the-spot time studies of the steps in- 
volved in this task. 

The resulting “standard” times re- 
quired for the various steps of each 
task were then totalled on a “time 
the 
in terms of standard hours, to 


build-up sheet” to get actual 
times, 
perform each task. Included on this 


sheet are standard times required to 
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WEEKLY PERFORMANCE REPORT 








Section 


CALCULATION OF STANDARD HOURS 


Supervisor 








Document i — Daily Coynt 
| Mon | Tue 
Customer's Invoice \/05 100 
|/8 | 18 
|/0 | 8 
|/0 | q 


Wed 
19¢ | 75 
| 22 (23 
|10 | I 
| /o | /0 


Purchase Order 
Receiving Report 
Vendor's Invoice 
Day 

TOTAL 


[143 1135 |i41 


wa 


Thurs| Fri 


Standard Hours 





— | —— 
Per " 
Docum’t || Mon Tues| Wed Thurs| Fri Week 


195 20.475 |/9.500\19. 30S \/4.625 \/4.040 


72 0. 


25 | 0.254 | 4572 | 4.572) 5.588 | 5.842 | 6.350 


| 10 
| 10 0. 


Wiz | 


+ 
| 0.092 
0# 
t + 


0.650 


920. .73@| .920/4.012)| .920 
690 . 690 
650, .650) .650| .650| .650 


|27.307 26.079 21/53 22.819 22.650 


-690 62/ 690 





CALCULATION OF ACTUAL HOURS 





Employees assigned 
Straight time hours 


Overtime hours 


” 3 | 3 | 3 | 3 | 3 | 
| 24 |24 |24 | 24 | 24 | 
y) oO 0 





Total accountable hours 


10 || 24 | 24 2 





Vacation hours 
Sick leave hours 


Other 


0 | 0 





Total hours paid for but not worked 


iW 


+12+13 





Hours charged to other work 


Supervisory hours 





Total hours not chargeable 


0 
oO 
0 
' 
i) 
i 


15+16= 17 3 ! 





Chargeable hours 


10 - 


4-17-18 |23 |2/ |22 |23 |18 





Percent Effective side 


Total payroll! 

Average hourly pay for Section 

Cost of hours paid for but not worked 
Cost of chargeable hours 


Cost of Standard hours 


PAYROLL BALANCE 


6 +18 = 19 | 119% 124% 123%) 99% (24% 





||30.00| 30.00| 30.00 | 30 00 |30.00| 
2 |) 1-25) 1.28) 1-25 | 1.25 | 1.28} 
aj— |—|-|- |=] 
23 ||28.75 26.25 |27.50 |2875|22.50 
24 |34.12 |3a.50|33.80|28.50 |28.30| 





Savings (Cost) for working over (under) Std. 


25 ||85.37 \86.25 $6.30 |8-.25 8580 











Figure Three: Weekly performance report relates “actual” hours (line 18) to “stand- 


ard” hours (line 6) to determine efficiency rate (line 19), payroll savings or costs. 


perform the basic steps involved in 
each task, as well as the standard 
times required to handle exceptions, 
which are averaged in on the basis of 
their frequency of occurrence. For 
example, the standard time required 
to perform the task of “Handling the 
vendor’s invoice” includes a total of 
both the time required to process 
stock purchase orders and the some- 
what longer time required to process 
non-stock purchase orders. Since 
most purchase orders at Knapp are 
for stock, non-stock orders are con- 


sidered to be “exceptions”, and the 


time required to process them is 
averaged in on the basis of their com- 
paratively infrequent occurrence. 
To the total 
hours required to perform the task 


of all the standard 


in each procedure, Wilkinson then 
added two allowances: a “fatigue” 
allowance and a “supervisor's” allow- 
ance. The fatigue allowance is based 
on the assumption that in a well-run 
office, with good morale, a clerical 
worker can be expected to work an 
average of 50 out of 60 minutes in 
each hour. The supervisor’s allow- 


continued 
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Figure Four: Monthly performance record includes weekly record data and shows workload trends to plan future assignments. 


MEASUREMENT continued 


ance amounts to 60 minutes for the 
entire day, and is based on the fact 
that there are periods during the day 
when the supervisor will cut into the 
normal clerical working time to 
assign work, handle exceptions etc. 
Thus, assuming an 8-hour working 
day (480 minutes), only 350 (7 x 50 
minutes) minutes of working time 
will be expected of each employee. 


As an 


standard 


illustration of how these 


hours are used to com- 
pute the daily efficiency percentage 
achieved by Knapp employees, and 
the savings or costs — resulting 
note the com- 
putations on the Weekly Perform- 
On Monday, 


three clerical employees—a 


from these efficiencies, 


ance Report, Figure 3. 
billing 
clerk, a vendor control clerk, and an 


inventory control clerk—processed 
a total quantity of work units equiva- 
lent to 27.307 


figure arrived at by multiplying the 


standard hours—a 
number of work units of each type 
produced during the day by the listed 
standard hours required to process 
one of each type (i.e., line 1:105 cus- 
.195 


20.475 standard 


tomers’ invoices x standard 
hours per invoice 
hours), and then adding these figures 
together. (The .650 standard time for 
“day”—line 5—represents total aver- 
age cumulative time spent “filing and 
finding”, and doesn’t change from 
day to day ). 

However, since the actual charge- 
able hours worked by the three em- 
ployees totals only 23 hours (line 
18), their overall efficiency for the 
is 119% (27.307 ~ 23). 


versely, if their total production is 


day Con- 


equivalent, in standard hours, to less 


of hours 

worked, as on Thursday, their rate 

of efficiency falls below 100%. 
The daily savings, or costs, pro- 


than the actual number 


duced by these differences between 
standard and actual hours worked is 
also computed on the weekly per- 
formance report. Thus, if the total 
daily payroll for the three employees 
is $30.00 (all figures, incidentally, 
are only illustrative) , and 24 account- 
able hours are worked, the average 
hourly amount paid each member of 
the group would be $1.25. At this 
rate, the cost of the chargeable hours 
worked on Monday (23 x $1.25) is 
$28.75. However, since the employees 
27.307 
Monday—again, figured at the $1.25 
-the actual value of 
$34.12 (27.30 x 


$1.25), for a savings of $5.37. 


worked standard hours on 


an hour rate 


their output is 


At the end of each week, the in- 
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formation on the weekly performance 
chart is summarized and transferred 
to a Supervisor’s Performance Chart, 
which records performance data on a 
monthly basis (Fig. 4). 

Among the dollar and cents bene- 
fits derived from this 
program, Knapp Office Manager 
Wright lists the following: 


* Better work scheduling: By re- 


which have 


ferring to the data on the weekly per- 


formance charts, Wright gains a 
fairly accurate idea of how the “work 
unit mix” will vary from day to day. 
For example, he not only knows that 
“Monday 


orders than other days of the week”, 


brings a lot more mail 


but approximately how many more, 
and can assign jobs to the three girls 
to absorb this additional workload. 
In this connection, each of the girls 
can perform the functions of each of 
the other girls—except the functions 
of the inventory control clerk. Thus, 
the 
vendor control clerk will take over 


on a typical Monday morning, 


the customer data and control clerk 
functions usually performed by the 
inventory control clerk, so the inven- 
tory control clerk can concentrate her 
full attention on inventory control 
while the orders are pouring in. 
mail 


Then, in the afternoon, when 


orders begin to slacken off, the in- 


ventory control clerk assists the bill- 
ing clerk with typing, billing and 
extending. This flexible interchange 
of work assignments continues all 
through the week, on a planned, sys- 
tematic basis. 

¢ Better performance evaluation: 
Periodically, Wright discusses with 
each of the girls—either collectively 
or individually—their performance 
as reflected on either the Work Per- 
formance Report or the monthly 


Supervisor's Performance Record. 
This impartial, objective evaluation, 
he notes, not only helps to make his 
job a lot more pleasant, but helps 
to enlist the assistance of the girls— 
them- 
selves but are rather being asked to 
offer 
veloping approaches for improving 
“This pro- 


gram provides a real incentive for the 


who aren’t being criticized 


constructive criticism—in de- 


standard performance. 


girls”, says Wright: “They are al- 
ways shooting for 100%, and almost 
always go way over”. 

¢ Better budgeting and planning: 
By referring to his performance 
chart, Wright can not only forecast 
workload peaks and valleys for a 
specific week or day, but for an entire 
year. Thus, he can budget staff re- 
quirements and costs, and plan work 


assignments and vacation schedules 


Performance evaluation: Objective work measurement data helps manager Wright 


keep evaluation impartial, offers 
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employee 


incentive to improve performance. 


e 
4 
built into standards allow 
for coffee breaks, work preparation, etc. 


Allowances 


In this connection, 
Wilkinson points out that an effective 
work measurement program upgrades 


well in advance. 


the job of the office manager, but also 
requires an intelligent, imaginative 
person in this job to make the pro- 
gram work most efficiently. 

* Better performance analysis: Be- 


cause work measurement provides a 


reliable index of how much work 
each girl, as well as the entire group, 
is putting out, it is possible for 
Wright to isolate areas where more 
training is needed. It also provides 
an excellent index of the progress of 
new employees, of the effectiveness 
of company training programs, and 
of the effect of a new employee on the 
work group. 

Since the function of an effective 
work measurement program is to 
provide the atmosphere and controls 
to achieve the best and most pur- 
poseful use of an employee’s time, 
Dr. Wilkinson’s parting comment is 
perhaps not as surprising as its seems: 

“If everything is going smoothly, 
you've probably got too many em- 
measurement 


ployees—or a _ work 


program.” 
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NOTE: 


the first of a two part jeature based 


This month, I1.D. presents 


on the transcript of an actual “Con- 
ference” sales meeting held at Warner 
Hardware, Minneapolis. 1.D. 
ant Editor Richard Sandhusen served 


Ep. 


{1 ssist- 
as moderator for this meeting. 


In the opinion of sales manager Bob 
Staska, Warner Hardware, Minneapo- 
selling 


lis, training a salesman in 


techniques—as against simply stuff- 


ing him with product knowledge, 


handing him a catalog, and aiming 
him at a customer 


falls. 


“Industrial supply selling is more 


can have its pit- 


than just talking about products or 
opening a bagful of selling tricks and 
gimmicks,” says Staska. “Primarily, 
it’s the ability to analyze a sales situ- 
ation in terms of personalities, prob- 
lems, products and many other fac- 
tors, and the further ability to make 
the most intelligent use of your re- 
sources in handling this situation. In 
short, smart selling is strategic sell- 
ing, and the sales training program 
that doesn’t recognize this fact is self 
defeating, in my opinion.” 

\s one approach to training Warner 
salesmen in this “strategy of selling’, 
Staska recently held a conference type 
sales meeting which this editor was 
invited to moderate. The subject- - 
“The Nature and Problems of Indus- 
trial Supply Selling’—was deliber- 
ately broad in order to set the stage 
for future conference meetings on 
more specific phases of industrial 
supply selling, ic. “handling com- 
plaints”; “How to overcome price ob- 
jections”; “Selling product benefits” ; 


Ron 


“neu 


Perry, left, makes point on selling 


ideas” during conference sales 
meeting at Warner Hardware Co. Others 
salesmen Harold Sol- 


Schultz, Bob O'Keefe, 


participating are 


John 


ensten, 


Milt Howe. sales manager Bob Staska. 


WHEN SALESMEN 


“The question 
“How to make 
the best use of factory men” etc. 

this 
approach to sales training listed by 
Staska 
to train salesmen in the “intangibles” 
of selling fact that it 
encourages salesmen to express ideas 


(and doesn’t talk down to the vet- 


“Why we lose orders” ; 


as a sales technique’ ; 
Advantages of “conference” 


who finds it an excellent way 


include the 


erans) ; provides a specialized pool 


of knowledge; gives the men a feel- 


ing of participation and generally 


makes for a livelier meeting. 

Participating in the meeting were 
Staska, salesmen John Schultz, Milt 
Bob O'Keefe, Ron 


Solensten and _ this 


Howe. Perry, 


Harold 


editor. 


Topics ranged from vacuum cleaner 
salesmen to die heads, with the sales- 
men generally agreeing that hard- 
sell sales “techniques” work best for 
salesmen who don’t have to call on 
the same people again and again; that 
a distributor salesman’s success with 
a customer improves in direct propor- 
tion to the degree that he shares that 
customer’s interests (or “wears well”, 
as one put it); and that product 
knowledge is basic in the “customer 
benefit” 


Here, then, is a transcript of this 


not the “catalog” sense. 


meeting, which will be presented in 
two parts. Part one, in this issue, deals 
with some of the characteristics of 


industrial supply selling, some prob- 








PART 


ONE: 


Minneapolis salesmen analyze sales problems, 


approaches, during 


“conference” 


sales meeting 


TALK ABOUT SELLING 


lems produced by these characteris- 
tics, and some approaches to handling 
these problems. Part two, to appear 
in the next issue, will concern itself 
with specific applications developed 
by each of the salesmen which will 
serve to illustrate some of the major 
points made during this first con- 


ference meeting. 


>» MODERATOR: Before we get into 
some of the problems faced by the 
industrial supply salesman, and what 
kind of knowledge and abilities are 
needed to cope with these problems, 
let’s first discuss the nature of indus- 
trial supply selling. How is it different 
from other kinds of selling, if it is 


different? For example, how would 
you compare the job of the industrial 
supply salesman to, say, the job of 
the vacuum cleaner salesman? 

SCHULTZ: Well, I would say the 
major difference is one of method. 
The vacuum cleaner salesman makes 
his pitch, works up to his climax, 
and has to make the sale pretty much 
on the spot, while the industrial sup- 
ply salesman will go in and demon- 
strate his product, make his pitch on 
it, and then wait for the company to 
think it over before he gets the order. 
But he doesn’t have to close the order 
right on the spot. 

HOWE: That’s right. It’s more or 


less a one-shot deal with the vacuum 


cleaner salesman by getting in and 
making a pitch and trying to close 
it on the spot—get them to sign on 
the line—but we work in an entirely 
different way. Usually we create the 
idea in the shop, then it goes through 
purchasing and the order is placed. 

STASKA: Just to give a specific 
example of how the industrial supply 
salesman’s method differs from that 
of the vacuum cleaner salesman, we 
recently worked with purchasing, pro- 
duction, engineering and manage- 
ment people at a plant in developing 
an application that replaces various 
machines with a single machine—a 


Well, 


continued 


vibrating finishing machine. 
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some of the differ- 


ences between our methods of selling: 


here you Can see 


we usually work with many people 
in a plant, instead of just calling on 
a single person, as does the vacuum 
And we 


know something about the customer 


cleaner salesman. have to 
and his problems to get orders, while 
the vacuum cleaner 
every call is a “cold” call. 
> MODERATOR: Does this differ- 
ence in “method” imply a difference 


What is this differ- 


with salesman 


in approach? 
ence? Solly? 
SOLLY: Well, the vacuum cleaner 
salesman has one pitch and only one. 
He’s selling a certain brand of vacuum 
cleaner, and he knows just what it 
will do—it starts here, it’s got this 
attachment here, and so on. In other 
words, he’s and 


if the 


interested, 


got it memorized, 


person he’s talking to is 
he'll zo 


which he can say in his sleep, and 


into this pitch, 


then he’ll demonstrate the vacuum. 

> MODERATOR: Why can’t the in- 
dustrial supply salesman use a 
“canned” pitch? 


SOLLY: 


of his products; if he had a canned 


Because of the variation 


pitch for every product he carries, 
he’d have to memorize a book that 
weighed a pound. 

PERRY: Not only that, but the 
industrial supply salesman is always 
entering different situations which he 
has to react to, and a canned pitch 
this flexibiltiy. He’s 


got many products to sell, and in one 


wouldn’t allow 
plant he runs into one situation, and 
down the street something completely 
different, while the vacuum cleaner 
salesman has basically the same situa- 
tion, and the same product, over and 
over again. 

STASKA: Maybe we can sum it up 
that the 


salesman has nothing to sell but a 


by saying vacuum cleaner 


vacuum cleaner used to pick up dirt; 


that’s all it will do, while most of 


our products are used in many dif- 
ferent ways, depending on what a 
man wants. One man wants to drop 
a hole out with a drill, another wants 
to drill a precision hole with it; dif- 
ferent types of tools are used in 
different ways. 
>» MODERATOR: Would you say the 
vacuum cleaner salesman must use a 
more aggressive type of approach? 

HOWE: That’s right, he would 
have to get in there and do all this 
high pressure “book selling” you read 
about so much. 

PERRY: I think one of the great- 
est pitfalls to be avoided in our type 
industrial selling—is any 


The 


vacuum cleaner salesman uses certain 


of selling 
semblance of high pressure. 
techniques for getting attention, over- 
coming objections, closing and so on, 
but if he tried to 40 or 


50 times a year with the same buyer, 


use them 


he’d be dead. 
> MODERATOR: Would 


then that the vacuum cleaner sales- 


you say 
man knows more about selling tech- 
niques than the industrial supply 
salesman, or is it just that he uses 
these techniques in a different way? 
O’KEEFE: I should say that we 
possibly use the same selling tech- 
niques—we ve certainly had plenty of 
opportunity to study them—but that 
we use them more subtly than the 
vacuum cleaner salesman does. 
SCHULTZ: I think you’ve got to 
be very careful where you make your 
decision on this. All these ideas on 
closing, suggestions how to manipu- 


late people, are very good if used 


HOWE: “One of the most important abil- 
ities required is the ability to wear well.” 


4 
L- 
oy 
ae 


O'KEEFE: “Know little things about the 
customer and be able to talk about them.” 


with discretion. But use them to sell 
a man something he doesn’t really 
want or need, especially someone you 
see over and over again, and you've 
had it. 

>» MODERATOR: When should the 
industrial supply salesman make use 
of these “techniques”? 

SCHULTZ: Well, I think you can 
use a few of these principles when 
you first start calling on a customer 
to sort of sell yourself, to build the 
customer’s confidence in you, and 
then depart from them as your rela- 
tionship with him grows. No doubt 
you've got to use them to get in there 
and introduce yourself, and convince 
him that you’re the man to buy from, 
and call in for conferences, but then 
you've got to back it up. 

STASKA: I would add to John’s 
statement that you are not only sell- 
ing yourself, but your company and 
the manufacturers you represent. It’s 
a three-way combination. On our first 
call, we not only introduce ourselves 
and our company, but our supply 
catalog—that’s always a must. 
> MODERATOR: You 


relationship between the 


mentioned a 
“crowing” 
salesman and the customer. On what 


is this “growth” based? 

SCHULTZ: I say it’s very simple; 
it’s just a matter of getting along with 
people, any kind of people. Buyers 
are all different kinds of people— 
there is no set pattern. You have to 
deal with all types of people and adapt 
yourself to whichever type you're 


dealing with. 
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O’KEEFE: The more that you get 
to know about anybody—personally, 
their home life, their business life— 
the more this will help you. Some- 
times you say things you shouldn't 
say simply because you don’t know 
enough back- 
ground. The more you know about a 


about the person’s 
customer, the better off you are as 
far as winning his confidence goes. 
He feels more free in talking to you. 
You don’t have to socialize with him 
necessarily, but know the little things 
* about him and be able to talk about 
them. 

STASKA: back to the 


vacuum cleaner salesman, I think one 


Getting 


point we could make here is that he 
wouldn’t very likely be talking about 
the hunting trip that the customer 
just came back from, or the peonies 


he just covered for the winter. This 


industrial 


the 


breaking the ice—if not 


is characteristic of 
salesman 
on the first call, on calls thereafter. 
You talk about something you have 
a common interest in, and I think all 
our salesmen have found a subject 
of common interest with each of his 
customers. 

PERRY: I think one of the ad- 
vantages to that approach is that cus- 
tomers like to feel they are important 
enough for you to remember things 
about them: if they are fishermen, 
that you remember from year to year 
that they like to fish; if they are gar- 
deners, that you are aware of the fact. 
In other words, they are important 
enough for you to be thinking of 
them. 

STASKA: I personally use this ap- 
proach a lot—it kind of works to my 
advantage—but I’d be interested in 
some other opinions on it. 

O’KEEFE: Well, like any sales ap- 
proach, I think this approach should 
be used with discretion, that it can 
be overdone. The length of time that 
you should dwell on those things, I 
think, depends on the particular in- 
terest at the moment of the individual 
you are talking to. If you just go 
on because you're on fire about a 
ball game, you can bore the other 
party if he’s only mildly interested. 
In some shops, where the P.A. or shop 
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SCHULTZ: 


kinds of people 


all different 


there is no set pattern.” 


“Buyers are 


superintendent, or whoever you're 
talking to, is overloaded, maybe he'd 
like to have you hang around and 
gab, but he doesn’t really have the 
time. And there are other people who 
never want to talk about anything 
except the business of the moment. 
I think it boils down to what we were 
talking about before—the ability to 
size up situations and people. You 
have to know when to turn it on and 
when to turn it off. 

> MODERATOR: We've been talking 
about techniques for developing and 
improving relations between salesmen 
and customers. Where does product 
knowledge fit into this picture? How 
important is it? 

SOLLY: Well, I’d say this: when 
you're selling industrial supplies, if 
you don’t have product knowledge, 
and knowledge of how these products 
can be applied in different situations, 
you re not going to get orders. Prod- 
uct knowledge, in my estimation, is 
most important. 

HOWE: Well, I don’t know. Cer- 
tainly, the salesman must have a rea- 
sonable product knowledge, but I 
don’t think that’s necessarily most 
important, because if he can’t get in 
to see the people he wants to talk 
with, this knowledge isn’t going to 
be of much effect, and if he has to 
be really technical, he can always 
count on the assistance of a factory- 
trained man. Not belittling product 
knowledge, but I would say that when 
you are calling on plants some 40 or 
50 times a year, one of the most im- 


portant abilities the salesman must 
have is the ability to wear well. 

STASKA: I agree with that. Al- 
though you can’t discount product 
knowledge, unless you are able to win 
the confidence of the person through 
your personality, your product knowl- 
edge won't have a chance to come 
into play. You can make sales but 
still not get orders if you don’t wear 
well with the people you're calling on. 
> MODERATOR: You 
“wearing well.” What specifically is 
involved in this? What does the sales- 
man have to do, or know, to wear 
well? 

PERRY: Well, I think bringing 


new, interesting ideas to people you 


mention 


call on is important. You just can’t 
turn on the personality every time 
and have nothing to say except a few 
comments about the weather, or the 
football game, but if you bring in 
ideas that are interesting to him, 
along his line of work, although they 
may have no current application, he 
will catalog them and months later 
might say “we talked about this item 
some time ago. I have a need for 
it now.” 

SCHULTZ: That idea of bringing 
in products particular to the cus- 
tomer’s business should be empha- 
sized. If it’s a screw machine shop, 
you would be in there talking die 
heads, drills, things that particularly 
him, 


fetched from his field. If there is one 


interest not something far- 
thing that will get a customer irri- 
tated, it’s coming in with things that 
have no interest as far as his shop is 


concerned. continued 


Vs a 
Pa 


STASKA: “We work with many people 
and products that do different things.” 
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> MODERATOR: Let's this 


down to a specific case. What are 


bring 


some of the things the industrial sup- 
ply salesman should do, and should 
avoid doing, to gain a customer’s 
confidence ? 


O'KEEFE: 


calls you, be 


Well, if the 
sure to call him back 


customer 


if you’re not there. Learn and under- 
stand company policy. Do what you 
say you're going to do: if you say 
you re going to deliver a particular 
item at a certain time, make sure it 
gets there when you say it will, or let 
him know if it can’t. And don’t by- 
pass the P.A. 

SOLLY: Another important thing 
is impressing the customer with the 
fact that you're able to provide fast, 
emergency service. For example, that 
you re able to get “specials” and non- 
stock 


points in 24 hours or less. But, like 


items from other distribution 
Bob says, make sure you get it to 
him when you say you will—maybe a 
milling machine job is waiting. 

HOWE: When you know your cus- 
tomer well enough, he will tell you 
when they are having problems with 
a particular operation, and then it’s 
up to you to suggest ideas that might 
tie-in with this problem. A good way 
of getting into that is by suggesting 
what so-and-so down the street is do- 
ing in a similar situation. Salesmen 
are always calling on different plants 
around the territory, and are in a 
good position to relate products to 
different applications. 

STASKA: Visually, Milt? 
With our case studies. That’s more 
effective, we feel, than just a state- 


right 


ment on what so and so is doing. 
Mill and Factory magazine runs “case 
study” writeups on applications our 
salesmen develop, and we incorporate 
reprints of these writeups in scrap- 
books which our salesmen show to 
customers. It’s a very effective sales 
tool. 


> MODERATOR: I wonder. Would 
it be possible for us to get together 
again tomorrow morning to discuss 
some of the applications illustrated in 
these scrapbooks, in order to demon- 
strate more specifically some of the 
rather general points made during 
our talk this morning? 
STASKA: Sure. 
>» MODERATOR: Good. Then 


haps this will be a good spot to bring 


per- 


this present meeting to a close. I'll 


try to summarize what’s been said, 
but feel free to correct me if you don’t 
think I have my facts straight. 
STASKA: Don’t worry, we will. 

> MODERATOR: I think we agreed 
that the major characteristic of in- 
dustrial supply selling is the fact that 
sales are usually generated as a result 
of repetitive calls on plants, often on 
many different people in the same 
Also, the 


salesman usually handles a number of 


plant. industrial supply 


different products, many of which 
will perform a number of different 
jobs. These characteristics of indus- 
trial supply selling, you pointed out, 
define, to a large extent, the typical 
situation the industrial supply sales- 
man enters, and his approach to this 
situation. As to the situation itself, it 
is usually complex in that it involves 
a number of related factors: different 
personalities of different people; dif- 
ferent plant rules and policies; differ- 
ent applications for different tools, 
and so on. As a result of this com- 
plexity, the successful industrial sup- 
ply salesman must be more than just 
“product” oriented, as was the vac- 


uum cleaner salesman we discussed. 


SOLENSTEN: 


, . : : ” 
my estimation, ts most tmportant, 


“Product knowledge, in 


ee 


PERRY: “Bring in ideas that are inter- 
esting to him, and along his line of work.” 


able to 


recognize and appraise the factors in 


For one thing, he must be 


a sales situation, and act on them in 
such a way that they work to his ad- 


vantage. For example, he must an- 
the 


individual 


alyze attitudes and goals of 


customers, and establish 
common interests with them that will 
help build their confidence in him, 
and open doors for locating problems 
and applications. In this connection, 
I think you agreed that, generally, 
high-pressure techniques are incom- 
patible with building this relation- 
ship, or “wearing well”, as one of 
you put it. In like manner, the sales- 
man must have the ability and back- 
ground to analyze customer problems 
and sell applications. Thus, you might 
say, the industrial supply salesman is 
mainly “personality” and “problem” 
oriented. Of course, he must also be 
“product” oriented, but here we had 
some difference of opinion as to how 
product 
which might make a good subject for 


important knowledge _ is, 
another conference discussion. 

In the meantime, thank you for an 
interesting session. We'll meet again 


tomorrow morning. 


Next month, 1.D. will carry the 
second meeting in this series: “Prob- 
lems and Applications”. Also in- 
cluded will be a summary of the 
techniques and benefits of the “Con- 
ference” approach to sales training, 
as discussed by Porter Henry during 
the seminars recently conducted by 
his firm for distributor sales man- 


agers. 
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REACHING THE STRONG MAN 
BACK IN THE SHOP 


Salesmen readers offer views on cases involving a tough-minded plant 


foreman, two P.A.’s with interesting ideas on what “service”? means 


Three of I.D.’s recent salesmens’ cases—“The Strong Man 
Back in the Shop” (April), “The Purchasing Agent With 
the Oddball Orders” (March) and “The Buyer Who asks 
for Special Favors” (January )—provoked comment from 
salesmen readers that was not only informed and imagina- 
tive, but occasionally suggested a viewpoint based on 


possibly painful experience. 


The Strong Man Case 


For example, referring to the April case in which sales- 
man Chuck Powell found himself up against an in- 
transigeant plant foremen named George—who wasn't 
particularly interested in Powell’s drills and might even 
have sabotaged the demonstration Chuck had arranged 
for his edification—an “Atlanta Salesman” offered this 
advice: 

“Chuck Powell has a problem 
on his hands and it’s one I’ve run 
into a lot of times in some 25 years 
of selling cutting tools. There is 
some evidence that George may 
have torpedoed the test but you 
can’t tell at a distance by color, 
hardness, or tensile strength of 


the material being drilled, or by 








what speed he was running the 
machine at. Even a change of 20 
surface feet per minute could ruin 
some drills on some materials. 

“Obviously, this is a case for 
coolants. Seems to me that this is 
a case of conflicting personalities 
and Chuck Powell could do some- 
thing about winning George’s con- 
fidence. Certainly, | would recom- 
mend a bourbon coolant’ in this 
case.” 

Another respondent, Elmer W. 
Rasmussen, Los Angeles sales rep 
for American Saw & Mfg. Co., 
that 
preparation 


suggests more thorough 
kept 


Powell out of his dilemma by 


would have 
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“Strong Man Back in Shop” case involved 
a tough foreman, a cautious P.A. 


smoothing out, in advance, some of the problems antici- 
pated from foreman George and plant P.A. Max Gregg. 
Writes Mr. Rasmussen: 

“Powell could and should have consulted factory advice 
before submitting sample test drills, in order to come in 
with the best design possible for the initial test, plus a 
verbal statement to both George and Max that he had 
submitted samples upon factory recommendation, thereby 
leaving the door open for future tests. If Chuck the sales- 
man is not this thorough in preparing for a test he is 
headed for future disappointments and does not deserve 
the economical right to share in the Wear-Well Utensil 
Company drill business. Also, he is jeopardizing future 
sales of other industrial items he hopes to sell here. Powell, 
in handling his discussion with Gregg, closed the door 
on the drill business since he was not trying to help the 
customer with an improved tool— 
he was, in my opinion, only guess- 
ing and hoping to match the com- 
petitor’s design. 

“When Max and Chuck even- 
tually go back into the shop I be- 
lieve Chuck’s best approach will 
be to have the factory drill engi- 
neer accompany him with Max’s 
permission. Max and Chuck can 
then jointly explain their sincere 
desire to improve drill life and in- 
crease production at lower tool 
costs at Wear Well Utensil Co.” 


The Oddball Orders 


“The P.A. with the Oddball Or- 
ders”, the March case, involved a 
rather delicate problem in personal 
relations: How does salesman Fred 
Courtney—at the insistence of his 
harried sales manager—request the 
P.A. for a “darn good customer” 
to stop inundating his firm with 
orders for items which he knows 
the firm doesn’t carry (including, 


continued on page 150 





A Case for Salesmen: 


WHAT DO YOU DO WHEN 
TECHNOLOGY 
THREATENS 
SALES 


Joe Powers had been selling belting to Reliable Paper 
Products Co. for about ten years. The mill employed 
belt) 


calenders, and every month at least $200 worth of belting 


the center-wind (slipping flat system on its 
per calender was worn out and replaced. 

Similar mills had converted from flat belting to a 
new electronic direct-drive system. This cost $7,500 per 
calender, but practically eliminated drive maintenance 
and greatly reduced the labor costs. Though Reliable’s 
modern calenders were rated at 2,000 ft. per minute, the 
belting drive limited them to speeds of 1,400 ft. 

Reliable’s management was conservative and appeared 
to be satisfied with what they had. Joe Pewers had never 
broached the subject of new drives. 

Joe surmised that if the question of a changeover did 
come up, his competitor would have the best chance to 
make the sale of new electronic drives. Joe supplied the 
plant with bearings and couplings as well as belts. But 
the competitor had all the speed reducer business. 

One day without warning, the plant manager told Joe 
he wanted to make a survey to find out how to reduce 
belt maintenance costs and speed up production on three 
of his calenders. Top management, he said, was after 
him to reduce overhead. Could some new type belt be 
designed for higher speeds and longer wear? To Joe’s 
surprise, no mention was made of electronic drives. All 
along, he'd thought the manager was aware of this 
development. 


Joe had a day to consider what he’d do. He realized he 
could probably decrease belt wear if he got his manu- 
facter-supplier to make a thorough survey. On the other 
hand, he was convinced that this solution would not be 
in the plant’s best interest. True, if the drives were 
converted, he stood to lose nearly $7,000 worth of annual 
belting replacement business. And if the plant decided 
on electronic drives, he was certain they‘d think first of 
his competitor. 

Next day Joe told the manager he’d advise considering 
a more modern drive, without flat belting. He mentioned 
the electronic drive, and said his company could install 
it. Then, because he felt this was a time for frankness, 
he said: “Why don’t you check with X Co. (naming his 
competitor who furnished the speed reducers) and see if 
they don’t advise the same thing.” Joe gave the manager 
a few facts and figures on the new drive, and left. 

For two months he said nothing more about electronic 
drives and the manager asked no further questions. Nor 
did he mention again the possibility of a belting survey. 
By the third month, Joe was feeling the suspense. He 
wondered if he had been right or wrong in his approach, 
especially in mentioning his competitor-—even though he 
knew the manager to be an indepedent type who admired 
frankness and low-pressure salesmanship. Perhaps he 
could swing a decision on new drives his way after all. 
He debated whether to wait another week—or go in next 
day with a strong bid for an order to modernize the 
plant. 

What would you do if you were Joe Powers? 

*Would you sit tight in hopes the “soft” approach 
would work, or make an aggressive try for an order 
now? 

* Should Powers have introduced the prospect of new 
drives in the first place? Write your solution to: ID’s 
Case Editor, Industrial Distribution, 330 W. 42 St., New 
York 36, N. Y. 


(To find out how the case turned out, see page 152.) 
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National’s your better buy 
for quality in product and package 


Experience has proved that packaging 
pre-sells the product inside. With that 
idea in mind, National gives you: 


Brighter boxes—trim, colorful cartons 
with the glossy finish that resists smudg- 
ing, stays clean longer, dresses up 
fastener shelves, and keeps fastener 
departments looking spic and span. 


Color-coded labels—to instantly identify 
the kind of fasteners wanted. 


Large-type lettering—to make it easy to 


read sizes and names of the fasteners: 


The packaging a quality product deserves 
— because, most important, the fasteners 
themselves live up to the looks of the box 
«.- with quality that protects your repu- 
tation for selling dependable products. 


These are some reasons why so many 
of our customers standardize on the 
National line, and why they all agree: 
“National’s Your Better Buy.” 


THE NATIONAL SCREW & MFG. COMPANY « CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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3423 SOUTH GARFIELD AVE., LOS ANGELES 22, CAL. 
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AND LEARN HOW YOUR COMPANY 
CAN REDUCE OFF-THE-JOB ACCIDENTS 
AND THEIR SHOCKING TOLL 

)F WASTED LIVES AND DOLLARS 


Until recently, executives have felt there was little they coul 
sok coMorelahace) Me asl-Mal-visl-m cole] me) Malelal, cela. @-leelle(-lahe-mm 10h a cal Mt -) de) -1¢ 
ence of many companies with the TOTAL SAFETY PLAN developed 
by the National Safety Council shows tt 
these accidents—by as much as 30%! 

Here's proof from one of America’ 
fol i214 -1° maal-liaealela, 0la.@-leelel-lalane-Le-me)" 


Total Safety Plan! Even more remarkable, they cut their employee 


auto fatality rate to 85% helow the rate for all U.S. workers! And they 
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YOUR COMPANY CAN ACHIEVE THE SAME KIND OF RESULTS 
When you prevent an off-the-job accident late) hely 


you only ne 

but you help stop a serious drain on your company's profits. The 

nwork accident costs employers $72. The average company 
BM saliliielamal-1-mr- 1 ae]! ale mm PAG O10 OM b Mb dall-Meolelacley-lal’ane]4-1'7-18) 6 
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show you how to figure your ¢ 
snow you many proved ways ir 


Send the coupon for your « 


py 


Published to save lives NATIONAL SAFETY COUNCIL Please send a copy of “The Challenge to 


in cooperation with 425 NORTH MICHIGAN AVENUE Management of Off-the-Job Accidents.” 1 
The Advertising Council CHICAGO 11, ILLINOIS 


- : , want fo learn how my company can save lives 
and the National Safety Council ond dollars with your TOTAL SAFETY PLAN. 


SUPPORT YOUR LOCAL NAME 
SAFETY ORGANIZATION 


ADDRESS 
"41 sans ® 


cary—_—____ ZONE STATE 
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When you need fast, 
easy opening and closing 
with a leak-proof seal and 
straight-through flow with 
minimum pressure drop 

recommend 


EVERLASTING 


3110 ae 
1 


1 
/ TURN 
OPENS OR CLOSES 


FOR 
BULLETIN 
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EV-409A 


EVERLASTING VALVE COMPANY, 63 FiSkK STREET, JERSEY CITY 5, N.J. 
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More than one million Capitol forged steel 

unions are now in service ... and not a single failure! 

Capitol has 4-way built-in insurance to give trouble- 

POSITIVE SEATING free service. Each one of the million has this ex- 


clusive combination of 4 engineering features: 


(1) Leak-proof connections assured because 
Capitol unions have more threads, accurately cut 
and double-checked according to Army-Navy gaug- 
ing practice. Both hand-tight and pressure-tight 
threads are checked, two operations instead of the 
one required for American Standard gauging. The 
extra threads mean on-the-job assurance of tight 
installations. (2) Positive seating because each union 
is individually pressure-tested. (3) Clean/over-all 
protection, each male and female part completely 
phosphate coated; each nut electro-zinc plated. (4) 
CLEAN /OVER-ALL Easy u renching/faster make-up because all three 

PROTECTION parts have a definite octagon shape. 
You get all 4 important advantages at no extra 
cost when you specify CAPITOL forged steel unions 
. one of the full-line of Army-Navy gauged forged 
steel fittings. Now more than one million in service 

. and not a single failure. 

CAPITOL MANUFACTURING CO., 

Division of Harsco Corporation, Columbus, Ohio. 


EASY WRENCHING 
FAST MAKE-UP 


SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 
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No Siegia lime! 





The Rust-Oleum PEAK SEASON occurs when 





other product lines may enter a slack period! 


While Rust-Oleum coatings maintain high 
year ‘round sales volume, the Rust-Oleum 


peak selling season usually occurs 
during the normal “Siesta Time” 
for many other important product 
lines. Your higher Rust-Oleum vol- 
ume, and higher Rust-Oleum prof- 
its, during the summer time helps 
you to (1) level out your sales and 


There is only one Rust-Oleum. 
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profit curve, (2) maintain your annual sales 
and profit margins, and (3) hold down 


your cost per sales call. “No Siesta 
Time” is another important reason 
why distributors concentrate upon 
Rust-Oleum in their key line selling 
programs, and why Rust-Oleum 
fits hand-in-glove into your selling 
activities. 


Distinctive as your own fingerprint. 


RUST-OLEUM. 
STOPS 
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WRIGHT 
Type “C” Pull-A-Way 


Makes easy work of hun- 
dreds of quick hook-up 
jobs. WRIGHT type 
“C”’ Pull-A-Ways 
come in four sizes 
—%4, 1%, 3 and 6 
ton. All are port- 
able, safe and 
rugged. Corro- 
sion-resistant modern 
aluminum alloy castings 
are used for gear case, 
handle and covers of all 
models. Hooks, chain, 
gear and chain sheave 
are alloy steel. Positive 
dependable load brake 
securely holds load at 
any point. 


WRIGHT 
Safeway 
Hand Hoist 


Safeway hoists are available in 
12 sizes— \% to 50 tons. Load and 
idler sheaves are life-lubricated 
with anti-friction bearings. Mini- 
mum of 5 sheave pockets. Gears, 
pinions and drive spindle. are 
nickel-chrome-molybdenum alloy 
steel. Proof tested alloy load 
chain is heat treated and “wick”’ 
lubricated. Weston load brake. 
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WRIGHT 
Timken Trolleys 


Wricut Timken Tapered 
Roller Bearing Trolleys 
(shown), in plain or geared 
models, provide smooth han- 
dling of loads from 4 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 
volve on Timken Bearings 
(two bearings to each wheel ). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
work required to move the 
trolley along I-Beam. WRIGHT 
Self-Aligning Roller Bearing 
Trolleys in % ton to 20 ton 
models are also available. 


WRIGHT 
Jib Cranes - 


Wricut Wall Bracket Jib Cranes are highly recom- 
mended for supplementary use to the regular travel- 
ing crane or monorail track—or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Double tie rods con- 
nected to top and bottom fittings give added strength 
without use of turnbuckle. NOTE: mast not furnished. 


Material Handling Items 
that Make Money for Wright Distributors! 


to select customers on the local level. It’s double 
barreled product promotion like this that makes 


Geared 
Timken 
Trolley 


WRIGHT material handling products make 
money for the men who sell them and also for 


the men who use them. 

To distributors, the name “WRIGHT” has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to thousands 

of potential material handling 
customers on a regular month-to- 
month, year-to-year basis. In 
addition, WRIGHT supplies its 
distributors with a wide selection 
of sales promotion aids to help 
salesmen expose WRIGHT products 


Wricut the popular, fast turnover line to sell 
anywhere, 

Users of WRIGHT material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production. 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 
dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT products. WRIGHT...a good line to 


. buy, a good line to sell! 
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Light, Rugged Wright 


or eee 


Electric Chain Hoist 


8 AM SEER TR gS 


\ with Extra Features at No Extra Cost! 


Here’s an inside picture of the many extra features 
you get at no extra cost with the Wricut Electric 
Chain Hoist. Shown is the simply-designed yet 
ruggedly-constructed “‘heart” of the famous WRIGHT 
Electric Chain Hoist. The use of a double worm and 
gear reduction increases the efficiency of this compact 
unit, and reduces the weight at the same time. The 
result is a trouble-free hoist that is light enough to 
move from job to job and small enough for locations 
where overhead space is limited. 

Double braking for double safety is another extra 
feature of the Wricut Electric Chain Hoist. Spring- 
operated motor brake locks instantly when control 
cord is released. In addition, self-locking worm gear 
drive also provides positive load braking action. Both 
brakes work together automatically. 

The Wricut Electric Chain Hoist is available 
with two types of reeving — Single Chain (300 to 
2000 Ibs.), Double Chain (3000 to 4000 Ibs.) 


HOIST MOTOR « specially wound 
to give extra torque for intermittent 
hoist duty. 15 feet of three wire rubber 
covered conductor cable with strain 
reliever attachment. 


CONTROLLER - manually operated 
heavy duty drum type with large con- 
tact points and full-arc shields. Fast 
response enables spotting a load within 
fractional inch limitations. 


HOISTING GEARS = made ofhigh 
grade phosphor bronze, worms of heat 
treated steel. Gears are fully enclosed 
in a continual oil bath. 


CHAIN .- heat treated alloy steel with 


Py 


~ 


FACTORY TESTED 
All WRIGHT Hoists are 
tested at 50% over 
rated capacity 

before shipment 


zinc coating. Accurately blocked to fit 
load sheave. Ductile, yet hard enough 
to resist wear and abrasion. 


LOAD WHEEL | drop forged, heat treat- 
ed alloy steel. Forged integral with load 
shaft to eliminate the need for connection 
keys or spline. Chain pockets are precision 
machined to fit links. Wearing surfaces are 
hardened, bearing surfaces are ground. 


CONNECTOR HOOKS . top and bot- 
drop forged, heat tom hooks are drop 
treated alloy steel forged alloy steel. Bot- 








WRITE FOR 

FULL INFORMATION 
b Detailed mg en couplings(connect- tom hook will open be- 

about the five WRIGHT ing the chain and fore fracturing. Top | 





products shown is avail- 
able by writing our York, 
Pa., office. Please specify 
literature by number 


Electric Chain Hoist 

DOH-73 

Type “C” Pull-A-Ways ye , 

OH-56 aN / => 

Safeway Hand Hoists 

oee-086 Wright Hoist Division - American Chain & Cable Company, Inc. 


Roller-Bearing Trolle 
DH-242 3 y York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 


Jib Cranes + DH-300 Philadelphia, Pittsburgh, Son Francisco, Bridgeport, Conn. 


hook) permit hooks hook will support hoist 
to swivel and rock. _ if bottom hook fails. 
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YOUR CUSTOMERS 
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the slotted angle with... 


greater structural strength 
superior galvanized finish 
more design flexibility 


CHECK THE FACTS: 





“IMPORTANT BUYING 
REASONS 


RAPISTEEL 





Tensile strength 62,000 psi 48,000 psi 


67,000 psi 





Finish Galvanized Hot Dipped 


Galvanized 


TI-CO Galv 
Hot Dipped 





%” 5 a? 


Standard bolt size 
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Safety factor . 4 1.5 


























MORE PROFITABLE FOR YOU TO SELL 


Rapistan offers you a full program of sales aids and 
sales promotion geared to the needs of industrial 
distributors, to help you sell Rapisteel—profitably. 


SELLING ASSISTANCE 

Rapistan factory specialists are available to work with your 
salesmen, introduce Rapisteel to new users, help develop 
applications with your present customers, Local engineering 
facilities are available in many areas to assist you with 
special applications 


SALES TRAINING 

Practical sales training is available for your sales force, 
through training schools conducted at the Rapistan factory, 
at regional locations, or in your own establishment. 


RAPID DELIVERIES 
No need to inventory large stocks of Rapisteel. Delivery is 


normally fast—’’Rapid-stock” service available on emer- 


For detailed information about a profitable Rapisteel 
sales franchise write to The RAPIDS-STANDARD 
CO., Inc., Dealer Products, 656 Rapistan Bldg., 
Grand Rapids 2, Michigan. 


gency orders from large factory stocks and regional 
warehouses. 


DISTRIBUTOR-APPROVED 

SALES POLICIES 

Rapistan’s distributor sales policies are designed for your 
profit and protection. Your sales territory is protected 
Rapistan will not sell directly to your customers or appoint 
directly competitive distributors. Price structure provides 
high gross margins, yet lets you sell competitively. 


AGGRESSIVE SALES PROMOTION 

You get a full program of sales and advertising support. 
Product samples are furnished. Complete literature is avail- 
able, including application idea bulletins issued frequently. 
Rapisteel is nationally advertised by direct mail, in leading na- 
tional business and industrial publications, at important trade 
shows. You get effective local tie-in advertising materials. 


® 


SLOTTED ANGLE 
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PACKAGED 


for Easy Handling 





2006 POUNDS SERVICE 
SCREW ENDS 





Protection and Inventory Rc Res 





Co La t rol Complete product identifi- 


cation and data on label 


hi attached to carton. 





LALDRaeay 


























Write for Folder PF-2 for complete data on quan- 
tities and weights of the items as packaged in 
various sizes of cartons. Address Dept. 24A-FI. 


HENRY VOGT MACHINE CO. 
P. O. Box 1918, Louisville 1, Ky. 


SALES OFFICES: Camden, N. J., Charleston, W. Va., Chicago, Cleveland, Dallas, los Angeles, New York, St. Louis. 


Forged Steel FITTINGS, 


7S) For Direct Long Distance to F LAN G i= oe a rm d U oy io iad Ss 


Louisville diol: 502 ME 4-9417 
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Double Gray-X lasts longer 
than other wire ropes 


CFal-Wickwire is making the wire rope 
of tomorrow ...today. It’s Double Gray-X 
—the rope with the molecular shield of 
molybdenum disulphide. 

In an extended series of tests on a 
25,000-lb. fatigue machine, CFal- 
Wickwire’s Double Gray-X outlasted four 
other major brands of high-strength rope 
at all three of the safety factors used. At 
the highest and most commonly-used 
safety factor, Double Gray-X had 45% 


more bending life than the average of other 
ropes tested. (Please see the chart at right.) 

We'd like to give you some additional 
information on these tests . . . let you read 
some enthusiastic field reports from satis- 
fied users...and show you how the molec- 
ular shield on Double Gray-X can help 
your customers reduce their equipment- 
downtime costs. For full details on han- 
dling CFal-Wickwire Wire Rope, write 
P.O. Box 232, Palmer, Mass. ess-a 


THE COLORADO FUEL AND IRON CORPORATION 
Denver + Oakiand « New York 
Sates Offices in Key Cities 


THOUSANDS OF CYCLES 


FACTOR OF SAFETY 


All test ropes were V2” 6 x 25 FW 
Preformed E.1.P.S. Lang Lay IWRC. 
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Industrial Distributors Rate Alemite Tops 
Among Leading Lines! 
Easy Selling « Fast Turnover « Full Profits! 


Alemite Bucket Pumps. Power or 
manually operated in high-pressure 
models for bearings equipped with 
pressure gun fittings or volume de- 
livery models for large bearings and 
gear housings. Units also available 
for quick, clean loading of hand guns. 
Portable Lubrikart holds complete 
supply of grease guns, pumps, tanks. 


Alemite 5-gallon Hydrastat Paint 
Pump. New, low-cost portable airless 
paint pump. Cuts overspray — paint 
goes 40% farther, goes on 80% 
faster! 25 to 1 ratio pump weighs 
17% Ibs., operates single gun at top 
efficiency at less than 7 c.f.m. air 
pressure. Handle for easy carrying 


Symbol of 


Alemite keeps you in the 
lead for sales and profit 
with a complete selection 
of top quality industrial 
equipment. That combina- 
tion means fast turn-over 
and a lot of steady, full 
profit sales! Alemite is the 
name your customers rely 
on for value and perform- 
ance. It’s the name you can 
rely on for volume and 
profit. Here are just four 
reasons why: 


ALEMITE 


OIirvisiton 


Alemite Airline Controls. Positive 3- 
way protection assures long, trouble- 
free service and maintains peak 
efficiency of all air-operated tools, 
cylinders or clutches. Water Separa- 
tor Cleans air, Automatic Lubricator 
supplies desired amount of oil, Reg- 
ulator controls air pressure. 


Ocenganns 


Surgepruf Hydraulic Hose and Cou- 
plings. Alemite offers a full 
1OW, | Jigum-hioh ar 


In Canada: 


Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 
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DIVISION OF AURORA EQUIPMENT COMPANY 


AURORA, ILLINOIS 
June 15, 1961 Phone: TWinoaks 6-4641 
TWX-AUR 3020 


Mr. Charles Mill, Publisher 
Purchasing Week 

330 West 42nd Street 

New York 36, New York 


Dear Mr. Mill: 


Since anyone in business is a prospect for steel storage equipment 
our marketing effort must have great breadth. 


In our judgement, selling through the distributor is the best 
method of reaching this broad and diversified market. This has 
been our policy for more than fifty years. 


We have learned that “merchandising through distributors" is more 
than a slogan. To be successful it mst be a working partnership. 
We go all out to meet our responsibility. 


All the normal advertising helps are available, of course. In 
addition, we make certain that our products are packaged conveniently 
for the distributor to handle .... that there is no undue delay in 
shipping an order from our plant .... that our salesmen make frequent 
contacts to keep the distributor informed .... that assistance is 
given on technical jobs. 


Equipto has learned also that our product must be "pre-sold". 
Our salesmen make missionary calls on industry. Our company 
exhibits at all important trade shows. And we have consistent 
space programs in trade magazines. 


No medium used carries a greater responsibility than PURCHASING 

WEEK. We rely on PURCHASING WEEK to take our messages to purchasing 
departments everywhere. We know it reaches these key points 
effectively. Our distributors’ salesmen appreciate this "sales-help" 
in their promotion of Equipto products. 


Very truly yours, 
EQUIPTO 


John C. Dunham/dn resident 


SHELVING + BINS + SLOTTEO ANGLE + DRAWER UNITS + CARTS + LOCKERS - BENCHES 
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For more than fifty years the EQUIPTO 
DIVISION of Aurora Equipment Company has 
successfully sold their products through indus- 
trial distributors. 

Mr. John C. Dunham, President of EQUIPTO 
says, “Since anyone in business is a prospect for 
steel storage equipment our marketing effort 
must have great breadth. We have learned that 
‘merchandising through distributors’ is more 
than a slogan. To be successful it must be a 
working partnership. We go all out to meet our 
responsibility.” 

Mr. Dunham and EQUIPTO do go all out to 
support their distributors. Some of the sales 
promotion materials available to distributors 
are shown here. Other distributor aids include 
convenient packaging, prompt shipment and 
technical assistance. 

Another very important part of EQUIPTO’S 
distributor backup is a regular advertising 
campaign in business publications. This con- 
sistent advertising program serves the impor- 
tant function of pre-selling the EQUIPTO line. 

Concerning his advertising program in 
PURCHASING WEEK, Mr. Dunham says this, “No 
medium used carries a greater responsibility 
than PURCHASING WEEK. We rely on PURCHAS- 
ING WEEK to take our messages to purchasing 
departments everywhere. We know it reaches 
these key points effectively. Our distributors’ 
salesmen appreciate this ‘sales-help’ in their 
promotion of EQUIPTO products.” 

EQUIPTO is among the increasing number 
of suppliers to industry who advertise in 
PURCHASING WEEK to reach the key buying 
influence, the purchasing executive. Here are 
some of the reasons why: 


1. To make contact with 25,000 key Purchas- 


ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought through 
you. 


3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


rchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER 


330 West 42nd Street, New York 36, N.Y. 
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BARNES 
BAND SAW BLADES 


You can increase your sales with the Barnes complete line of band 


saw blades. 


For Standard Horizontal and 
Vertical Band Saw Machines 


HARD EDGE 
FLEXIBLE BACK 


carbon band saw blades are the 
basic blades of the band saw industry. 
They are the most economical blades for 
both cut-off and contour sawing. Recom- 
mended for efficient cutting of ferrous and 
non-ferrous metals, plastic, wood and 
other composition materials. 


and— 


INTERMEDIATE ALLOY 


... band saw blades increase the useful- 
ness of light duty machines. The Inter- 
mediate Alloy band will cut general 
purpose materials at faster rates and, 
in addition, will cut many of the difficult- 
to-machine alloys efficiently. 


For Heavy-duty Band Saw Machines 


FAM SUPREME 


.. . High Speed Steel band saw blades 
ore superior blades for high production 
cut-off sawing of all metals. Their extra 
toughness and durability permits heavier 
feeds and higher speeds resulting in fast, 
accurate cutting of even the harder-to- 
machine alloys. 


For High Speed Friction 
Band Saw Machines 


FRICTION CUTTING 


. band saw blades are specifically 
designed for economical friction sawing 
of ferrous metals at blade speeds of 
5,000 feet per minute or higher. Recom- 
mended for use only on sturdy machines 
with large diameter wheels. 


Ask your Barnes sales engineer for complete infor- 
mation on the Barnes Distributor Sales Policy and 
line of quality hack and band saw blades. Get 
the facts on how you can increase your share of 
the highly profitable saw blade business. 


NES w. oO. BARNES co., INC. 


1297 TERMINAL AVENUE 


DETROIT 14, MICHIGAN 
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t@tal retaining ring ideas 


EXTERNAL TYPE 
—for axial installation 

Specifically designed for NAS 670 
standard grooves. Termed the CS 
Series, stocked in all popular sizes 


to help you cut costs—improve product design and performance 


Cie 


OSs 


the newly designed, precision die-formed retaining 


ring—available in a variety of materials and finishes— 


va 
- 


from .040” and up in popular shaft increments. -—~ 
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INTERNAL TYPE 

—for axial installation 

Specifically designed for NAS 669 
standard grooves. Termed the CR 
Series, stocked inal! popular sizes 


hy ~ 
Piece \ 
= 
EXTERNAL TYPE 
—for radial installation 
Provides unusually large shoulder 
for small shafts—termed the CE 
Series, stocked in all popular sizes. 


EXTERNAL TYPE—for radial 
installations involving high thrust 
Provides double the thrust capac- 
ity of standard “‘E’’ rings (CE) with 
comparable large shoulder. 





SPECIAL RING SHAPES 

—engineered to your requirements 
Ramsey engineers will be glad to 
work with you on the design of 
special ring shapes to meet your 


STACKED RINGS 

—for rapid assembly 

All CE Series rings from 4%" to \%” 
can be supplied stacked on hard- 
ened rods for assembly line oper- 


SPECIAL THICKNESSES 
—heavier or lighter than standard 
Rings heavier or lighter than stand- 
ard thicknesses can generally be 
supplied on special order. 


SPECIAL MATERIALS AND 
FINISHES 


Awide variety of special materials, 
finishes and platings are available 
to meet practically any require- 


individual needs ations. ment. Ramsey engineers will help 


att you select the type best suited to 
your needs. 


MATERIAL 
Spring Steel, 
Stainless Steel 


Phosphor Bronze 
Beryllium Copper 


FINISH 


Cadmium Plate 
Parkerized 
Blued Steel 
Black Oxide 
Lubrite Finish 
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A BROADER LINE FOR DISTRIBUTORS 


When customers talk retaining rings, Ramsey Distributors 

have the distinct advantage of being able to offer BoTH modern 

types—Spirolox and Circolox. A Ramsey Franchise may be 
open in your area—write for details now! 


(oy eee col b Mb itt hiabebale Mh dal-M-bal-h'4-) ab bal 


the unique 360° spiral-wound retaining ring 


This exclusive full-round retainir 

high speed rollers in a practical] 
Prototypes can be made wit! 
7 ind in n 

self-lockir 

P 


ndir feature 


this FREE engineering manual brings you 
the complete tOtal 2 story! 


Contains full descriptions of Circolox and Spirolox 
Rings with complete design information 
and specifications. Write TODAY! 


a subsidiary of Thompson Ramo Wooldridge Inc. 
Box 513, Dept. Vv, St. Lovis 66, Mo. 


Copyright 1961 Ramsey Corporation 993-ID 


manufactured by 


RAMSEY CORPORATION 
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CAPE-ABILITY works for you 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


Advanced manufacturing processes and superior quality control methods 
give your customers full utilization of their metal cutting saws. The result 
is more production, accuracy and blade life from Capewell saws. 


The Cape-ability story backs your selling, increases your profit. 


quality is the result of 80 years of metalworking 
experience 


products are presold through consistent national 
advertising 


sales aids stimulate your customers, your sales 
force 


maintains a national force of factory trained 
Sales Engineers 


protects your sales and profits through a rigid 
policy of selective distribution 


pioneered the Annual Inventory Adjustment Plan 
to enable distributors to keep stock and demand 
in balance 


is constantly improving products and developing 
new ones in its famous research and 
development laboratory 


Write today for the Cape-ability story .. . there’s a big part in it for you 







“ APEWELL 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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SALESMEN HAVE HAND IN THE PRODUCT 126 


Devcon Corp. believes distributor salesmen should get their hands dirty— 
handling its “Plastic Steel” product, that is. Each man attending the firm’s 
training school (held in various parts of the country) is given a package of the 
company’s product with which he repairs castings, fills holes, makes molds, etc. 


MODINE UNVEILS NEW DISTRIBUTOR POLICY 127 


This Racine, Wisconsin, manufacturer of heating and air conditioning equip- 
ment has introduced a new marketing program for wholesalers and industrial 
distributors. The result of three separate surveys, the program is said, by the 
company, to meet nine needs basically essential to sales success in the sixties. 


ROLE OF DISTRIBUTOR IN ELECTRONICS 138 


At the Electronics Parts Distributor Show, held recently in Chicago, the growing 
importance of the distributor, in the electronics field, was stressed. Spokesmen 
in this field gave their opinions of the industrial distributor and his function. 


LADY SALES REPRESENTATIVE 149 


Betty G. Weppner of Brace-Mueller-Huntley, sells steel, aluminum and brass to 
manufacturers and building contractors. Competing with a staff of 20 men, 
Miss Weppner turns in her full share of orders for the company every year. 
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NEW PRODUCTS ON THE MARKET \.)):: 








NYLON ABRASIVE BELT 


Nylon abrasive belt produces a micro- 
finish in polishing operations never 
possible before, outlasts coated abra- 
sive polishing belts up to 40 times, 
maker claims. Belt is highly heat and 
water resistant, does not load up 
readily, excels in applications requir- 
ing fine finishes on irregular surfaces. 
In grain sizes from coarse to super 
fine and in belt lengths to fit any belt 


sanding machine. Available in widths 


to 24-in. Armour Alliance Industries, 
16123 Armour St., N.E., Alliance, 
Ohio 





Flexible gear couplings feature 
new spiral type retaining rings 


Spiral type retaining rings for com- 
pany’s complete line of flexible gear 
couplings are made of heat treated 
steel (also available in stainless), 
maintain a complete 360-deg. bearing 
in the retaining groove cut into the 
coupling sleeve and at the same time 
prov ide a solid steel retaining wall for 
the seal. This combination more than 
the 50.000 lb. thrust 


doubles end 


94 


rating of the previously used snap 
rings, maker claims. Complete circle 
of contact is said to eliminate high 
spots which wear and weaken rings of 
other design. Spiral ring is easily in- 
stalled, removed with a screw driver. 
Flexible Coupling Div., Sier-Bath 
Gear & Pump Co., 9246 Hudson 
Blvd., North Bergen, es 





Storage cabinets are stronger, 
more rigid, tamper proof 


Line of “800 Series” storage cabinets, 
of heavy gage cold-rolled furniture 
steel, feature all-welded door frame to 
insure tamper proof fit and fast field 
erection; positive three point locking 
at top, center and bottom; semi-con- 
cealed full loop type door hinges. 
Locking feature 
grooved key cylinder locks which can 
be masterkeyed. More than 200 key 


changes per lock can be made. Self 


handles built-in 


support strips are integral part of 
cabinet, by-passing auxiliary support 
clips. Model 815 is a double door 
cabinet with four shelves to store up 
to 36 cu. ft. of materials. Model 835 
is a double door wardrobe cabinet 
which holds 12 to 16 coats. Model 


‘ 
355 is ac inati ‘drok 1 
3555 is a combination wardrobe anc 


general storage cabinet. Avaliable 
set-up or knocked down. Columbia- 


Hallowell Div., SPS Co., Box 519, 
Jenkintown, Pa. 
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Toolholders feature carbide faced ea 
° . . oll 

combination chipbreaker clamp ji. 

Right and left positive rake hoidd 


added to company’s line of “Dex 
Tool” throwaway insert tool holde 
are available in a variety of sty 
and shank sizes. Holders feature 
adjustable carbide faced combi 
tion chipbreaker clamp, which | 
buttress type serrations and a 4 

screw located at the rear to per f 
rapid relocation of the clamp 7 


indexing or replacing the ins 
Units also feature a thick indexa I 
and replaceable carbide anvil wh 


rigidity and ing 20 


the sha Hyd 
up t 


pern 


provides extra 


support, also protects 


Adamas Carbide Corp., Kenilwor 
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TORQUE REELS iv. 


“F” series torque reels are small, c 





pact and light in weight, are availa OR 
in three sizes for suspending 
balancing five, ten or fifteen poifine 
units such as metal strapping to@xpr 
feria 
Instant ae 


powered staplers, portable ail 
electric tools etc. 
release lock immediately engages lain 
any desired cable length, reliev 8 


spring tension for freedom of uB27 
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proved Products with Sales Possibilities for 
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Industrial Distributors 








movement. Less than one-half inch 
pull instantly releases lock, and cable 


petracts to rest position. Simple ex- 











le faced 
clamp 


ike hoide 
of “Dex 
Dol holde 
y of sty 
feature 
1 combi 
which | 
and a q 
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clamp af 
the 
k indexa 


anvil wh 
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the sha 
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nal lock release disengages auto- 
tic lock which does not depend 
n gravity, making it positive in 
bction regardless of the reel’s posi- 
ion. When lock is released, unit be- 
gmes conventional balancer. Aero- 
Motive Mfg. Co., 1803 ee 
Kalamazoo, Mich. 
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Hydraulic gun sets up to 


ing 200 “POP” rivets per hour 


Hydraulic gun is capable of setting 


Kenilwony to 1,200 “POP” rivets per hour, 





small, c 
re availa 
ending 

‘teen pot 
pping to 
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t automé 
engages 
h. reliey 


om 


RIBUTIQuly 


of u 897 


ermits operators 25 percent more 
yorking radius than previous model. 
‘alled Model “C”’, 


with an air-to-hydraulic converter, 


gun is furnished 


bperates from only 75 psi air pres- 
tire. Increased power allows use of 
onger hose to increase working 
dius. Gun sets “POP” rivets of all 
r-— and diams., 
eighs only two pounds, can be easily 
ised by women operators. United 
Shoe Machinery Corp., “POP” Rivet 
liv., Shelton, Conn. 


except 14-in, 


ORTABLE HYDRAULIC JACKS 


Hine of portable hydraulic jacks are 
ixpressly designed from superior ma- 


“erial to sustain extra heavy loads 


With a minimum of service, maker 


aims. Service and parts available 


hroughout country. Lico, Inc., Box 


Lancaster, Ohio 
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FLOW REGULATORS 


Flow regulators, for regulating flow 
in one direction with free flow in the 
other, are offered as standard models 
with %g or %4-in pipe thread porting. 
SAE straight threads also available. 
Nominal free flow rates range to 20 
gpm. Maximum controlled flow rate 
for both sizes is 10 gpm. Units rated 
at a pressure of 3000 psi. Two-piece 
adjusting screw construction allows 
adjustment under pressure without 
Inc., Detroit 32, 


leakage. Vickers 


Vich. 





obi aie te tc a 
Lamps are designed for “rough 
service” industrial applications 


Two sizes of Quartzline incandescent 
lamps, in 500-watt, 120-volt and 
1500-watt, 240-volt sizes, will with- 
shock 


Suggested applications include bridge 








stand severe and _ vibration. 
cranes, other uses where dependable 
lighting is needed. Lamps come in the 
form of quartz tubes three-eights of 
an inch in diam., and offer such user 
benefits as 20 per cent more light, 
twice the rated life, better control of 
light than incandescent bulbs of same 
wattage. General Electric, Nela Park, 
Cleveland 12, Ohio 


Retaining ring groove 
Strengthened by new ring 


“Groove Guard”, a thin, single turn 
wound ring used in connection with 
a retaining ring, creates a better dis- 
across the 
Use of 


increase 


tribution of the force 
groove wall, maker claims. 
Groove Guard is said to 
capacity of a given retaining ring 
assembly by as much as two times. 
Guard ring normally fits entirely 
within the groove and requires ma- 
chining to allow for its radial width. 
Ramsey Corp., P.O. Box St. 


Louis 66, Missouri 


513, 





SELF-STORING AIR HOSE 


Heavy duty self-storing air hose has 


extra wall thickness for use where 
plant air pressure is greater than 
average or where mechanical stresses 
are extreme. Helically coiled like a 
spring, hose extends like a telephone 
cord to needed working length. After 
use, it retracts into a small storage 
space—about 1/30th of its maximum 
working length. Applications include 
air hoists, air actuated clamping de- 
vices, air blast clean-off devices, hand- 
operated air production tools etc. Of 
special nylon formulation, heavy duty 
self storing air hose is impervious to 
Mini- 
mum working pressure with 4 to 1 
safety factor is 250 psi at 75-deg. F. 
Available in 3/16, 4, 5/16 and 
%¢-in I.D. in lengths thru 100 ft. Syn- 
flex Products Div., Samuel Moore & 


Co., Mantua, Ohio 


oils and does not absorb oil. 
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TRADE-IN 
on New Model 
726 


“oe 


New Improved Model 726 
Roto-Hammer 


...and Skil covers all costs of thise, 


Yes, this trade-in program doesn’t cost Skil distributors 
one cent! 

Skil covers the cost of the entire trade-in allow- 
ance to hammer users. And Skil’s offer is so liberal that 
any old electric hammer—regardless of make or con- 
dition—can be traded in by the customer. He gets a 
whopping big allowance of $60 worth of Skil Roto- 
Hammer accessories as his trade-in on the purchase of 
Skil’s brand new, improved Model 726... he gets a 
full $80 worth of Skil Roto-Hammer accessories as his 
trade-in allowance on the larger Skil Model 736. 


Skil covers the cost of returning the customer 
old hammer to Skil. This way, distributors do not eve 
have to absorb the shipping expense for hammers trade 
in. In fact, Skil even provides distributors with expres 


lard- 
hed 
eam 


collect shipping labels for returning the old hammenson 


Skil covers the cost of the most complete salef*t#'! 


promotion program in Skil history to help distributor 
sell trade-ins. There’s a full array of direct mail broad?" , 
sides, ad mats, window banners, special sales literatur 
and other promotion materials—all available FREI 


from Skil. And to back it up, a saturation campaign of, 
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'scan give trade-ins 
MCalectric hammers... 






Model 736 Roto-Hammer 
Lowest cost way to drill masonry holes 
from ’% to 3%” diameter. New Skil Bits 
give this bigger range. Same amazing 3-way 
action as model 726 (left)—hammers with 
power rotation, hammers without power 


gee hited Tarelaiit-m ahaatelen@al-laataal-iaiale| 


TRADE-IN 
on Model 
736 


Spectacular hammer trade-in! 


stomer 
not eveq'4rd-hitting, FULL PAGE Skil Roto-Hammer ads is 


rs tradegeheduled right through December—in the magazines 
express#4mmer buyers read. 

ammensmon't wait! Call your Skil representative today for 
ete saleg*tails on this terrific Hammer Trade-In Program—and 








ributone™ the rest of Skil’s profitable ‘‘ New Idea”’ line. Or write: 


| broadpkil Corporation, Dept. 115-G, 5033 Elston Avenue, POWE R TOO LS 


‘teratur@nicago 30, Illinois. 
FRE§ 
paign 0 






ETTING TRENDS TODAY WITH LEADERSHIP! 
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PVC BALL VALVE 


Line of PVC ball valves has been ex- 
tended to include a type I (Normal 


Impact) polyvinyl chloride (non- 
toxic, non-flammable) ball valve. 
Valve is  corrosion-resistant, low 


torque type, requires only a quarter- 
turn to operate. In sizes 14 thru 4-in, 
in socket 


Features a 


weld or threaded ends. 


rugged, compact body 
with external one-end adjustment. 


Walworth Co., 750 Third Ave.. Neu 
York 17, N.Y. 





Measures “breakaway” force 
to move object held by inertia 


Spring tension gauge has a uniformly 
dial knife-edged 
pointer which permits easy, accurate 
It is 

the 


zero reading at the top of the dial. 


eraduated and 


readings over the entire scale. 


a “push-pull” instrument with 
Compression reading moves pointer 


counter-clockwise ; tension moves 
pointer clockwise. Guaranteed accu- 
racy for either side of scale is 2 per 
cent. Maximum reading red pointed 
is provided for readings taken in 
close quarters. Applications wherever 
engines or electrical equipment are 
United States Gauge Div., 
{merican Machine and Metals. Inc.. 


Sellersville, Pa. 


used. 


Cleaning system adapts to 
any size installation 


“Exidust” vacuum cleaning equip- 
ment systems are engineered for each 
installation on basis of number of 
outlets required and material handled. 
Line of industrial vacuum cleaning 
tools includes nozzles, floor brushes 
and handles of light, durable con- 
struction. Heads and wands are in- 
terchangeable. Each tool fits at any 
point. Parts cannot separate in use. 
Performance is static-free. Lamson 
Corp., Exidust Div., Syracuse 1, N. Y. 


Drive screws cut building costs, 
speed construction projects 
“Spyrol” drive screws feature spiral 
shank 
holding power as ordinary nails the 
Also 
nail pops and splits and checks in 
hard Applications 

] 


drywall and _ plasterboard, 


said to have twice as much 


same size. said to eliminate 


wood. include 
ply wood 
sheathing, rigid insulation, securing 
cedar shakes and shingles, laying sub- 
flooring. Point styles include diamond 
point, wedge or long. Finishes include 
and _steri- 


electro-galvanized, blued 


lized. cement coated. plain, colored 


etc. Hillwood Mfg. Co., 21700 St. 
Clair Ave. Cleveland 17. Ohio 


TUBE EXPANSION CONTROL 


Model 900 pneumatic tube expansion 
control offers ease and accuracy in 
rolling steel or non-ferrous tubes up 
to and including *4-in sizes. Unit fea- 
quick 
handle. assures 
001 of an 


stops expansion according to any pre- 


tures a reversing push-pull 
to within 


automatically 


accuracy 


inch as it 


determined “Dial-A-Torque” setting. 
Tubes can be rolled at a rate of 12 per 
minute o1 Unit operates at 
1100 RPM. Airetool Mfg. Co., Spring- 
held, Ohio 


more. 











Countersink features single flute 
construction of new design 


Countersink, for machine use and 
light portable work, provides easy 
feeding, smooth burr-free holes, chat- 
terless operation over a wide range of 
speeds and in a variety of materials 
Available in 14, 34, 1% and 1-in sizes, 
with included point angles of 60, 82 
and 90-deg. Whitman & 
10600 Plymouth Road, 


Vichigan 


Barnes 
Plymouth 





Utility vises are designed 
specifically for rugged use 


Line of utility vises, the “640 line”, 
consists of two sizes designated as 
No. 64316 and 645. 6431 has a jaw 
width of 314-in, a maximum opening 
of 4-in and a jaw depth of 3-in. Pipe 
capacity ranges from ¥@ to 2-in. 645 
has a jaw width of 5-in, a maximum 
opening of 51%-in and a jaw depth 
of 334-in. Pipe capacity is 44-in and 
214-in. Pipe jaws are replaceable and 
of hardened steel; top jaws are also 
and of 


Vises are said to have largest anvil of 


replaceable serrated steel. 
any other utility vise on market. 
Wilton Tool Mfg. Co., Inc., 9525 


Irving Park Rd., Schiller Park, Ill. 
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MIDGET BEARINGS 


Line of permanently lubricated, self- 
aligning midget bearing cartridges 

s been enlarged to include shaft 
sizes from 1 thru %-in. Originally 
cesigned for small fractional hp elec- 
tric motors, units are also being used 

manufacturers of computers, elec- 
milking machine 


mic organs, 


washers, electric shavers etc. Randall 


Graphite Bearings Inc., Greenlawn 


{ve., Lima, Ohio 





Hose handles molten sulphur 
at temperatures to 300-deg. F. 


Molten sulphur hose is particularly 
applicable in the transportation of 
bulk sulphur in molten form, both by 
tanker and barge. Here, where tem- 
peratures often reach 300-deg. F. and 
pressures 200 psi, special heat resist- 
ing compounds are utilized. along 
with strategically placed asbestos 
plies, to ensure a rugged hose con- 
struction. Made in variety of diams., 
comes with built-in leak-proof nipples. 
Fingers furnished as required. Man- 
hattan Rubber Div., Raybestos-Man- 
Passaic, N. J. 


hattan, Ine.., 


QUICK-ACTING PRESSURE UNIT 


(Juick-acting pressure unit, for use as 
a clamping component in jigs. fixtures 
and other tooling and special clamp- 
ing operations, has push-pull lock and 


release. A simple twist of the handle 
unlocks. A quick turn clamps the 
work. Standard unit is suitable for 


clamping ranges to 8-in. Bar is 
furnished with a plain soft end for 
machining and adapting to any ap- 
plication. Mounting block is of com- 
pact size to allow mounting in close 
spaces. Locking arrangement features 
positive locking ; no slippage possible. 
Universal Vice and Tool Co., Parma, 


Vichigan 
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Powered wire clippers are designed 
specifically for wire trimming 


“ Air-Nips” 


wire clippers designed specifically for 


pneumatically powered 
production wire trimming—require 
28 times less pressure to operate than 
conventional hand pliers, manufac- 
turer claims. Clippers weigh 6 
ounces, will cut soldered portions of 

| gage copper wire cleanly, in- 
stantly. Unit features a pointed cut- 
ting head that can be rotated 180-deg. 
to get hard-to-reach leads on printed 
Will off a 1 
HP compressor. Chicago Pneumatic 
Tool Co., 6 East 4Ath St., New York 


ci a 8 


circuit boards. work 


Winch-Hoists permit lowering work 
to be done four times faster 


Rapid lowering series portable winch- 
hoists, of lightweight lever ratchet 
type. will lower (or back off) more 
notch at a time without 


than one 


sacrificing compactness and _flexi- 


bility. User may select either notch- 
per-cycle lowering for position work 
of rapid lowering which lowers (or 
backs off tension) four notches per 
cycle. System also operates on the in- 
terlocked pawl-load transfer prinicple 
whereby one pawl will not release 
until other pawl is engaged, thereby 
preventing possibility of its slipping. 
Models 


feature use of a reverse lever to make 


even if wet or oily. also 
changing directions easier when user 
Available 
in capacities from 1% to 2 tons and 
with cable lengths to 38 ft. Weigh 


from 7 to 151% lbs., depending on the 


is wearing heavy gloves. 


model. Lug-All Co., 355 Lancaster 
{ve., Haverford, Pa. 





Toughest, hardest, strongest 
.+. none finer at any price! 





Tt pays to specify 


JEN he: 


DRILLS 
REAMERS 
BLANKS 











Premium Quality High Speed Steel 
Carbide Tipped and Solid Carbide 


DRILL SETS 


Standard Fractional, Wire 
and Letter series drills 
conveniently packed in 
folding indexed cases 


~ 
BLANK SETS 
Consist of uniformly hardened high speed steel drill and 
reamer blanks —precision ground to new close tolerances. 


Call your local distributor today—or write Ace 
direct for latest catalog and price information. 


ACE DRILL 


& Adrian, Michigan 











> 
“ ORIGINATORS OF *“GROUND-FROM-THE-SOLID” DRILLS 
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sell the profit line of Roebling Wire Ro 
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Roebling will be very interested to discuss with you the many 
dd vantages of selling the “profit line” of Roebling Wire Rope. 
Write Roebling’s Wire Rope Division, Trenton 2, New Jersey. 


~ 
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Roebling Royal Blue 


gives your customers extra service. National 
advertising carries this message — and 
response has been the liveliest in Roebling 
history. Roebling Herringbone® is another 
favorite, especially in the construction in- 
dustry. Carry these profit lines! 


Roebling Slings 


come in a comprehensive range for every job 
imaginable. Customers get a big lift from 
them — so will your sales. (Roebling sling 
constructions are so varied, we supply a 52- 
page book about them.) 


Roebling Advertising 


is designed to help you — ads tell prospects 
you're the man to see. Roebling also sparks 
wire rope sales with distributor aids, direct 
mail, sales promotion and literature. 


Roebling Customer 
Acceptance 


your profit line. It comes from unmatched 
on-the-job performance, plus the fact that 
Roebling has been making quality wire rope 
for 120 years. 


Roebling Tests 


every product so it will do what you sell it to 
do—and more. Roebling wire ropes are 
wholly Roebling-made, from open hearth 
to packaging. Roebling controls every inch 
of them — for your peace of mind. 


Roebling Engineering 
SUPPOTE suv cnneie 


friendly aid in technical wire rope prob- 
lems, through your nearby Roebling district 
office, backed up by the engineering staff 
at Trenton. 


Roebling Research 


is a vital and active force that results in new 
products (Royal Blue and Herringbone 
Wire Ropes, for instance). You sell more 
because Roebling is alive to the changing 
needs of your customers — and new ways of 
meeting them. 


ROE BLING 


Branch Offices in Principal Cities 
John A. Roebling’s Sons Division 
The Colorado Fuel and tron Corporation 


is the “‘core” of 


101 





for a better finish 
and lower grinding cost, 
specify Jewel Brand 


abrasive belts 
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Works, Rockford, Il. 





Courtesy of Mattison Machine 


The Mattison No. 455 Wide-Belt 
Grinding and Polishing machine 
utilizes factory coated 

abrasive belts. It is designed 

to grind Stainless Steel 


and alloy sheets. 


modern machines are highly developed to produce 


Today’s 


at highest production speeds with uniform results and 
minimum costs. But one thing they can’t do — they can’t 
choose the right abrasive belt. That’s why men who know 
metalworking specify Jewel Brand. They know, from 
experience, that Jewel Brand Abrasive Belts are built right 
to do the job — and do it well. 


Why don’t you specify Jewel Brand? You'll be assured of 


getting the right bond, the right backing, the right grain. 


For a trial run, call your industrial distributor or write: 


Abrasive Products, Inc., South Braintree 85, Massachusetts. 


JEWEL*SMe 


COATED ABRASIVES 


belts * rolls * sheets * discs ° 


specialties 














Single-action clutch for jobs where 
torque settings are extremely tight 
called “Torc- 


has positive torque adjus - 


Single-action clutch, 
matic” 
ment for air-driven screwdrivers and 
nutsetters. Manufacturer claims an 
operator using the tool cannot poss 
bly overrun the threaded fastene-. 
Torque is preset, and when threaded 
fastener reaches preset limit, two canis 
on clutch open instantly. A separate 


lockout cam “confirms” action by 
thrusting out three lock pins to keep 
the clutch disengaged until pressure 
it reen- 


is released, when 


Unit is interchange- 


on work 
gages instantly. 
able with clutch and housing on any 
“6” series C-Model tool. Aro Equip- 


Industrial Div.. 


ment Corp., Bryan, 


Ohio 





Dual purpose valve offers 
quick exhaust, double check 


Compact valve serves the purpose of 
either a quick exhaust or a double 
check 


Operating on a pressure differential, 


valve for pneumatic service. 


valve is completely self-contained. 


Used as a quick-exhaust valve, it can 
be mounted on or near the cylinder 
port. When pressure from the control 
“dumps” ex- 


haust air from the cylinder directly to 


valve is released, valve 


atmosphere, eliminating line friction 
and control valve restriction. As a 
double-check or “shuttle” valve, it can 


be used to connect two independent 
air supply or control lines to a com- 
Called “2-in-1” 
operates at pressures to 200 psi. is 
diam., 21-in with 
NPT female ports. 
100 Preda St., San 


mon line. valve, unit 


134-in in long, 
three °-in 
Vodernair Corp., 


Leandro, Calif. 
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BELT FASTENERS 


Two new “Talcott” belt fasteners, 
engineered for operating on machines 
with small pulley drives, are of malle- 
able iron, have teeth designed for 
quick, easy shortening of belts. 
Fasteners lock securely and run 
smoothly on pulleys of 2 to 4-in 
diam., install without special tools. 
Designated No. 131 and 134, fasten- 
ers are for and and 1%4-in wide light 
double leather belts. Peerless Hard- 
ware Mfg. Co., 1285 Manheim Pike, 


Lancaster, Pa. 





TANDEM CYLINDERS 


Line of type BVD valve-in-head tan- 
dem cylinders consists of valve-in- 
head cylinders with double acting 
cylinders mounted in line and featur- 
ing common heads at the center and 
two separate pistons mounted on one 
solid rod. Cylinders are available in 
bore sizes of 114, 2, 21% and 4-in in 
lengths to 80-in. Choice of mounts is 
offered as well as a choice of 48 dif- 
ferent models of valve-in-head evlin- 
ders for power section. Units are 
intended to combine advantages of 
valve-in-head cylinders with advan- 
tages of hydraulic control of an air 
operated cylinder. Hydraulic fluid 
can be used either in the front 
cylinder or in the middle section of 
the unit without a make-up chamber. 
Air speed controls are prov ided in the 
valve section of the valve-in-head 
cylinders and hydraulic speed control 
is obtained by simply piping flow con- 
trol valves in series with the two ports 
used for the hydraulic section. Allen- 
air Corp., 255 E. 2nd St., Mineola, 
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West Burlington, lowa 
































Complete 
CAMPBELL 


CHAIN plants 
cover the 
country... 


to give you faster 
service and delivery! 


PENNSYLVANIA 
IOWA 
CALIFORNIA 


Yes, Campbell Chain has com- 
plete manufacturing facilities all 
across the country—in the East, 
the Mid-West and the Far West. 
This means money-saving, time- 
saving convenience for local 
industrial, commercial and auto- 
motive buyers—without the 
problems of delay in shipment. 
Backing up these three factorie 
are Campbell warehouses with 
full stocks of all chain type 
and grades. It’s a coast-to-coas* 
network that assures the service 
and delivery you want—and need! 


CAMPBELL CHAIN 
COMPANY 





3 FACTORIES: York, Pa.; Wes: 
Burlington, lowa; Union City, Calif. 
WAREHOUSES: Medford, Mass.; 
Atlanta, Ga.; Dallas, Texas; Chicago, lil.; 
Portland, Ore.; Seattle, Wash.; Los 
Angeles, Calif. 
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HOW 10 CUT 
FASTENER-INVENTORY 
COSTS AND 
CONFUSION 
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Your Republic Bolt and Nut 
Distributor Can Help You 


A quick check of your stocks will cell. If your imventory’s out 
of balance—loaded with seldom-used sizes or too-many-of-a-kind 
buiges—you need to cut fastener-inventory costs and confusion. 

The man to call is your Republic Bolt and Nut Distributor. 
He's helped many other manufacturers with the same 
The secret of his success—complete stocks of fasteners of all types 
and sizes; quick deliveries on requirements in any quantity; 
dependable, full-range services. 

Because your local distributor maintains fastener stocks to 
serve hundreds of customers, his inventory cost per unit is rock 
bertom. This means that he can probably supply many of your 
present needs at lower costs than would be possible from your 
own on-hand stocks. : 

Get acquainted with your Republic Bolt and Nut Distributor. 
He is as close as your phone and ready to serve you now 
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Call your local distributor for quick deliveries of... : 
REPUBLIC Bolts and Nuts (a=) = 


FASTENERS—a complete selection of standard and special p 
bolts and nuts are available in carbon, alloy, and ENDURO® St@ 
Steel. Brite-Guard and other protective finishes are also o 








SWEEPING 





THE Month by month, Republic advertisements lik¢ 
these back your sales efforts ... reach the men wha 

buy and specify in all of your major markets such 

Fl ELD. ss y as: metalworking, construction, railroad, automo 


tive, processing, and mining. They highlight thd 7 
to help you sell more Republic quality and variety of your products and services 


Fasteners, Steel Sheets, Pipe, a customer confidence and good will; being 
increased sales and profits to you . . . the Republid 


Cold Finished Bars Distributor. 
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GIVE US 
A TRY... 
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INVENTORIES GET OUT OF HAND 
Cail your Stee/ Service Center 
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eer cataed eo send on Saving you money is the business 
of your Republic Pipe distributor! 


it's crue. The business is pipe, fittings. fixtures, and controls. 
But your Republic Pipe distributor doesn’t stop there. 
To save you money, time, and trouble, this man stocks in depth. 
He emplovs enough peopie—the right kind of people —needed to service 
your account fully. Aad, be maiotains a full-came delivery system .. . 
men and trucks that can load, leave, and get there fast. 


Your Republic Pipe distmbucor waats your business. @ 















He'll work hard and long to carn it. His steel pipe is the world’s finest. 
It is delivered clean, dry, and rust-free ...as you need it... 
in the sizes and weights you specify. 







INSIST ON PIPE MADE IN U.S.A. 
Phone your loca! distributor for fast delivery of... 
ee 


REPUBLIC Steel Pipe 


STEEL PIPE—for plumbing, heating, and air conditioning. Also flexible and semi- 
rigid plastic pipe with all necessary fittings. 




















DOUBLE THE IMPACT of Republic distributor support advertising by ordering reprints 
to send to your mailing list or include with your monthly billing. Available at no 






cost, they come imprinted with your company name... another of the advantages 
of stocking Republic products. For information on Republic products and ad re- 
prints, mail the coupon. 
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elo 6 EETS— for a wide variety of applications—are f 
ble in ENDURO” Stainless Steel, Electro Paintlok”, + Steel Modern 
ous Galvanized, and Galvannealed. Dependable 
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NUBLE-ACTION 
NATI@O NAIL 


KANT TINK 


SPRING WASHERS 





ULTRASONIC CLEANER 


Ultrasonic cleaner, called the Max- 
son, has a 1'4 quart capacity and 
features a built-in electronic circuit 
that transmits peak power directly 
from transducer to cleaning tank. 
Unit is designed to clean a large 
volume of large pieces faster, more 
efficiently, more economically. Plugs 


in a space just 8 x 6-in. Power out- 
put 45 watts. L & R Mfg. Co., 577 
Elm St., Kearny, N. J. 





Customer - preferred 
for Performance 


Distributor - preterred for Profits 


High-efficiency National Kantlink Spring Lock 
Washers are known industry-wide for their “‘live 
action”, longer lasting dependability. National 
features an expanding, powerful helical spring 
action that assures permanently-tight bolted as- 
semblies. Distributors nationwide like National's 
mutual-interest sales policy that affords maxi- 


mum distribution sales and profits from the 2 : 
customer-preferred spring washer line! Plastic tubing offered 
in wide range of sizes 


Transparent butyrate plastic tubing, 





National Display Packaging 
is Clearly Labeled, Easier to 
Store 

Convenient to display National 
packages are supplied for all 
standard sizes. These especially 
re-inforced boxes are extra-strong 


series “200”, is offered in 76 stand- 
ard sizes from .750-in O.D. with a 
1/16-in wall thickness to a 6.625-in 
O.D. with a 14-in wall thickness. Tub- 


to prevent damage and keep 
shelves neat and attractive. 





~~ Stock and Sell National — ing has a high degree of machin- 
\ Your “Double Action” Profit aes . 
wane ] Maker ability and can be drilled, sawed, 
—_ ee / ~ 
National Catalogs are available. tapped, lathe turned and cut. Com- 


ve 2x) 

\ee Sieulors on the Nelonal ine. paratively inert, it can be used safely 

with many chemicals. Tubing ma- 
The NATIONAL. terial offers an impact strength of 

LO CK WASHER COMPANY 2 ft. lbs. per inch of notch at 73.4 deg. 


F. This drops to only 0.9 ft. lbs. at 
A0-deg. F. Busada Mfg. Corp., 
Representatives in Principal Cities in the United States and Canada 32-21 Downing St., Flushing 54, N.Y. 


NEWARK 5, NEW JERSEY e MILWAUKEE 2 WISCONSIN 
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PETRO. BALL VALVE 


FEATURES DOUBLE UNIONS AT NO EXTRA COST! 


After years of thorough research and testing, 
Clayton Mark has introduced its new PETRO 
BALL VALVE—with outstanding engineering 
features and built-in performance, which makes 
it singularly attractive to almost every piping and 
valve application. The essence of simplicity, the 
valve body can be removed without disturbing 
any other part of the piping. ..injust13 seconds! 
The PETRO BALL VALVE is designed with fea- 


tures that make it definitely superior to other 
valves: @ easy quarter-turn improved handle, 
2) completely contained seals, @ floating ball 
gives tighter seal, © interchangeable dual seats, 
5) largest port opening, © rust-proof one-piece 
forging and @ cadmium-plated nuts. And re- 
member—each and every PETRO BALL VALVE 
is air-tested under 100 pounds pressure to 
assure perfect operation. 


Distributorships available on a selective basis 


1961 


g a PUMPS “J ® WATER WELL SUPPLIES 
— 





CLAYTON MARK 


COMPANY 


1900 DEMPSTER STREET - EVANSTON, ILLINOIS +: U.S.A. 
= ; 


—~ CONDUIT , UNIONS TUBING 
A = 


@ 
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Take it from William Protz of F.R. Dengel Division, 
Crichton Corporation 


QUALITY, SERVICE, PRICE 


make it 


worth your while LINE’ 
to be a 100% “< 


distributor of PLASTIC PIPE 


“Quality, backed by a reliable manufacturer . . . excellent ship- 








ping . Competitive prices,” these are some of the reasons 
Purchasing Agent William H. Protz (shown above left with 
CresLINE Representative Walter Settle) gives for the fact that 
F. R. Dengel Division of Crichton Corporation, Milwaukee, Wis., 
is a 100% CresLINE distributor. Other reasons cited by Mr. 
Protz: “A most complete line of sizes and types including PVC, 
permitting combined shipments . . . Close cooperation on the 
part of the CresLINE representative.” All solid reasons why it 


will pay you to investigate CresLINE. Write for prices and details. 


rroneee memser OF — BRECCENT PLASTICS. INC 
pn - « Dept. I-1 
(st) 955 Diamond Ave. * Evansville 7, Indiana 
ee 





“Bearingizing” increases pump life, 
eliminates excessive bearing wear 


“Bearingizing”, an operation which 
accurately sizes and smooths the bore 
of the bearing housing, is integral 
part of operation in the manufacture 
of company’s 4000 series pumps. 
Process is said to achieve an accurate 
sizing of the bore as well as a dense, 


hard surface. Deming Co., Salem, 


Ohio 








Wheels have self aligning flanges; 
can be used with present equipment 


“Cosmo-Contact' Wheels” are avail- 
able in wide range of sizes, durom- 
eters and serrations, can reduce 
finishing and grinding costs, maker 
claims. Shaft flanges, designed fo 
use with present equipment, reduce 
vibration, are economically priced, 
maker claims. Flanges are of 4-in 
steel discs, faced with a rubber cush- 
ion that fits snug to any worn or 
scored shaft. Centrifugal force pro- 
vides perfect alignment, a balanced, 
vibration-free operation. Units elimi- 
nate high and low spot problems, 
provide a more uniform and finer 
finish for end product. Cosmo- 
Wheels, Inc., 1019 Fulton St., Chi- 


cago 7, Ill. 
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HOLD-DOWN TOGGLE CLAMP 


Hold-down 
clamp, model 325, is designed espe- 


medium duty toggle 
cially for attachment by welding the 
front or top of its base to the sides of 
conveyors or containers and the edges 
of lids or covers. Clamp weighs 15 
ounces, has a holding pressure rated 
at 800 lbs. Jaw, or hold-down bar is 
made of forged alloy steel, moves 
90-deg. to 
17/64-in diam. holes in base allow 


clear working area. 
for special mounting applications. 
Red plastic handle moves 50-deg. for 
one-hand operation. Detroit Stamping 


Co., 330 Midland Ave., Detroit 3, 
Mich. 





Screwdriver kit for hard to reach 
hex, multiple spline set screws 


Screwdriver kit contains four screw- 


drivers with an overall length of 
1014-in in size numbers 2, 4, 6 and 
8, and a packet of accessory parts, 
all packaged in a heavy canvas con- 
tainer. Bristol Co., Socket Screw Div., 
Waterbury 20, Conn. 


Flex valve for use in hazardous 
or inaccessible locations 


“Ful-flo” flex valve, to control highly 
abrasive slurries and corrosive mate- 
rials in hazardous or inaccessible lo- 
cations, has a simple pipe-like body 
which provides full capacity and un- 
obstructed flow. It will not plug, 
and closes tight even on small solids. 
Smooth bore minimizes incrustation, 
permitting easy cleaning by tapping 
with a mallet. Flexible body absorbs 
vibration and is unaffected by water 
hammer. It will not freeze in outdoor 
service. Diaphragm motor permits 
automatic control. Sizes from 1 to 
Connections include slip-on 
Flexible 


Valve Corp., 560 Commercial Ave., 


Palisades Park, N. J. 


12-in. 


and flanged types. Farris 
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MILWAUKEE 
‘4S THE LINE 


INDUSTRIAL 
BRUSH NEED” 


G. \ 


a TD < 

















THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 








cece ee 





To make your Industrial 
Brush Service a top notch 
one we are organized to 
give you a service com- 
plete in every detail. Our 
job is to see that you are 
supplied promptly and 
that you get the quality 
products that promote 
sales. 


MILWAUKEE Production 
Brushes for power use— 
production brushes for hand 
use—brushes for various 
maintenance needs. Your 
good service today will pay 
off time after time. For In- 
dustrial Brushes be sure— 
make it MILWAUKEE. 





* 


MILWAUKEE 45, WISCONSIN 
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RAWL 


PRODUCTS 


A COMPLETE LINE OF ANCHORING and DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY 





. backed by complete, close-up support 
that puts this entire organization squarely 
behind your sales effort 





Space heater provides more T= 
useful heat per kilowatt Explo: 
“Vycor” space heater, initially offere: wide 


for farm applications, is being mat 


keted for industrial, commercial use Three 
Heating units emit infrared waves valves 

from wire coils encased in a tube of |" 
96 per cent silica glass. Suggested hazar 

applications: garages; gas stations; able 
loading docks, patios, ticket booths, and ( 
| factories and warehouses, bus and }/"® P 

RAWLPLUG railway stops, drive-ins and shelters. ? 
DETROIT “COMPANY Corning Glass Works, Industrial Com- Class 
$$$ ponents Department, Corning, Neu etc.) ; 
York dust ) 

NPT 
Skint 
Preci 
Brita 





STRAP-TYPE PILLOW BLOCK Core 
All-purpose, strap-type pillow block, V/>. 
series 1330-1338, is available in shaft ca 
sizes 14-in thru l-in, increasing range | With 


Build profits with the leading line of an cacaneanilan toca an ae te 


this strap-type unit. For ease of in- JHam 


masonry anchoring products, aggres- stallation, a simple detent arrange- | dian 
sively promoted, sold, and serviced to ee ee ee ee 


plated cap and base together until the | steel 


help you win and keep customers. mounting bolts are installed. Units | incre 


available with either a sintered bronze | Mod 





AUTOMATED STOCK CONTROL EFFICIENT MODERN PLANT 


° r graphited bushing. Units can be lf. 
For details, please call or write: J. E. BURKE, Marketing Manager seoglh ; oe siting xi “a? Vp 
furnished for oil or grease lubrica- | 814- 


THE RAWLPLUG COMPANY, INC. | j..misi2. ira |. 


Plastic E. Randall Graphite Bearings, | of 1 


204 Petersville Road, New Rochelle, N. Y. —_— Inc., Box 839, Lima. Ohio. Chic 
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Explosion-proof solenoid valves in 
wide range of voltages, frequencies 


Three-way ‘xplosion-proof solenoid 
valves with a !5-in main orifice and 
l4-in NPTE are designed for use in 
hazardous locations. Valves are avail- 
able normally open, normally closed 
and directional control, with operat- 
ing pressure differentials of 5 to 150 
psi. Valves are UL approved for 
Class | Group D use ( gasoline vapors, 
etc.): Class Il Group F (coal, coke 
dust) and Group G grain dust. 14-in 
NPT conduit housing is standard. 
Skinner Electric Valve Div., Skinner 
Precision Industries, Ine., Neu 


Britain, Conn. 





Core bits drill holes to 
3!/2-in. diam. in masonry 


With addition of carbide tipped, 
hollow-core bits, company’s “Roto- 
Hammers” can drill holes to 314-in 
diam. in walls, floors and ceilings 
even when masonry is reinforced with 
steel rods or wire mesh. New bits 
increase hole drilling capacity of 
Model 726 Roto-Hammer from 114 to 
1%-in, with an effective depth of 
8'-in, and Model 736 from 2 to 
3'%-in with an effective drilling depth 
of 10-in. Skil Corp., 5033 Elston Ave., 
Chicago 30, Til. 











Meet Ben 


he helps you do more with DELTA 


As Metalworking Product Manager for Rockwell’s Power Tool 
Division, Ben Eldridge has a lot to do with the introduction of new 
products. You might say that part of his job is creating sales 
because that’s just what new products do for Delta Industrial 
Distributors. Not only do new products stimulate extra sales activity 
with new prospects, they give salesmen an approach to present 
customers that helps to sell other tools in the line. 

Over the years, Ben has seen new product development play an 
increasingly important part in Rockwell’s planned program of 
distributor support. By enabling Delta Distributors to keep pace 
with the changing needs of industry, Rockwell has built a repu- 
tation for power tool leadership. This reputation is an intangible 


ee 


competitive edge in “getting the order.” 

When Ben helps bring a new product into Delta’s line, he counts 
on plenty of backing. Experience in precision manufacturing 
modern tooling and production methods—thorough testing— 
quality control to assure uniformly high standards—these are some 
of the reasons why leading Delta Distributors say you can do more 
with Delta. And they have the figures that prove continued growth 
in sales and profits. 

Find out how you can do more with the Delta line. Drop Ben 
a note on your company letterhead. Address Rockwell Manufac- 
turing Company, Delta Power Tool Division, 634G N. Lexington 
Avenue, Pittsburgh 8, Pennsylvania. 








DELTA INDUSTRIAL TOOLS 


ROCKWELL” 














NEW! Announcing a full line of 


PERMATEX 
COATING COMPOUNDS 


(stronger than concrete) 


SS) 


Easily applied — trowel, brush or spray 
Four special products to meet every need 
Four attractive colors 

Covers metal, wood, concrete 

Economical — one single coat protects 
Resists chemicals, solvents, water, wear 


PRODUCED BY THE WORLD’S LEADER IN 
SEALANTS...PROVEN BY PERFORMANCE! 


* Concrete cracking or crumbling?... recent 
Permatex application at major eastern hotel 
solved problem. Permatex applied with simplest 
tools. Case History available — check coupon. 


Stair treads causing hazards? ... Permatex 
application at large chemical plant... applied 
easily...in a few hours — solved problem. 


* In more and more applications, Permatex Coating 
Compounds are proving that surfacing problems 
can be easily solved . . . economically. 


FREE LITERATURE AND TECHNICAL ASSISTANCE ... WRITE NOW! 











— mmm eee ae 8 eC Ore rere Rk er eer es aman 
I 
If you want proof— | NOTICE TO 
demonstrated in | INDUSTRIAL 
your plant—fill out ] DISTRIBUTORS 
the coupon—mail it Your customer. o 
S are reading this ad this 
now. Add your com month... you can rofit 4 
pany to the growing Sales effort FT Perey putting your 


S behind Permatex Coati 

Compounds... and the Permatex Maire 
tenance Chemicals line. For more infor- 
mation on the Permatex Industrial Dis- 
tributor Sales Program drop us a note 


list of satisfied users 
of Permatex Coat 
Tiysam Lolaalelel lace, 















8 This line of Permatex Coating Compounds, 
as all Permatex Products . . . sealants, adhesives, 
lubricants, degreasers, solvents . . . are 
available from quality Industrial Distributors. 


PEHRMATH Ss 


COMPANY, INC. 
1D-3R, 300 BROADWAY ° HUNTINGTON STATION, L. I., N. Y. 
FACTORIES: BROOKLYN 35, N. Y. * KANSAS CITY 15, KANSAS 
SEALANTS «+ ADHESIVES «+ LUBRICANTS 












Provides great accuracy through 
precise measurement of torque 


High-speed adaptation of company’s 
pneumatic tube expansion control, for 
use in up to and including *4-in steel 
or non-ferrous tubes, is lighter in 
weight than standard unit and fea 
tures a quick reversing handle, help- 
ful in speeding up production. Called 
the Model 900, unit rolls tubes at the 
rate of 12 per minute or better, to 
uniform accuracy of within .001 of 
an inch. Unit automatically stops ex- 
pansion according to a predetermined 
dial torque setting. Airetool M/g. Co., 
Springfield, Ohio 





Air Acetylene Torch has flame 
which triggers ON-OFF automatically 


Flame of air acetylene torch triggers 


ON or OFF automatically without 


external lighting: when  safetied 
trigger is pressed, battery operated 
electronic device lights torch in- 


stantly; releasing trigger shuts gas off 
and flame goes out. Called “Prest-O- 
Matic”, torch burns acetylene, is ideal 
for silver brazing, soldering, temper- 
ing of light metals. 
Products Inc., 900 N. Sepulveda, El 
Segundo, Calif. 


gage Vavan 
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AC ARC. WELDER 


Portable. 


welder, for farm, small scale produc- 


medium-duty AC arc 


tion and maintenance welding ap- 
plications has full 80-volt open circuit 
voltage for welding with all types of 
electrodes from 5 to *s-in diam. 
Called Model M 18 T-1, the 180 
ampere, compact unit is mounted on 
heavy duty wheels and can be moved 
easily. Automatic balance volt-arc 
feature provides a deep penetrating 


arc at high ampere settings and a soft 


arc at low settings for light gage 
metals. The 15 to 180 ampere range 


is covered in 15 steps. Metal & Ther- 
mit Corp., Rahway, N. J. 











Utility pliers are 
thinner and stronger 


Forged alloy steel utility plier, in 7 
and 10-in lengths, features double- 
strong box design and flush rivet pin, 
is 30% 


models, maker claims. For use on flat, 


thinner than conventional 


square, hex or round-shaped objects, 


unit is designed to produce powerful 


leverage in each of four gripping 
positions with no sideway twist or 


strain. Plier measures ;°;-in at thick- 
est point. 7-in model adjusts to 1,y-in 
10-in has maximum jaw 
opening of 11%-in. Xcelite, Inc., 


Orchard Park, N.Y. 


opening, 
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models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX 


SINGLE 
ACTING, 
RATCHET 
LOWERING 

11 Models, 5 to 
20 tons capacity. 
Full capacity 

On toe or cap. 





eeeeeeeeeeeeeeeeeeeeeeee 


POLE PULLING 
& STRAIGHTEN- 
ING JACKS 

3 Models (One 
aluminum alloy) 

5 to 15 tons 


capacity. Standard 
of Bell System. 










SGCeeeesreeeseeeeeReoeeeeees 


GEARED 
© JACKS 
3 Models, 25 to 


35 tons capacity. 
Side toe lift, 


SCC Cee eee eeeeeeeeeeeees 


TRACK (TRIP) 
JACKS 

13 Models (Five 
aluminum alloy) 
Single and 
double acting. 










LEVER 
JACKS 


EMERGENCY 
& BRIDGE 
JACKS 

2 Models, 15 


tons capacity, 
Pivot on base, 













REEL 

JACKS 

3 Models (One 
Aluminum alloy) 
5 to 10 tons 
capacity. 

“T" Base. 


eeeeeeee ee eee eeeeeeeeeee 


MINE TIMBER 
JACKS 

4 Models (One has 
trip mechanism). 
Single and 

double acting. 





BELT 
TENSIONING 





JACK 


5 ton capacity. 
= 





Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 


SG <.« 


Look for further information on Hydraulic and 


Screw Jacks in other advertisements. 


S LEVER TYPE 


TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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WAYS TO 


Sell MOre 
~ Duane 


the HIGH PROFIT, KEY LINE of PORTABLE 
PRECISION METALWORKING TOOLS 











DUMORE 
TOOL POST GRINDERS 
standard of the metalworking industry 

















DUMORE 


DRILLING and 
TAPPING UNITS 


unlimited machining versatility 
for holes from .001” to 3%” 


DUMORE 
VERSA-MIL MILLING UNITS 
machine anything, anywhere 


- 
DUMORE 


HAND 
GRINDERS 


over 250,000 in use 


DUMORE FLEX-SHAFT TOOLS 
over 100,000 in use 





DUMORE 
PRECISION QUILLS 
universally adaptable 





modem 


“a, 
Modern Machine Shop Cover, July, 1960. 
National advertising in metalworking 
publications is one of many Dumore promotions 
that open doors for distributor sales. 
New product programs, direct mail and publicity 
also help to create user acceptance and demand. 


YOU CAN DO MORE SELLING WITH HUMORE. 


THE DUMORE COMPANY, 1324 Seventeenth Street, Racine, Wisconsin 
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Roller bearing for hobbing machine 
arbor permits faster speeds, feeds 


Roller bearing, designed to repla 
usual bronze bearing at outboard en 
of a hobbing machine arbor, is sai 
to permit faster feeds and speed 
result in better finishes and great] 
prolonged cutter life. Bearing heat- 
ing and seizures are eliminated. 
Roller bearings are easily installed 
without machine rework, require n 
extra space, and can be quickly taken 
from one machine and installed on 
another. Lubrication is provided by 
hobbing machine lubrication system. 
Each roller bearing is supplied wit! 
two sets of arbor bushings to ac- 
commodate next two smaller diam. 
arbors. Sonnet Tool & Mfg. Co., 580 
\. Prairie Ave., Hawthorne, Calif. 


.200 


[VEKIN 


No. 75 


HARDENED RADIUS GAGES 


Line of stainless, hardened radius or 
fillet gages have extremely accurate, 
smooth, burrless edges. Line includes 
33 gages for fractional radii, ranging 
from ,; to l-in, and_ thirty-six 
gages for decimal radii, ranging 
from .010-in to 1.000-in. There are 
also 7 sets of gages in the S77 series 
(fractional) radius gages and 7 sets 
in the 75 series (decimal) radius 
gages. Lufkin Rule Co., Saginaw, 


Vic h ° 
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Heavy-duty flexible coupling 
for applications to 8500 HP 


Heavy-duty couplings, for severe and 
continuous service, are easy to install 
and incorporate individual load cush- 
ions which transfer the entire load, 
thus eliminating metal-to-metal con- 
tact at jaws. Driving and driven 
shaft connections are made quickly 
and easily, with simple and positive 
alignment procedure using only a 
straight edge. Couplings require no 
lubrication, have all parts plainly vis- 
ible. Called type H couplings, cou- 
plings are available with bore sizes 
to 9'%-in. Lovejoy Flexible Cou- 
pling Co., 4961 West Lake St., Chi- 
cago 14, Ill. 





a. 


Fluid prevents build-up of static 
charges on plastic faced instruments 


Chemical anti-static fluid provides a 
thin transparent coating which drains 
off static electricity on meter and in- 
strument windows etc. Called Statnul. 
fluid has remained effective in sus- 
tained atmospheres of 2 per cent rela- 
tive humidity long after other anti- 
statics have broken down, maker 
claims. Available in plastic squeeze 
bottles and impregnated cloths. Day- 
strom Inc., Weston Instruments Div.. 
614 Frelinghuysen Ave., Newark 12. 
N. J. 
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REPEAT DEMAND 
FOR OSBORN 
PAINT BRUSHES 
MEANS MORE 
PROFIT TO YOU 


Selling from scratch can take time. Too much time. That's 
where the repeat demand for popular Osborn industrial 
brushes saves you valuabie time. Pays off in more profit 
per call. Osborn brushes are backed by solid, pre-selling 
national promotion. It's the complete, top-quality brush 
line respected for value by both buyers and users. How 
can you take advantage? On every call—ask for an 
Osborn industrial brush order. The steady demand means 
repeat business, more profit to you. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 
14, Ohio. ENdicott 1-1900. 


Power, Paint and Maintenance Brushes 
Metal Finishing Machines. ..and Finishing O N 
Methods « Foundry Production Machinery 

® 
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Profit from Selling 





KLEIN 


Electronic 


PLIERS 


In almost every section of the country you 
will find manufacturers of electrical and 
electronic components who offer an im- 
portant market for Klein specialized elec- 
tronic pliers. These manufacturers offer 
a profitable source of business for every 
industrial distributor. 

If you now handle Klein pliers, be sure 
your salesmen are going after quantity 
plier orders in the electrical and elec- 
tronic field. We shall be glad to supply 
them with catalogs. If you do not sell 
Klein pliers, mail the coupon below. 








Sold only through distributors 


The Klein line includes a complete 
range of pliers, side cutters, oblique 
pliers, long nose pliers, as well as the 
selected electronic pliers shown here 
—over 150 different sizes and styles. 


\ Nets 4 


ox 6 LE INoom & Sons 


RPORATE 


7200 McCORMICK ROAD. CHICAGO 45, ILL 


D211-6C—Cutters af tip 


set. at 45° angle. 





D208-6C—A shear cut- 












D318-5'\4—Long needle 
nose for reaching con- 


204-6—Cutters at tip. 

















DO52-C—Specially de- 
signed for wiring printed 
circuits. 


D207-5C — Replaceable 
blede shear cutter. Will 
cut dead soft wire or ex- 
tremely hard wire. 












Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. 


Please send me the Klein Plier Catalog and information. 


Name 





Title 





Company 





Address 








City State 
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HELICAL REDUCER ATTACHMENT 


Helical attachment, available for all 
of company’s Radicon worm gear 
reducers with center distances of 4 
to 8 inches, allows ratio increases of 
from 30/1 to 304/1 at a mechanical 
input HP range of 0.97 to 22.8. 
Torque can be increased from 19,000 
in. lbs. to 39,800 in. lbs. Foote Bros. 
Gear & 4545 S. 


Western Ave.. 


Machine Corp., 
Chicago, Ill. 





Vibro-Graver writes names, 
initials or code numbers 


Vibro-Graver writes names, 


initials, 
or code numbers at a speed of 7200 
vibrations per minute to permanently 
identify tools, machinery and produc- 
tion parts. Control wheel adjusts for 
fine, medium, or coarse stroke on 
metals, marble, glass, plastics, leather, 
ceramics and hard rubber. Burgess 
Vibrocrafters, Inc., Commercial 


Products Div., Grayslake, Ii. 


HORIZONTAL AIR GRINDERS 


Horizontal air grinders are available 
The 517 
is available with speeds of 4500 or 
6000 RPM with a 6-in grinding 
wheel and 9000 RPM with a 4-in 
wheel. The 541 operates at 4350 
RPM with an 8-in wheel and at 6000 
RPM with a 6-in wheel. Both tools 
used for wire brushing 


in two sizes: 517 and 541. 


can also be 
and buffing with a longer spindle. 
Features include a lever momentary 
throttle; a throttle lock out for safety 
in changing weight 
housings; full flow 


wheels; light 
magnesium 
throttles with stainless steel ball valve 
and replaceable oil resistant rubber 
valve seat; floating rotor construction 
with lapped fine grain iron end 
Albertson & Co., 


plates. Sioux City, 


lowa 


INDUSTRIAL DISTRIBUTION 
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Hook has releasing feature which 
eliminates unlocking of live loads 


“Release-A-Matic” hook has a releas- 
ing feature which permits operator 
to stand clear and eliminates hazards 
of unhooking live loads. Positive lock 
prevents opening under any load con- 
ditions except when intentionally re- 
leased by the pull ring. Combines 
quick use of conventional hook with 
safety of a shackle, without pin prob- 
lems. Merrill Bros., Artic St., Mas- 
peth, ae 2 








REVERSIBLE TAPPER 


Reversible SPV tapping attachment, 
type SAR-51, is specially made . for 
Attach- 


nent cover thread sizes from +0 to 


Burgmaster turret drills. 
+8, features ball type thread which 
zives a high thread quality. Home- 
strand Machine Toel Corp., 392 West 
Putnam Ave., Greenwich, Conn. 
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Butene « Buty! Acetate » Calciu 
« Carbon Dioxide + Car’ 
Chiorine + Chlor 

Oil + Creos 

Ethylene 

+ Hyd 

Liquo: , 

« Methy 


Oleic Acid + Olec : 
s 


” 
Ether « Phenol » Phosphoric A 





| You keep customer good will when 
you sell DURABLA gaskets. He buys 
gaskets of a single material that can 
be used with proved safety for over 
120 chemicals, and their thousands 
of variations. 
| You serve him quickly . . . exactly. 
That kind of customer service brings 
| him back for more. In addition, there 
| is less chance of making mistakes in 
| filling orders, and at inventory time. 
Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
| a small amount of special compound, 


| 


| 


DM-38 


ralmia 


£S Gus | 








ansing Sc 
iesel Fue 


) « Furfui 


« Kerosene « Kroft 

Acetate + Methy! Alcohol 

a@phtha + Nicotine + Nitric Acid « 
= Pentane « Petroleum «+ Petroleum 


Potassium Cyanide + Potassium 


ee er ee. f i 


és oe ce ae 
e janiiim HYOFOXIGe © sodium 


chloride + Tetrachlorethane + Toluol « Tri-Sodium Phosphate + Trichlorethylene + Turpentine - 


— SIMPLIFY INVENTORY 


with the all-purpose gasket material 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list, samples and 
descriptive bulletin [D-71. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


® 





Manutacturers of DURABLA Pump Valves and Check Valves 
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BEEBE BROS. 


2720 Sixth Avenue South 


“Strongest geared power for its weight in the world” 
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ONE BEEBE 
2-TON 
WINCH 


positions this 
stacker 
boom 


= 





Yes, it takes only one Beebe Hand Winch to 
swing this stacker boom in a semi-circle so it can 
dump aggregate in various piles. The winch is rigged 
with an endless cable which loops around a large 


bullwheel which turns the boom. 


Beebe Hand Winches are ideal for providing 
this type of stand-by power. They offer a power 
source that is low in initial cost, requires a minimum 
of maintenance, and is always ready to deliver con- 


trolled power on moment’s notice. 


Whenever you need dependable, intermittent 


power, consider the use of Beebe Bros. Hand Winches. 


Winches 


makes them one of the best machinery values on 


The outstanding quality of Beebe 


the market today. 


MANUFACTURING COMPANY * 
Seattle 4, Washington 
Copr. B.8 











Air compressor features 
improved cooling system 


“Power Aire” portable air compresso 
features a forced air internal cooling 
system which cuts operating tempera 
ture of all-purpose unit from 20 to 6¢ 
degrees below externally cooled types 
maker claims. Compressor weighs 
just 27 lbs.. including 144-hp moto: 
and is guaranteed to deliver clean, oil 
free air at 1.8 cfm and 50 psi pres 
Com- 
pressor Div., Milwaukee 1, Wisconsir 


sure. Johnson Service Co., 





LIGHT DUTY BALANCERS 


Two and four pound capacity bal- 


ancers. the smallest in company s 
line, have same features as company s 
larger balancers. Designated models 
65B-0 and 65B-1, 


handle small tools weighing up to two 


balancers' will 


and four pounds, respectively. Units 
are of heavy cast aluminum with over- 
size mainshaft and bearings. The 
‘s-in diam. 5-ft. strand steel cable 
assures long. trouble-free service: 
precision engineered mainspring pro- 
vides smooth, even pull. Units weigh 
11% lbs. Gardner-Denver Co., Quincy, 


lil. 
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crew conveyor drive for short 
ronveyor flights, low HP needs 


ompact screw conveyor drive, Series 
100, is especially designed for short 
mveyor flights and low HP require- 
ments. Drives are offered in two speed 
ratios: 8:1 for up to 6 HP at 225 rpm, 
und 18:1 for up to 3.8 HP at 100 
pm. Unit consists of a double-re- 
uction speed reducer with packing 
gland and driving shaft that mounts 
n a trough end. Trough ends also 
wailable. Unit features heat treated 
elical steel gears and pinions, re- 
ucer triple-sealed against materials 
being conveyed, heavy-duty tapered 
oller bearings in reducer that take 
thrust from screw in either direction. 


Jodge Mfg. Corp., Mishawaka, Ind. 





CONVEYOR CHAINS 


Company's “Chabelco” line of chains 


eatures Delrin-bushed rollers. said to 


ncrease chain wear life over cast 


hains at a 2 to 1 ratio. Delrin is 


ighly resistant to moisture. retains 
ts strength and size when wet. resists 
yrrosion better than stainless and has 


of friction. 


need 


low coefficient maker 


Rollers 


ubrication, operate quietly and can 


laims. little or no 
continuously cleaned with water at 
emperatures to 180-deg. Chains 
range from 3.000. to 6.000 pitch, 
Wailable in full range. Chain Belt 
Co.. Milwaukee 1, Wis 
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Electronic “brain” 
surprises Bassick 


distributor with 
caster sales facts 





One of our largest distributors sells so many different products that he 
recently installed an electronic accounting system to help him keep track 
of sales, inventory, reordering ...and profits. 

Within an amazingly short time, the electronic “brain” sifted through a 
welter of figures and came up with a surprising fact: Bassick casters were 
one of his “top five’”” money makers. 

We could say, ““We told you so,” because it’s a theme we've been preaching 
all along. 

Salesmen like to sell an easy-to-understand non-technical product like 
Bassick casters. They work harder at it. What’s more, almost every company 
they call on for other lines is also a caster prospect. Can you name a single 
company that doesn’t use casters” 

And, of course, the 
years, is always an aid in any sales conversation. 

If “Bassicks” are not one of your “top five” profit makers, maybe you’re 


3assick name, pre-sold to caster-users for over 75 











overlooking a bet. You'll find plenty of caster-selling ideas in your Bassick 
Distributor Newscaster. Check a copy today. 1.24 
Symbol of o~ 
THE a SO 
ee Bassick [FZ 
BRIDGEPORT 5, CONN ‘acettence! A DIVISION OF ~ 














IN CANADA: 
BELLEVILLE, ONT 











STEWART-WARNER CORPORATION 
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NOW! 
All Wilton. "C” CLAMPS 


have 





Tool bits designed for 
long life, wear resistance 7 
Series of tool bits, called “Or-Bits’’, ; 







available in two types of steel, bot 
suited for general purpose work in 
most materials as well as for cutting 
heat treated steels and other hich 








ae tensile-strength materials. Or-Bit | : 
series is of M-4 high speed steel com 
re position which combines abrasion reg eu 
3 sistance with high edge strength to 
Here’s positive proof Ce y . withstand shock of intermittent cuts 
that PERMA-PADS ) : They are available in regular flat and i. 
i enme oft ta ¢] square sizes, either ground or ormtaati 
. finished”. Or-Bit XV tool bits are off 
. mush 
a type of cobalt steel capable of being 
treated to higher hardness than pref. 
Try the hammer test yourself. Hit a conventional swivel pad on spindle till it wien Aen «n high anil fae ight 
falls off. Repeat test using a PERMA + PAD equipped spindle. See results below. ap, oft ; - = a ae 
are recommended for machining high- Avi 
tensile-strength materials, such ast ial 
The PERMA - PAD swivel heat treated steels, and for resisting} on 
stayed on and is still in abrasion encountered in cutting hard} 
The ordinary “crimped-on” pad _— after the twentieth cast iron, cast steel, aluminum, brass, 7 
f | d by Wilton fi ff = ham blow! : =. ; . eum 
sages Bone: aor. — esi ene plastics. Morst Twist Drill & Machine lle 
’ alle 
Co., Div., Van Norman Industries, 
NOW! ALL PARTS OF WILTON C-CLAMPS ARE SPECIALLY a tan Pleas Se Mae ce 
HARDENED BY WILTON’S white hot FIRE BATH PROCESS! — a ee 
j SS. 
heav 
lude 
Hrap 
Lr lype 
ma 
rs a 
Batic 
Wilton Regular Duty Wilton Regular Duty foils 
stondard throat depth extra deep throat . 
SERIES 500 C-CLAMPS SERIES 400 C-CLAMPS vide! 
ductile alloy drop forged steel d 
ndu. 


ONLY WILTON C-CLAMPS OFFER THIS EXCLUSIVE PROFIT-MAKING FEATURE! 
SELL THE FULL PROFIT AND FEATURE-PACKED LINE OF 
WILTON C-CLAMPS! 





fan | 
Bout 
MOBILE VACUUM 


Heavy-duty, gasoline-powered mobile Fs 
vacuum, the “Vac-35”, is a powerful, 
ll cu. ft. capacity machine with an impr 
effective “suction power” intake that fenar 
Wilton Heavy Duty Wilton Rapid Titan 


standard throat depth New Design regular duty 


a — 7 —" clears a 30-in swath without dust infyith 


PROMOTE WILTON C-CLAMPS . . . THE CHOICE OF THOSE rapid time. Of strong, lightweight hic 
WHO DEMAND THE FINEST! UNCONDITIONALLY GUARANTEED! fiberglass construction, unit features Poo) 


pre-stressed truss type handle; spark-Babir 
Wi L . fe free impeller blades of aluminum hee 
WILTON TOOL MFG. CO. INC., SCHILLER PARK, ILLINOIS alloy; handle-height throttle control. Bilit 


Manufacturers of the World’s largest and most complete line of clamping tools! Parker Sweeper Co., Spring field, Polle 
1D-77 Ohio 


gathers dirt, dust, newspapers etc.,f cc 
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meumatic tensioners handle all 
idths of conmpany’s cord strapping 


wo “Avistrap” mechanized pneu- 


r fommbaatic tintiensia, Medd AVN, « 
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pusher type, and Model AVN-2, for 
urge pallets and general use, are 
ight weight (under 4 lbs.), easy to 
pnale. Tensioners handle widths of 
Avistrap”—a rayon packaging ma- 
trial said to have _ exceptional 
trength—ranging from 14 to %4-in, 
eature pre-determined tensioning to 
tliminate guess-work on unit and 
pallet loads. 

Also announced: two heavy-duty 
rayon “Avistraps” and newly designed 
heavy-duty dispensers. Avistraps in- 


lude 


trapping in a 1400-yd. coil; and 


Type 55, 5 -in heavy-duty 
ype 65, 34-in heavy-duty strapping, 
m a 1134-yd. coil. Separate dispens- 
fs are available for both types, also 
Kationary and portable dispensers. 
oils weigh only 1/5 of comparable- 
width steel strapping, maker claims. 
ndustrial Packaging 
van Viscose Corp., 1617 Pennsylvania 


Houlevard, Phila. 3, Pa. 


Dep’t., Ameri- 


WIE-SETTER’S MOVABLE BENCH 


Improved model of company’s main- 
knance or die-setter’s movable bench 
s completely arc welded, fabricated 
with three steel drawers and a cabinet 
which has an adjustable center shelf. 
Door’s new knob lock and drawers’ 
abinet locks are keyed alike. 5-in 
theels offer greater capacity and mo- 
ility. Dimensions: 24 x 36 x 34-in. 
Pollard Bros. Mfg. Co., Chicago, Ill. 
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Choice of the wise buyer 
who compares... 


















CM METEOR ELECTRIC WIRE ROPE 
HOIST ‘4 to 5 ton capacities — Compact, 
enclosed design. Low headroom. Contin- 
vous duty motor with thermal overload pro- 
tection for heavy duty service. Precision 
bearings and helical gears for long life. 
Only 110 volts at push button 
control. Hook suspension; plain, 
geared or motor driven trolley. 







CM LODESTAR ELECTRIC CHAIN HOIST—\% to 2 ton capac- 
ities —First truly heavy duty version of small electric hoist. %4 ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist—\4 to 10 ton capacities 
—Easy to carry. One ton model 
weighs only 36 pounds. Made 
of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 









HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 
CM makes them all! So 
you can choose a hoist that’s 
perfectly suited to your 
specific needs in a compact, 
rugged and safe CM design. 
CM TROLLEYS AND CRANES 


2 


CM PULLER —“The One Man 
Gang”— & to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Auto- 
matic load brake holds at any 
point. % ton model weighs only 
13 pounds and fits in a tool box. 


CM-Alloy load chain. 














@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


Request catalog and name of local stocking distributor. 
TONAWANDA, NEW YORK 


HOISTS 
NEW YORK, MOUNTAINSIDE, N. J., CHICAGO, CLEVELAND 


COLUMBUS McKINNON CORPORATION 
In Canada: COLUMBUS McKINNON LIMITED, ST. CATHARINES, ONTARIO 
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Wendt-Sonis Company 


HANNIBAL, MISSOURI « 


ROGERS, ARKANSAS 











Aerosol enamels are easy to 
apply, fast drying and permanent 


Enamels, in 16 oz. aerosol containers 
are said to provide the simplest an 
most economical way to color codg 
inventory stocks and work in process 
for marking tools by departments 
identifying piping, valves, electrica 
connections; directing  inter-plan 
routing of materials, inspection mark 
ing, and other color coding opera 
tions. Enamels are fast drying an 
adhere to wood, plastic, metal, cor 
rogated board etc. They cannot bi 
accidentally removed, are well suited 
for inside and outside applications; 
Available in 18 colors. Reynolds Ink 
Inc., 2075 E. 65th St., Cleveland 3: 
Ohio 





COUNTERBORES 


Full range of sizes of Taper Shank 
continuous pilot counterbores for all 
U.S.S. cap screws, including the 1960 
series, have been added to company’s 
line. Straight shank counterbore sizes 
for ‘60 series cap screws have also 
been added. Counterbores are of high 
speed steel, specially heat treated for 
tool life 


tolerances. 


maximum and precision 


Flute 


lengths are extra long to permit re- 


ground to close 
sharpening many more times than is 
possible with conventional counter- 
bores, maker claims. Extra-heavy 
shank increases tool strength, permits 
faster cutting. Fastcut Tool Co., 
35425 Mound Road, Warren, Mich- 


igan 
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PORTABLE AIR COMPRESSORS 


Series of tank mounted portable air 
ompressors may be used in spray 
painting systems and installations, or 
to fill any general compressed air 
need. Line comes in four models— 
two with a one hp electric motor, and 
two with a 2% hp gasoline engine. 
{ll models provide operating pres- 
sures of 70-80 psi, and feature a 15 
gallon tank. All are designed to give 
high volume at low cost, and all fea- 
ture a two cylinder, single stage air 
cooled compressor unit. Electric mod- 
els provide displacements of 6.6 cu. 
ft. per minute, delivery rates of 4.4 
cu. ft. per minute at a compressor 
speed of 650 rpm. Gasoline engine 
models provide displacements of 8.8 
cu. ft. per minute, delivery rates of 


5.7 cu. ft. per minute at a compressor 


speed of 850 rpm. Binks Mfg. Co., 
3140 Carroll Ave., Chicago 12, Ill. 





ELECTRIC HAND GRINDER 


“Lesto” GE/USL 33/1 electric hand 
grinder, a heavy duty tool, offers 
particular application in manufacture 
of die-casting, stamping and tooling. 
Unit has a power input of 250 watts 
continuous, with a spindle speed of 
25,000 rpm at no load and 15.000 
rpm under load. Grinding wheels to 
l-in diam. may be used. Victor J. 
Krieg, Inc., P.O. Box 7, 1 Depot 


Plaza. Mamaroneck, N. Y. 
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UTICA DROP FORGE & TOOL DIVISION + 





UTICA 
UNWRAPS 
A NEW 
BENT CHAIN 
NOSE 
PLIER 


“Electronic Plier-of-the-Month” July and August 







Co: 


ACTUAL SIZE § 


Never before available on an industry-wide basis! This month’s 
Utica special is the #25-5 ...a new bent chain nose plier designed 
to grip, twist and loop very fine wire in closely confined areas. It’s 
ideal for work on chassis as well as other subminiature electronic 
assemblies. Special features include 60° angle bent chain nose ® 
Beveled edges full length of jaw @ Fine serrations in jaws to pre- 
vent nicking or marking @ Primer coated dipped cushion grip 
handles and Bauer spring to reduce operator fatigue @ Induction 
hardened edges @ Gleaming finish @© Backed by Utica’s famous full 
guarantee. Write for complete information on the #25-5 or the 
Utica Electronic Plier of the Month program. Or ask to have your 
Utica distributor call! 


KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 


UTICA 
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» ELIMINATES 


meracs mouerevte 
_ 


RUST AND CORROSION 


DURING 
PRODUCTION 


@ stock this new product for 


«++ LARGE VOLUME 
- + REPEAT BUSINESS 
- ++ FAVORABLE MARK-UP 


CRC 3-36 drives out moisture from grain boundaries, cracks and 
pores and leaves a thin molecular film to protect the metallic 
surface from the re-entry of moisture. It offers an effective, low 
cost method of preventing rust and corrosion. This formula is 
equally effective on iron, steel, aluminum, magnesium and plated 
and painted surfaces. It will not affect tolerances and is suitable 
for use on precision equipment and sub-assemblies as well as 
machined surfaces, castings and raw material stock . . . CRC 3-36 
lifts corrosive scale and facilitates cleaning . . . does not have to 
be removed. 

CRC 3-36 distributors everywhere are telling the same story 
... high turnover—excellent profits. They are stocking only CRC 
3-36, a multi-purpose formula that replaces many slow-moving, 
single purpose items. Investigate now. 

FOR FURTHER INFORMATION on where and how to sell CRC 3-36, 
write or call CORROSION REACTION CONSULTANTS, 
116-3B Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


“SO Shipiiasin 


@ RUST AND CORROSION 
PREVENTION PROGRAMS 





BONDED GRAPHITE COATING 


Bonded graphite coating, called “Slip- 
Plate” 


can be brushed, sprayed or rolled on 


is available in liquid form, 


quickly and easily. Air drying, coat- 
ing requires only 10 to 15 minutes to 
produce a hard bonded graphite coat- 
ing which will provide lubrication as 
well as rust resistance for long periods 
of time. Coating is not affected by 
elements, temperature changes from 
800-deg F to 75-deg. F below zero, 
won't gather sand or dust, is a good 
conductor of electricity. In two con- 
sistencies: No. 1, for heavy duty 
coating, and No. 2, leaving an aver- 
age film of 4 mills thickness. Superior 
Graphite Co., 33 South Clark St., 
Chicago 3, Ill. 


Toggle plier features 
long, comfortable handles 


Toggle-action plier—series P-1600— 
is designed to apply a clamping force 
of 1600 lbs. at the spindle on appli- 
cation of normal hand pressure. 
Available with a throat depth of 214- 
in and throat gaps of 1%, 3, 4 and 
6-in, Of steel forgings, pliers are heat 
treated and cadmium plated. Lapeer 
Vig. Co., 3053 Davison Rd., Lapeer, 


M rT h ° 
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1 Clik-Stop’s Golden Knurl locks jaws 
automatically under turning pressure. 
No buttons, levers, gadgets to remember. 


2 Clik-Stop jaws stay where they're set 
... automatically. No re-setting the 
Golden Knurl every time wrench is laid 
aside. 


3 Slim head, square jaw permit full seat 
on fittings. 


4 Drop forged Protoloy® alloy steel. 
Equals or exceeds performance of all 
other makes. 


July 1961 


Clik-Stop saves “busted knuckles;’ other more serious accidents caused by slippage 





Available in 4”, 6”, 8”, 10”, 12”, 15”, 
16”, 18”, and 20” sizes. Polished Chrome 
or Black Industrial finish. 


Safety Engineers are key prospects. Proto 
is advertising to them. Make sure they 
have tested the Clik-Stop. Many plants 
have already standardized on Clik-Stops, 
because they are SAFEST. 


& 

Check your District Manager for other 
Proto Tools with special safety features. 
They’re good door-openers. 


PROTO TOOL COMPANY 
2214 Santa Fe Avenue 
Los Angeles 54, California 
514 Allen Street, Jamestown, N. Y. 
1714 Oxford East, London, Ontario, Canada 
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NEW IDEAS IN MARKETING What Manufacturers Are 





‘ 


J 


— 
-,, & 


~ ie 
_ | 


- 
. 


Coats off, aprons on, distributor salesmen absorb product knowledge at one of Devcon’s training schools held at local hotel. 


Salesmen Get Hands 
In Supplier’s Product 


Devcon holds series of “training schools” at various points 


across country for distributor salesmen and customers. 


Devcon Corp., Danvers, Mass., be- 
lieves distributors should get their 
hands dirty—learning how to use its 
“Plastic Steel” product, that is. The 
company has been holding a series of 
training schools in various parts of 
the country for distributor salesmen. 
The schools are run in cooperation 
with the distributors involved, and 
usually last for an entire day, being 
held in a local hotel with salesmen 
from five or six distributors attend- 
ing. 
10 to 
Each man attending the school is 


A class will consist usually of 
20 men. 


given a package of Plastic Steel and 
other Devcon materials. The regional 
sales manager is responsible for the 
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meeting, together with Devcon’s local 
sales representative. They begin the 
meeting by suggesting that everyone 
take off his coat, put on an apron, and 
get to work with the product. 

For the rest of the day, the distrib- 
utor salesmen repair broken castings, 
fill holes that have been machined in- 
correctly in castings, make small 
metal forming dies and holding fix- 
tures, etc. During the day colored 
slides showing how various com- 
panies have used Devcon products 
are shown. 

There are various breaks during 
the day and lunch is served. 

“Everybody gets his hands dirty,” 


says Albert Creighton, Jr., Devcon’s 


president, “but at the end of the day 
he has a thorough knowledge of how 
the product works.” Each salesman 
receives a looseleaf binder with all 
the pertinent technical literature. 

According to Creighton, the meet- 
ings have been so successful that a 
follow-up program, featuring new 
colored slides and up-to-date prod- 
ucts developments, is being conducted. 

Devcon is also running schools for 
the distributors’ customer. These ses- 
sions are arranged by the industrial 
distributor with a local industrial 
firm. Here again the Plastic Steel is 
mixed and handled by the customer’s 
men invited. 

Devcon’s distributors also figure in 
another type of school run by the 
company—demonstration sessions at 
trade and high schools for the bene- 
fit of students. 

Devcon has also been conducting 
its “schools” for local chapters of 


American Society of Tool Engineers. 
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Doing to Help Distributors Build Profitable Sales Volume 





Modine Unveils 


Modine Mfg. Co., Racine, Wisc., has 
unveiled a new marketing program 
for wholesalers and industrial distrib- 
utors. Introduced by the company’s 
heating and air conditioning division 
at a recent sales meeting, the program 
incorporates the findings of three 
separate market-wholesaler surveys, 
one being conducted by an independ- 
ent marketing organization, the sec- 
ond by Modine’s marketing depart- 
ment, and the third by the firm’s 
regional managers. 

According to C. C. Wilson, Mo- 
dine’s sales vice-president, the sur- 
veys confirmed that nine basic needs 
must be answered if success is to 
be achieved by any such program in 
the ’Sixties: 

* Complete line—Modine has dou- 
bled its product line, and now offers 
four different 


wholesalers product 


packages: unit heaters, radiation, 
electrical 


will 


cooperate with a wholesaler in the 


steam specialities, and 


products. In addition, Modine 
sales of any product. 


¢ Discounts—a new schedule of 
cash discounts were set up with more 
discount terms. 


° Freight 


liberal 
allowances—all freight 
is paid by Modine with the products 
shipped FOB the wholesaler’s ware- 
house. 

the 
new program avoids the practice of 


¢Uniform discount structure 


having different discounts for dif- 
ferent products. Instead, a uniform 
discount structure applies to the en- 
tire product line. 

This 


long been a Modine policy. The lat- 


*Incentive program has 


est example is the replacement pro- 


New Program 


ceptance of manufacturer’s prod- 
ucts, a firm distributor policy which 
rejects direct selling competition with 
stocking distributors, and local sales 
assistance. 

In setting up the new program, 
Modine sought the opinions of in- 
dustrial distributors. Regional man- 
agers talked to them to find out what 
they wanted in a marketing program. 

To sustain the program, Modine 
has instituted an advertising and 
public relations program directed to 
the distributor’s customers, the in- 


The 


also receive professionally-prepared 


dustrial buyers. distributors 
promotions kits for each of the four 
product lines, containing direct mail 
pieces, bill stuffers, catalogs, prod- 
uct literature, and bulletins. 
Modine is maintaining contact with 


distributors through regional sales 
managers and representatives. Owen 
Desmond has been appointed director 
of wholesaler relations to coordinate 
the program between Modine’s top 
management and distributors. 


Chain Belt Bulletin 


Features Sprockets 
Chain Belt Co., Milwaukee, Wisc., has 


issued a bulletin covering its line of 
“Rex” stock shear pin sprockets. 
These sprockets are designed to pro- 
vide protection of equipment against 
overloads. They consist of four basic 
parts: sprocket, hub, shear pin, re- 
taining ring. 
The bulletin 


aids, drawings, and specifications. 


presents selection 


DRIVES DRIVE RIGHT UP TO CUSTOMER'S DOOR 


U. S. Electrical Motors, Inc., Los Angeles, is displaying and demonstrating its 
“Varidyne” a.c. controlled speed system for range drives with a fleet of station 
wagons. Also demonstrated is the firm’s coordinated stop-and-start control for use 
with web systems in which material has little tensile strength (such as paper at 
“wet strength” on a paper-making machine). The displays can be demonstrated 
wherever three-phase a.c. current is available. Distributors make arrangements. 


gram for unit heaters, by which a 
bonus is given for each replacement 
sale. Bonus credit is given on receipt 
of serial plate from old heater. 
Other needs include customer ac- 
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SPS Sets Up “Specials” 
As Separate Division 


Standard Pressed Steel Co.., Jenkin- 
town, Pa., has set up a “special in- 
fasteners aid 


dustrial division,” to 


distributors’ customers in the selec- 
tion of special items. To make sure 
a customer really needs a special, 
the division first poses a three-part 
question to every buyer who “feels 
a special coming on:” 

1. Is it really special, or do some 
manufacturers make it as a standard? 
2. If a special, need it be so 
or could a standard be made to do 

the job just as well? 

3. If it is still a special, is it (or 
can it be made to be) an economical 
special ? 

In this latter category, SPS tries 
hard to fix its customers up with what 
it calls near-standard specials or the 
that is, 
to standard 


“standard except” specials 


based on modifications 
fastener blanks. often at little extra 


cost. 


C. A. Hansen, head of the new di- 
vision, reports that specials accounted 
for a growing percentage of the com- 
pany’s industrial fastener business 
last year, despite a “rousing” volume 
in the 2,800 standard catalog items. 

A large number of specials is so 
regularly in demand today, despite 
the wealth of standard industrial 
fasteners offered, that they verge on 
being standards themselves—and 
manufacturers like SPS are set up to 
handle them almost as speedily and 
economically as standards. 

Purchasing agents, says Hansen, 
often overlook (or are unaware) that 
these ecnomical specials exist, and 
than they should for 


so pay more 


their needs. Recently, a very minor 
modification suggested by the specials 
division on a socket head cap screw 
cut the price to the purchaser from 
$28 per hundred to $8.75 per hun- 


dred. And delivery was speeded. 


PARKER-KALON OFFERS VALUE ANALYSIS CHART 
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Parker Kalon Div., General American Transportation Corp., Clifton, N. J., has de- 
vised a “value analysis” chart for tapping screws. The two-color chart gives informa- 





tion on vartous features of tapping screws u ith respect to their performance on the 


assembly line. Such factors as concentricity of head, accuracy of slot, position and 


depth of Phillips recess, thread formation, and screw hardness and functionability 


are described under columns headed “how to check” and “why these are important” 


in terms of their cost and efficiency. 
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The chart measures 20 in. wide, 18 in. deep. 


Starrett Issues New 
Catalog of Tools 


L. S. Starrett Co., Athol, Mass., has 
issued a third edition of its catalog 
no. 27, containing illustrations and 
descriptions of more than 3,500 
items. 

Reset in the 


edition has been arranged with sec- 


larger type, new 
tions on mechanics’ hand measuring 
tools and precision instruments, dial 
indicators, dial gages and _instru- 
ments, special tools, hacksaws, hole 
saws, band saws, band knives, and 
precision ground flat stock. 

The publication contains 20 pages 
of reference tables and has a numeri- 
cal and alphabetical indexes to all 
items, as well, as an index to new 


tools added since the prev ious edition. 


Gregory Will Sell 
Through Distributors 


Gregory Industries, Inc., Toledo, O.., 
has announced that sales of its power- 
actuated stud drivers and related 
tools will be handled through indus- 
trial distributors. R. E. McGinnis, the 
firm’s vice-president in charge of 
sales, said the new policy will apply 
to stud drivers, self-drilling anchors, 
and hammer-drive fasteners, but not 
to the Nelson stud welding equip- 
ment. 

Roland Kopf has been named man- 
of distributor 


ager products for 


Gregory, and John S. Godley, for- 


merly marketing manager, has be- 


come manager of distributor sales. 
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Simonds support always means something extra... 


It has always been our policy to go all out in supporting 
our industrial supply distributors. And it always will be. 

We’ve found it just makes good business sense to push 
you and your “‘ Triple-S-Service”’ in our national advertis- 
ing and sales promotion efforts. The more business you 
do, the more we do. 

We'd like to thank the National and Southern Indus- 
trial Distributors’ Associations for once again recognizing 


Where the customer ts always sold on \ 


our extra efforts in your behalf with three advertising 
awards: (1) a Silver Plaque to Simonds Saw and Steel 
Co., (2) a Bronze Plaque to Simonds Abrasive Co. and 
(3) a Certificate of Honorable Mention to Heller Tool Co. 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASSACHUSETTS 


Local Stocks — Local Speed — Local Skill 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portiand, Ore. « Canadian Factory in Granby, Que. « Simonds 
Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadeiphia, Pa. and Arvida, Que., Can. 
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BENDERS 


Cast of high-strength malleable, sight. Show them the extra deep 
these new Ritaip Conduit sockets, and they’I1I see the threads 
Benders have an exceptionally down at the bottom. Elimination 
smooth, typically RIt@atp quality of strain on threads of pipe handle 
finish your customers will like on reduces breakage. 


RIGID Thin-Wall Conduit Benders Availabie in 3 Sizes 


B-1677 Bends 2” Thin-Wall Conduit to 4”’ Inside Radius 
B-1678 Bends %4”’ Thin-Wall and ‘2”’ Heavy-Wall Conduit to 5”’ Inside Radius 
B-1679 Bends 1” Thin-Wall and %’" Heavy-Wall Conduit to 6'2”" Inside Radius 


Exceptionally smooth side-walls hug conduit snugly 

. Minimize distortion. Benders form conduit to 
meet National Electric Code Standards. Steadying 
foot pressure is easily applied on non-slip step 
plate. Easy-to-see arrows give accurate guide for 
back-to-back and stub bends. 


B-1711 Bends 2” and %"" Heavy-Wall Conduit 

B-1712 Bends %"", 1” and 1%" Heavy-Wall Conduit 
Here’s a rugged bender for heavy-wall conduit. 
Deep notch in lifting hook protects threaded ends. 
Face of bender has hardened teeth for safe, long 
wearing, non-slip grip. 


Market tests have proven instant preference for these new RIGAID 
Conduit Benders. Don't miss these easy sales. Send your stock order today! 





American Chain Has 

Decimal Packaging 

American Chain Div., American 
Chain & Cable Co., York, Pa., has 
adopted decimal packaging for its 
line of clevis grab and slip hooks, 
commerical grab and slip hooks, and 
cold shuts. Ten or five pieces are 
packed in an individual box, and 10 
or five boxes are packed on a master 
container. 

This step, described by the com- 
pany as a further expansion of its 
continuing program of complete line 
packaging, is claimed to speed up 
and ease the distributor’s handling of 
orders. 

The individual boxes carry Acco’s 
blue and gold color scheme, and are 
labelled to show contents’ stock num- 
ber, size type, and quantity. 
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HARTY OHCOUNTS 


WILTON 


Wilton Revises 


Its Price Sheet 
Wilton Tool Co., Schiller Park, IIl., 


has made several revisions in and 
additions to its industrial users’ and 
dealers’ price sheet. Items on which 
prices have been revised include two 
models of their milling machine 
vises and the “Low-Boy PowRarm” 
work positioners. 

Among the new vises added to the 
sheet are: four models of woodwork- 
ers’ vises; new C-clamps with full- 
closing spindles; two “PowRlock” 
hydraulic heads; three “Midget 
PowRlock” holders; complete assem- 
blies for the Midget PowRlock and 
the miniature PowRlock: and the new 


610 utility vise series. 
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¥,” Drive, Size 5U-HD Electric 


Impactool with 5” extension, handles 


all but the largest nuts and bolts 
on cars and trucks. 


=” 


I-R’s,LIFE-GUARD COMMUTATOR 
... guards motor for life 


Ingersoll-Rand design features a unique 
safety stop on brush holder that keeps spring 
from contacting or damaging commutator 
and burning out motor. Commutator can be 
dressed while tool is operating, simply by re- 
moving reverse cap. Wider commutator bars 
permit wider brushes and more brush area. 
Sell these red @ ball extras and you'll make 
Ingersoll-Rand Impactools your best seller. 


best design—biggest line 
sell the red ae ball extras 


Ingersoll-Rand 


1] Broadway, New York 4,N. Y. 
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Dirt-Sealed Trigger. Plunger-operated switch 
is sealed tight from dust and dirt. Another 
I-R exclusive. 


“Cuss-Proof” Socket Retainer. Sockets can't 
fall off, but strong, spring-held retainer can 
be easily replaced. 


Sealed Nose Bumper. Exclusive I-R rubber 
guard seals out dirt in addition to protect- 
ing impact mechanism. 


Job-Tailored Motor. Not “adapted” but built 
specifically for rugged Impactool duty. 


T-Anvil Drive. Unlike other types, provides 
true radial blow with maximum power trans- 
mission. 


ID-203A-18 





The best way 
to crack tough 
fastening 
problems... 


10)34-FS 


specify Poochex 


miniature turned nuts 


Complex miniaturized components for the electrical/ 
electronic industry pose critical assembly problems... 
problems that can be solved successfully with minia- 
ture turned nuts by Fischer! Produced with Fischer’s 
exclusive customized equipment and advanced pro- 
duction techniques, these turned nuts meet and sur- 
pass existing industrial standards. Today, Fischer leads 
the fastener industry in fabricating miniatures to meet 
special requirements at competitive prices. Offering 
the ultimate in accuracy and uniformity, these nuts 
are tapped square to Class 2 and 3B tolerances in 
sizes ranging from ¥g” hex, including standard or cus- 
tom sizes and shapes with special or standard threads 
from No. “O”. Ask Fischer to quote prices and delivery 
on your next order for precision miniatures... you'll 
be glad you did! 


WRITE TODAY FOR BULLETIN M-600 


there's no premium for precision at 


Proche SPECIAL MANUFACTURING CO. 


492 MORGAN STREET « CINCINNATI 6, OHIO 





Grobet File Issues 
A New Catalog of Line 


Grobet File Co. of America, Carl- 
stadt, N. J., has issued a new catalog 
on the company’s line of rotary files 
and tools. The publication explains 
the new “Bi-Dex” and “Facet Tooth” 
tungsten carbide rotary files. 

In addition, it provides data on the 
choosing and use of rotary files, 
describes the types of cuts available, 
and tells about the firm’s salvaging 


and sharpening service. 


Walworth Is Abolishing 
Branch Warehouses 
Walworth Co., New York. N. Y.. is 


abolishing its branch warehouses and 
shifting the full inventory job on to 
distributors. This was revealed by the 
valve manufacturer’s vice-president 
and general sales manager, H. Dick 
Strauss, in an address given to the 
Central Supply Association’s spring 
meeting. 

“Walworth believes that distribu- 
tors must operate in their full ca- 
pacity,” he said. “We hope to elimi- 
nate the warehousing function from 
our duties. One large warehouse is 
being closed, the others are on their 
way out as quickly as details can be 
worked out.” 

Strauss quoted the findings of a 
survey made by the Wholesale Dis- 
tributors’ Association of Dallas with 
respect to manufacturers’ ware- 
houses. Members were asked: “If you 
had your way would there be any 
manufacturers’ or manufacturers’ 
representatives’ territorial ware- 
houses for plumbing material located 
in your territory?” Of 64 replying, 
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78.1% answered “no,” the remainder 
“ves,” 

And in answer to the question, 
“Do you feel manufacturers’ ware- 
houses tend to duplicate the service 
usually performed by wholesalers,” 
84.4% answered “yes.” 

“Warehousing,” Strauss stated, “is 
a distributor responsibility. Our re- 
sponsibility as a valve and fitting 
manufacturer is to try and establish 
a pricing system that will discourage 
job pricing.” 

He said Walworth’s new pricing 
would “protect” stocking distributors. 

“There are,” he said, “a lot of 
distributors and wholesalers who just 
do not deserve to be in business... . 
They were marginal to begin with 
and only the strange gyrations of 
our postwar economy has allowed 
them to exist. Why don’t they deserve 
to stay? Because they no longer are 
providing the function of a distribu- 
tor. 

“If you want to be a broker, go 
into the field of finance . . . but stay 
out of distribution. Historically, the 
prime function of a distributor has 
been to sell industrial goods and pro- 
vide such typical services as storage 
space, delivery, salesmen, product in- 
formation, credit responsibility, and 
maintain adequate inventory. These 
functions must be provided by some- 
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Skil Corp Offers 
“Economy Pack” for Blades 


Skil Corp., Chicago, is packaging 10 
diamond arbor combination saw 
blades in an “economy pack” carton, 
and offering them to saw blade users 
at savings of almost 25% over single 
blade prices. The packs are available 
in three blade diameters: 614, 714, 


and 81, in. 
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Wherever tose ta Uned 
“BOSS” COUPLINGS 
Sbre Prupjened- FOR EVERY 


HIGH OR LOW PRESSURE SERVICE 


“BOSS” WASHER TYPE FEMALE COU- 
PLING STYLE W-16. Same as above except 
that seal is made by washer instead of 
ground-joint union. Sizes 4%" to 6", 


“BOSS” MALE COUPLING, STYLE MX-16. 
Companion coupling for “GJ-Boss” and 
“Boss”. Also used in place of standard iron 
pipe nipples. Each size fits some size 
straight-end hose. Sizes 4" to 6", 


Completely Described in Catalog No. 250 


DIXON iz beuting & 





SUN, SAND, SPINACH, AND SPEED 





Providing products to keep sand out of spinach and put it 
in cement is part of Philmac’s job in sunny California's 
San Bernardino County. To do it with speed and efficiency, 
they rely on H-R products and “teamwork for service.” 


Philmac, a top Hewitt-Robins distributor in Cuca- 
monga, California, has to really scurry to service the 
many diverse industries in the San Bernardino area 

. everything from aggregates, iron ore mines, salt, 
boron, to giant spinach farms. 

The Philmac truck that makes its regular weekly 
trip (more often when needed) to a steel company, 
120 miles away, is only one example. Norb McCann, 
president of Philmac, still remembers a frantic ride 
into the Mojave Desert with a RUSH replacement 
bearing for a potash company .. . also the time a 
cement company needed an overnight delivery of 
an H-R tension wedge outfit. Roy McCann, Philmac 
vice president and sales manager, and the customer 
met in the grey dawn on a desert highway. 

Philmac keeps its diverse customers supplied with 
a wide stock of Hewitt-Robins products, including 
speed reducers, idlers, wire cloth, screens, oil and 
sand and brine hose. 


Another unusual Philmac service: re- 


Since service is Philmac’s middle name, they get 
along fine with a manufacturer that believes—as 
Hewitt-Robins does—in “‘teamwork for service.” 
Always on tap is the technical knowledge of H-R 
field engineers and the stock that’s available to 
Philmac night and day at the H-R warehouse in 
Los Angeles. Result? Happier customers. 

To find out how H-R Teamwork for service can 
help you, write Hewitt-Robins, Stamford, Conn. 


Tri-City Rock & Gravel Co., Redlands, Calif., completely 
serviced by Philmac, processes an aggregate line for road 
base, asphaltic and transit mix cements. The large picture 
(at right) shows their crusher and Hewitt-Robins screens. 
Checking the screen, below, from left to right, are Jim 
Potter, plant superintendent for Tri-City; Ken Eby, 
Philmac salesman; Ted Cockshott, H-R field engineer ; 
and Glen Whitlock, owner of Tri-City. 


Harold T. Willome of Philmac is ready- 


pairing and reconditioning idlers. Here 
Phil Castelini, warehouseman, is replac- 
ing a worn roll on an H-R troughing 
training idler. Phil was trained in his 
job by Hewitt-Robins. 


Hose for everything from sand to oil is 
another H-R product line handled by 
Philmac. Here Fred Swain (left), H-R 
field engineer; Roy McCann, Philmac 
v. p. and sales manager; and Norb 
McCann, president of Philmac, are dis- 
cussing the construction of Hewitt- 
Robins tank truck hose. 


ing H-R Servall hose for shipment. 
Other H-R products stocked include the 
idlers and screen cloth shown. Philmac 
is one of the few distributors in the U.S. 
to stock screen cloth. 
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NEWS OF PEOPLE AND EVENTS To Keep You 





Downey, Mason, Wilkinson, Lloyd, Featured 
As Speakers At Distribution Council 


Industrial Distribution Conference, Sponsored By ASMMA, Features 


Industry Speakers And Panel Sessions To Discuss Industry Problems. 


William K. Downey, vice president, Skil Corp.; Lowell B. Mason, attorney, 
former member of Federal Trade Commission; George D. Wilkinson, George 
D. Wilkinson Co., and Hugh W. Lloyd, Jack & Heintz, Inc., will be the featured 
speakers at the first Industrial Distribution Conference to be held at the Statler 
Hilton Hotel in Cleveland, Monday and Tuesday, September 11 and 12, 1961. 


Mr. Downey will speak at the first 
session on “The Impact Of Foreign 
Competition On Industrial Distribu- 
Mr. Mason will speak at the 
“The Robinson- 
Act.” Dr. Wilkinson will ad- 
dress the third session on “An Indus- 
trial Distributor Can Make Money.” 
Mr. Lloyd will address the fourth ses- 
sion on “Why My Company Does & 
Why Does Not Buy 


Through Industrial Distributors.” 


tion. 
second session on 


Patman 


My Company 


The talks will be followed up by a 
moderator and a panel of four men 
consisting of manufacturers or dis- 
tributors, or a combination from both 
sides of the industrial distribution 
fence. The panel will direct questions 
to the speaker through the moderator. 

The 


luncheon session on September 11. 


Conference begins with a 
Frederick H. Mueller, former Secre- 
be the fea- 
tured speaker. The speaker at the final 


tary of Commerce, will 
luncheon on September 12 will be Dr. 
Henry Bund of the Research Institute 
of America. 

ASMMA officials said that colleges, 
universities, and government per- 
sonnel will also be interested in this 
first distribution conference. 

Sponsored by the American Supply 
& Machinery Manufacturers’ Associa- 
tion, Inc., invitations are being sent 
to all members of the National and 
Southern Industrial Distributors’ As- 


sociations. 


Walter C. Bass 


Walter Bass Elected President 
Of American Pulley Co. 


Walter C. Bass was elected president 
of American Pulley Co., Division of 
In his 


new post, he will be responsible for 


Van Norman Industries, Inc. 


all facets of American Pulley’s opera- 
tions. 

He joined the firm in 1960 as gen- 

eral sales manager. In 1960 he was 
elected executive vice president and 
director of sales. 
Mr. 
Bass was sales manager with Foote 
Bros. Gear & Machine Corp. Before 
that he was with Goodyear Tire & 
Rubber Aircraft 
Corp., and Morse Chain Co. 


Prior to joining American, 


Corp., Goodyear 


S. S. Kahn 


S. S. Kahn Elected President 
Of Parker-Kalon Division 


S. S. Kahn was elected president of 
Parker-Kalon, a division of General 
American Transportation Corp. He 
William T. Ylvisaker, re- 


cently named executive assistant to 


succeeds 


the president of General American. 

With P-K for 32 years, Mr. Kahn 
was formerly senior vice president. 
He also served as general sales man- 
ager and advertising manager. 





ARMSTRONG BROS. TOOL CO. 
WE BEG YOUR PARDON 


In the 
“Partners in 


recognition advertise- 


ment Progress, 
1901-1961,” which appeared in 
the May 50th Anniversary issue 
of InpusTRIAL DiIsTRIBUTION, 
we unfortunately omitted the 
name of Armstrong Bros. Tool 
Co., from the roster of firms 
who 
INDUSTRIAL 


had been advertisers in 
DistTRIBUTION for 
25 years or more. 


Bros. 


consistent 


Tool Co. 


adver- 


Armstrong 
has been a 
tiser for 46 years. Our apolo- 
gies for omitting the name of 


this firm from the list. 
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Informed of News Developments 


Among Industrial Distributors and Manufacturers 





Abrasive Grain Association 

To Publish Booklets 

On Major Uses Of Abrasive Grains 
The 


preparing a series of booklets explain- 


Abrasive Grain Association is 
ing the composition and major uses 
of abrasive grain. The booklets, writ- 
ten by M. M. Patterson, will be pub- 
lished later this year. 

Two of the booklets will cover the 
history, and physical and chemical 
properties, of abrasive materials. Each 
of the others will be concerned with 
some phase of abrasive use, such as 
bonded and coated abrasives, blast- 
ing, barrel finishing, super-refrac- 
tories, wire sawing, and polishing. 

Each of the end-use pamphlets will 
discuss the purpose of abrasive grain 
in operation, factors influencing its 
use, types of abrasive grain used and 
reasons for their use, methods of ap- 


plication. 


Woodworking Distributors Vote 
To Change Date Of Fall Meeting 


Members of the Woodworking Ma- 
chinery Manufacturers’ Association 
and the Woodworking Machinery Dis- 
tributors’ Association voted to hold 
their Fall meeting at the Sheraton- 
Towers Hotel, Chicago, September 
28th and 29th. 

The two day meeting will include 
joint and separate sessions of the 
manufacturers and distributors, as 
well as a joint dinner for members 
and their wives Thursday evening. 

Earlier the Associations announced 
they would hold their meetings the 
previous week in Chicago. However, 
since the Forest Industries’ Exposi- 
tion in Ottawa, Canada, fell on the 
same dates, it was decided to avoid 
this conflict, since a number of dis- 
WMDA are 


tributors affiliated with 


located in Canada. 
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Identical Bid Complaints Swamp Justice Department 


State and local purchasing agents and 
law officials are swamping the Justice 
Dept’s Antitrust Div. with complaints 
An 


math of the Philadelphia electrical 


about identical bidding. after- 
industry price conspiracy cases, the 
complaints cover a long list of items 
ranging from heavy equipment to 
building materials and even subway 
car wheels. 

At the the Antitrust 
Div. also is preparing to handle an- 


same time, 


other onslaught—identical bid in- 
formation which soon will be pouring 
in from federal procurement agen- 
cies. 


Antitrust 
say it’s a difficult task simply because 


lawyers and economists 
of mechanical problems in transform- 
ing raw statistical data into meaning- 
ful form. But said one antitruster, 
“There’s a note of urgency” in the 
Atty. 
Robert F. Kennedy is eager to get the 


preparations because Gen. 
federal reporting system rolling into 
high gear for swift action. 

An executive order issued by Presi- 


dent Kennedy last month called for 
federal procurement agencies to re- 
port to Justice all identical bids on 
contracts of more than $10,000. Jus- 
tice will compile this information for 
public reports of identical bidding 
practices to Congress and the Presi- 
dent. But the data also will be avail- 
able for department antitrust  in- 
vestigators to use. 

After the Justice Dept. organizes 
its program of handling federal iden- 
tical bidding information, chances 
are that Atty. Gen. Kennedy will turn 
to’ state law and purchasing officers 
and ask for help from them in com- 
piling systematic information about 
identical bidding on state purchases. 
But this, says a Justice official, is “in 
the future”—after current problems 
are worked out and the Justice De- 
partment can move ahead on it. 

By publicizing identical bids, the 
Administration hopes to cut down on 
the practice of identical bids, and 
eventually get a better price on the 


products it buys. 


Mack Noland, Western Bearings Inc., Receives Distinguished Sales Oscar 


L. Mack Noland, star salesman for Western Bearings, Inc., Boise, Idaho, receives 


the distinguished sales Oscar from Fred Emerson, president of National Sales Exec- 


utives International. Mr. 


Noland joined the firm in 


1952 as a shipping clerk, 


in 1957 he became resident salesman in Idaho Falls for Western’s Pocatello Branch. 





Growing Role of the Distributor Featured 
At Chicago Electronics Parts Show 


Standardization Of Parts, Distributors Stocking Larger Quantities, 
Cited As Signs Of Distributor Growth In Electronics Parts Field 


Growing strength of the electronics 
parts distributor in industrial sales 
was underscored recently at the Elec- 
tronics Parts Distributor Show held 
in Chicago for 13,000 members. 

Samuel Poncher, president of the 
Electronics Industry Show Corp., 
predicted parts distributors will cap- 
ture 75% of the industrial market 
within ten years. 

Kenneth Prince, general manager 
of the corporation, said distributors 
will get this business because “they 
are aggressive, and because they are 
keeping abreast of technical develop- 
ments in the electronics field.” 

It won't be all smooth sailing, how- 
ever, some observers pointed out. 
High on the problem list for parts 
distributors are manufacturers’ rep- 
resentatives who have begun stocking 
small 


quantities. According to a 


Chicago representative, “stocking 
reps” are located almost entirely on 
the West Coast. 

“By keeping small inventories,” he 
said, “these reps are able to supply 
not only production quantities, as 
their usual business, but also give 
immediate delivery on small orders 
coming out of research and develop- 
ment labs. They are eating into dis- 
tributor profits out there by offering 
that 
stocking reps may be expected to 


better discounts.” He added 
move eastward: “I think you'll find 
several in Chicago in the next two or 
three years.” 

Standardization of parts within the 
industry has played a major role in 
making distributors important. By 
stocking a wide variety of standard 
competitive lines, distributors offer 
customers nearly any electronic part 
desired at attractive prices. 

In the past, distributors supplied 
only small to medium-sized orders. 
mainly 


These went to research and 


development programs, and to model 


138 


shops for use in prototypes. Direct 


factory shipment, and _ ordering 


through manufacturers’ representa- 
tives, was the normal way for cus- 


tomers to get production quantities 


ge 
needed. 

Recently, many distributors began 
stocking much larger quantities 
which they were able to offer at 


This 


“ ” 
one source of supply. 


factory prices. made them a 
Combined 
with fast delivery, it enabled dis- 
tributors to gain many accounts 
formerly serviced by manufacturers 
reps or by the factory. 

L. Berkeley Davis, president of 
the Electronics Industry Assn., said 
that “an electronic manufacturer who 
not only succeeds today but who ex- 
pects to survive tomorrow in this in- 
tensive competition must keep abreast 

and, if possible, ahead—of the 
technological progress in _ elec- 
tronics.” 

He said distributors are gaining 
the industrial market: They have 
placed competent engineers on their 
staffs capable of understanding the 
latest engineering developments and 
turning this competence into sales. 

Hi-fi and stereo equipment, and 
amateur radio gear—products which 
gave most distributors their start— 
remained prominent at the show. 
Manufacturers of these lines rented 
thousands of square feet to parade 


their new products. 


ASSISTANT TO PRESIDENT 


G. Douglas Hale was appointed as- 
sistant to the president of DeWalt, 
Inc. He will be responsible for ad- 
ministrative functions directly related 
to the president’s office, along with 
the coordination and direction of all 
market 
ports directly to Mr. Tyo, president. 


research activities. He re- 


William P. McLendon 


Welding Distributors Elect 
William McLendon, President 


William P. McLendon, president, 
Keenan Welding Supplies Co., Al- 
bany, Ga., was elected president of 
the National Welding Supply Asso- 
ciation, at the 17th annual convention 
of the association at the Hotel Com- 
modore, New York City. 

Mr. McLendon recently serviced as 
executive vice president and national 
membership chairman. Previously he 
was vice president of the South- 
eastern Zone, and has served on a 
number of Association committees. 

Active in the Welding Industry 
since 1930, Mr. McLendon became 
associated with Keenan Enterprises 
in 1944 and helped organize the 
present firm, Keenan Welding Sup- 
plies in 1946. 


First New York Convention 


More than 625 members, wives and 
guests attended the three day con- 
vention. Three business sessions were 
held, which were well received by 
members. 

A sales management program was 
approved by the officers and pre- 
sented for membership action. The 
program has been designed for 
owners and sales managers of weld- 
supply distributors, and _ will 
participants to effectively 


train salesmen with a manual pro- 


ing 


enable 


vided each sales manager. 

Officers and directors were elected 
for the coming year and future meet- 
ing sites were selected. 
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Purchasing Executives Predict 
Business Will Keep Improving 
Throughout Balance of 1961 


When the books are closed at the end 
of this year, they will show 1961 was 
a better year than 1960 according to 
composite opinion of purchasing 
agents who comprise the Business 
Survey Committee, National Associa- 
tion of Purchasing Agents. 

A strong 87% of those reporting 
anticipate a better second half, with 
the present upward trend being sus- 
tained for the balance of the year. A 
very small 2% look for a worse sec- 
ond half this year. 

In their December report, mem- 
the 
downdrift to continue into the second 


When if 1961 


measured up to expectations, 58% 


bers indicated they expected 


quarter. asked has 
reported that it has met or exceeded 
expectations. However, 42% reported 
it has fallen short of the mark. 
While these remarks are hearten- 
ing, the NAPA reports, members in- 
dicate no boom is in the making, and 
cautious optimism is still dominant. 
However the definite upward trend 
noted last month continues in both 
new orders and production. While 
the rate of improvement from April 
to May is not as dramatic as from 
March to April, it is still reassuring. 
Purchased Materials Inventory 
Inventory reduction is noted again 
this month, as purchasing executives 
continue to exercise hair line control 
While the 


rate of decline has slowed, those re- 


of purchased materials. 


porting lower inventories outnumber 
those reporting higher, a situation 
with us since April. 

In buying policy, the moderate 
lengthening of forward commitments 
during the first quarter leveled off in 
April, and the May report indicated 
little or no change during the past 
month. Actually, the overall change 
in the extent of commitments between 
January and May has been slight 
indeed, with close-to-the-belt buying 
generally prevailing. Delivery or 
lead time appears to be a determining 
factor. 
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Oberjuerge Celebrates 25th Year In Business With Move To N 
: Sti a oe 


~~ 


In this, its 25th year in business Oberjuerge Rubber Distributing Co., St. Louis, 
Mo., recently completed a move to new 20,000 sq. ft. quarters at 5425 Manchester 
Ave. The industrial rubber distributor has twenty employees. According to John 
O. Dozier, president: “The new location will enable us to sell more than double 


our average volume for the past several 


Claiborne Powell Named President 
Of James McGraw, Inc. 


Claiborne F. Powell was elected presi- 
dent and chairman of the board of 
James McGraw, Inc., Richmond, Va. 
He succeeds Hunter T. Wagener, who 
is retiring but will remain with the 
firm in an advisory capacity. 

Mr. Wagener has been associated 
with the industrial supply, machinery 
and contractors equipment firm for 
10 years. He had been president since 
1954. 

Mr. Powell 
president, a position he held since 
1958. 

The 95-year-old firm has its head- 
quarters at Ninth and Cary streets in 


moves up from vice 


Richmond, Va., and a branch office 
and warehouse in Front Royal, Va. 
Established in 1866, the Richmond 
Company has 50 industrial employees 
including 12 outside salesmen. 


years, and still have plenty of space.” 


AMERICAN HOIST ELECTS DIRECTOR 


John W. Nichols was elected to the 
of of American 
Hoist & Derrick Co. He recently re- 
tired as senior vice president of The 
Continental Illinois National Bank & 
Trust Co., Chicago. 


board directors 


Ingersoll-Rand Acquires 
Aldrich Pump Co. 


Ingersoll-Rand Co. acquired Aldrich 
Pump Co., as a wholly-owned sub- 
sidiary, for an undisclosed number of 
I-R common shares, according to 
Robert H. Johnson, chairman and 
chief executive officer. 

“This acquisition is an important 
Ingersoll-Rand’s 
diversification program,” Mr. John- 
son said. “In addition, the Aldrich 
products, representing new and dif- 
ference lines, will now be distributed 
to a broad export market through the 
existing world-wide sales and service 
organization of Ingersoll-Rand.” 

Mr. Johnson was elected president 
of the new subsidiary. Other officers 
are: Carl H. Vaupel, vice president 
and general manager; E. J. Parish, 
vice president; and R. J. Kuntz, sec- 
retary and treasurer. These officers 
and L. C. Hopton, president; and 
Herbert Cresswell, vice president, of 
Ingersoll-Rand, and Alfred Steel com- 
prise the board of directors. 


step forward in 





American Hardware Convention 
Set For Atlantic City, N. J. 
October 22-23-24-25, 1961 


The 1961 National 
vention will be held in Atlantic City, 
N. J., October 22-25, 1961. 


This will be a joint convention 


Hardware Con- 


sponsored by the National Wholesale 
Association and the Amer- 
Asso- 


open 


Hardware 
ican Hardware Manufacturers’ 
The 


presidents’ 


ciation. convention will 
with the reception at 
5:30 P.M. on Sunday, to which all 
delegates and ladies are invited. 

hotels 


Dennis, Shelburne, Cla- 


Cooperating headquarters 
be the 
ridge, Traymore, and Marlborough 
Additional hotels near the 
headquarters hotels include the Madi- 
son, Jefferson, and Chalfonte-Haddoy 
Hall. 

The conference booth plan will op- 
to 


will 


Blenheim. 


erate Monday & Tuesday. from 2 
5 P.M. in the afternoon. 


Delaware Valley Distributors Elect 
Erwin Raichle President 


Erwin Raichle, president of Indus- 
trial Supplies Co., Philadelphia, was 
elected president for the coming year, 
at the first annual meeting of the 
Distributors’ Association 


Valley. 


officers 


Industrial 
of Delaware 


Other Ed- 


ward J. Henwood, Standard Shannon 


elected were: 
Supply Co., vice president; Robert 
W. Griffith, Griffith-Raguse & Co., 
Inc., a director and Robert G. Clifton, 
secretary-treasurer. 

The association also held a golf 
outing and dinner at the Valley Forge 
Golf Club, King of Prussia, Pa., in 
the middle of June. 


HARPER ELECTED A DIRECTOR 


Charles L. Harper was elected a mem- 
ber of the board of directors of The 
H. M. Harper Co., succeeding Robert 
T. Sherman, who died recently. Mr. 
of the firm’s 
Metals Division. He joined the firm 


Harper is manager 


seven years ago. 


The Henry Walke Co. Completes New Buildings In Greenshoro And Charlotte 


% 


Age 


By. tog be SF —, 


Linwood F. Perkins, president of The Henry Walke Co., Norfolk distributor, has 
announced completion of two new branch office and warehouse buildings in Greens- 
boro and Charlotte, N. C. The Greensboro quarters are (above), at 860 Huffman St. 


Charlotte branch, located at 1616 Independence Blvd., West, held open house June 


1-2. 


Milton P. Higgins Receives 
Two Citizen Awards 


Milton P. Higgins, chairman of the 
board of Norton Co., was the recent 
recipient of two awards. 

The first award was the Star of 
Solidarity by the Republic of Italy, 
in recognition of the good relations 
Mr. Higgins fostered between Italy 
and the United States. 

This citiation lauded Mr. Higgins 
for his “active participation in the 
industrial activity of Italy, and the 
creation of Mole Norton S.p.A. which 
might be considered one of the most 
modern plants in the country.” 

The second award was the Isaiah 
Thomas Award, given by the Adver- 
Mass., to 
“citizens whose personal efforts and 


tising Club of Worcester, 


accomplishments have made Wor- 
cester a better community in which to 


live. to do business and to live.” 





iccording to William J. Cashman, branch manager, the edifice covers 15,000 sq. ft. 


Ducommun Metals & Supply Merges 
With Kierulff Electronics, Inc. 


Ducommun Metals & Supply Co., Los 
Kierulff Electronics, 
Inc., agreed to merge the two firms. 


Angeles, and 

Ducommun president, Charles E. 
Ducommun, and Kierulff president, 
C. T. Kierulff, jointly announced ap- 
proval of the merger by their boards 
of directors. Final action is contingent 
upon favorable tax rulings. 

In 1960, Ducommun had sales of 
$55,389,792. Kierulff expects sales of 
approximately $7,000,000 for year 
ending June 30, 1961. 

Kierulff, founded in Los Angeles in 
1951, is a distributor of industrial 
electronics on the West Coast, with 
warehouses in Los Angeles and San 
Diego. 

Kierulff Electronics, Inc., will op- 
erate as a separate entity under its 


present management. 
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William I. McClelland 


Winter Bros. Appoints McClelland 
General Sales Manager 
William I. McClelland was appointed 


general sales manager of Winter Bros. 
Co., by the board of directors of 
National Twist Drill & Tool Co. 

Mr. McClelland joined National in 
1941 and held several production 
posts. He joined Winter Bros. in 1947 
in the Detroit sales office and became 
assistant sales manager of Winter 
Bros. in 1950. 


Disston Names Robert Phillips 
General Sales Manager 


Robert O. Phillips was appointed gen- 
eral sales manager, Disston Division, 
H. K. Porter Company, Inc. His head- 
quarters are in Pittsburgh. 

Mr. Phillips was formerly national 
sales manager for Ironrite, Inc. Prior 
to that he was with a distributor firm 


in Seattle. 
Products Sales Manager 


Robert W. Brady was appointed 
products sales manager for Disston. 
He was formerly sales manager of 
power tools and steel tape rules. Prior 
to that he was district sales manager 
in New York City and New England. 
His office will be in Pittsburgh. 


Chicago Warehouse Moved 


The Disston Chicago warehouse 
location was recently changed to 2567 
Greenleaf Avenue, Elk Grove, Illinois. 
All shipments of Disston merchan- 
dise, stocked in Chicago have been 
originating from the new location 


since May Ist. 
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SAVE 
YOUR 
TIME 


for Selling 


DONNELLEY-BUILT CATALOGS 


start paying sales dividends the minute you decide to turn the 
job over to our Catalog Compilers. 

Once you have made your selection of items, you can return 
immediately to your full-time selling job, leaving all the time- 
consuming details to experienced Donnelley catalog men. 
Distributors who have used Donnelley-built catalogs have 
discovered the dollar value of the thousands of hours thus 
saved for selling. 

Let us show you how we can live up to this promise of 
immediate sales dividends. There’s never any obligation to 
you in consulting a Donnelley man, so why not call or write 


us today? 


The Lakeside Press 
R. RP. DONNELLEY &€ SONS COMPANY 


2223 South Park Way 


Chicago 16, Illinois 


Catalog Department 
Direct Dial Telephone: 431-8174 





Machinery Manufacturers Predict 
Steady Rise In New Orders In 1961 


U. S. Capital goods manufacturers 
predict a steady rise in new machin- 
ery orders throughout the year with 
fourth quarter volume climbing nine 
percent above order volume during 
the first quarter. 

This is the major finding of the 
quarterly McGraw-Hill Machinery 
New Orders Forecast. The survey 
obtains new order predictions from 
firms that account for over half of all 
U. S. machinery sales, excluding elec- 
trical machinery. 

The present forecast indicated that 
business has raised its sights. It now 
expects a two percent greater volume 
of new orders for 1961, as a whole, 
than its forecast three months ago. 

A further optimistic note is struck 
by predictions for first quarter 1962. 
Business now expects the quarter 
will run seven percent ahead of first 
quarter 1961. 


R. R. Raymond Retires 
From True Temper Corp. 


R. R. Raymond retired from active 
status as vice president and general 
sales manager of True Temper Corp. 

Mr. Raymond, associated with the 
firm for 38 years, joined True 
Temper when the company acquired 
the Evansville Tool Co. 

He will retain his association with 
the firm in an advisory and consult- 
ing capacity. 
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Ducommun Stockholders Told 
1961 Outlook Good 


“Sales activity since December 1960 
has inched steadily upward and cur- 
rent trends of the business appear 
encouraging,” Charles Ducommun, 
president, Ducommun Metals & Sup- 
ply Co., Los Angeles, told stock- 
holders at the annual meeting in Los 
Angeles. 

Mr. Ducommun indicated that 
business activity for the firm prob- 
ably reached its lowest point in 
December. 

Despite decreased business in 1960, 
the company continued long range 
plans to broaden the base of indus- 
trial distribution and improve Du- 
commun’s position in all markets 
served. 

Last year the company had the op- 
portunity to purchase inventories of 
three firms in liquidation, two of 
them in San Francisco and one in Los 
Angeles. 

The company also completed the 
installation of the RAMAC equip- 
ment, the beginning of a central data 
processing system which in the long 
run will provide rapid, accurate in- 
formation on company activities. 


McCormick Merger 


The most significant event of 1960 
was the merger with the McCormick 
Steel Company of Houston, an action 
which extended Ducommun’s market 
coverage eastward into the industrial 
areas of Texas and Oklahoma. 

In concluding his report, Mr. Du- 
commun said that the recession ap- 
pears to be over. Steel mill activity 
is encouraging and if business con- 
tinues at the present rate of upturn, 
the company’s position should be 
greatly improved during the coming 
year. 


New Board Member 


William L. Keady was elected a di- 
rector of the corporation. 

He is a former president of U.S. 
Gypsum Co. and the Marathon Corp. 
Recently retired as chief executive 
officer of Fibreboard Paper Products 
Corp., he is presently a director of 
Fibreboard and of Wells Fargo Bank 


American Trust Co. 


July 1961 





COMPONENT a 


TILE-COTE 
The Practical EPOXY! 


TILE-COTE Activated Epoxy Coating provides an 
odorless, non-toxic protective film of extreme per- 
manence and durability — possessing a hardness 
approaching that of glazed ceramic tile — in a prac- 
tical MIM* finish which... 


@ MIXES EASILY —o simple blend of distinctly packaged 
components 


@ KEEPS A WET EDGE —for extreme ease of brushing 
(sprays beautifully, too!) 


@ CONTAINS MORE EPOXY RESIN — a full consistent mea- 
sure in every color. 


Amide-cured TILE-COTE — available in clear and 10 
bright colors provides reliable practical protection 
against 


Acids Water (fresh or salt) Steam 
Alkalis Petroleum (crude or refined) Sewage 


*MINIMUM -INTERRUPTION-MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation. 
Write for full data on W & W’s unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. . . MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 


; rg Y THE WILBUR & WILLIAMS CO., INC. 
VZ52N / Factory and General Offices, 658 Pleasant St., Norwood, Mass. 
WV 


WV, In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q, 





a 


SPEED REDUCERS 
Wide range of worm gear vertical 
and horizontal speed reducers. 
Single and double reduction 
ratios 5:1 to 3264:1 for 
1/30 to over 11 h.p 
input 


} 
tae 


OCK GEARS 
Complete line of stock gears: Spur 
Gears and Pinions. Miter, Bevel 
and Worm Gears. Custom 
Gears 


SPROCKETS AND CHAIN 

Cut cast iron and steel stock 
and custom sprockets 
light or heavy 


d 


Juty 


5 types—nearly 100 sizes—in 
iron or aluminum. For 
drives up to 500 h.p 
at 100 rpm 





S. L. Richmond 


Richmond Named Sales Manager 
For Owatonna Tools Division 


S. L. Richmond was appointed sales 
manager of Owatonna Tool Co., 
Tools & Equipment Division. 

Mr. Richmond served ten years as 
West Coast sales manager for Curtis 
Industries, Inc. 

James Rainey, Arthur Kreager and 
James L. Miller were appointed dis- 
trict managers for OTC’s Tool & 
Equipment Division. 

Mr. Rainey will cover Illinois, ex- 
cept for Chicago. He was previously 
with Hyster Co. 

Mr. Kreager will cover West Vir- 
ginia and western Pennsylvania. He 
was previously with Upson-Walton. 

Mr. Miller will cover Oklahoma 
and Arkansas. He was previously 
with Bonney Tool Co. 

R. N. Cunningham was appointed 
sales engineer for the firm’s precision 


hydraulics division. 


Arthur Kreager 


James Rainey 


? 


R. N, Cunningham J. L. Miller 





GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and Ez 
sample of envelope 
stuffer P-104. 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there’s a rugged 
Chicago Lock that’s right for the job. 


CHICAGO LOCK Co. 
2030 North Racine Ave. + Chicago 14, Illinois 
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Morse Chain Regional Sales Managers Meet To Review 1961 Marketing Plans 





At a recent sales managers meeting of the Morse Chain Co., Howard Bennett, market- 


ing manager stressed the importance of emphasizing quality and value in todays’ battle 


for business. Attending are (I to r): 


Frank L. Wood, advertising manager; J. W. 


Torrant, industrial sales manager; R. J. Koch, Southwestern regional manager; Ray 


Katzenberger, Eastern Regional manager and C. B. Lane, Midwest regional manager. 


Electronic Distributors Plan 
Conference With Manufacturers 


A Distributor-Representative-Manu- 
facturer Conference will be held in 
Western 
Electronic Show and Convention set 
for August 22-25, 1961 in the San 


Francisco Cow Palace. 


association with the 196] 
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Elvin Feige, chairman, announced 
the conference will be held at the Jack 
Tar Hotel, Monday, August 21, with 
an all-day 


program starting with 


breakfast and concluding with a 
dinner. 

Morning and afternoon sessions 
will provide twenty, 15-minute pe- 
riods of table conferences for distrib- 


utors to meet with manufacturers and 
their purchasing and sales agents. 

Mr. Feige, who is president of 
Elmar Electronics, Oakland, Calif., is 
being assisted in the planning phase 
by vice chairman Charles N. Meyer, 
partner of Meyer & Ross, San Fran- 
cisco factory representatives, and by 
Victor N. Zachariah of Zack Elec- 
tronics, San Francisco distributor. 
Mr. Zack was appointed by the Wes- 
con board of directors to coordinate 
activities for distributors. 


Curtis Appoints Representative 
For Texas And Southern Oklahoma 


Southwest Associates was appointed 
sales representative for Curtis Pneu- 
matic Division, Curtis Mfg. Co. 

The Texas firm operates from two 
locations, with B. W. Carpenter as 
manager of the Dallas office and E. J. 
Albright as manager at New Braun- 
fels, Texas. 

Southwest will sell the Curtis line 
in Texas and Southern Oklahoma. 


@® FULL LINE-SINGLE SOURCE 
@ GUARANTEED TOP-QUALITY 
eae) ed a ee 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 
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Single-Stage 
Automatic Compressors 


Dr. Carroll V. Newson Greets Mr. Rohr- 
bach at NYU Alumni reunion. 


R/M’s Rohrbach Honored 
compress | BY New York University 
J. F. D. Rohrbach, president of Ray- 


bestos-Manhattan, Inc., was honored 
at a dinner, with members of the 
New York University 50th Year 
Alumni Class. He was chosen for 
the John T. Madden Award for out- 
standing achievement in business and 
professional life in 1953. 
Mr. Rohrbach joined the Ray- 
bestos Co. as an advisor in 1916, 
. and played a part in the merger of 
= RANGE OF USES for air and oa Raybestos-Manhattan, Inc., in 1929. 
water under pressure is increasing x He joined the firm full time in 
year by year. Assure yourself your a 1938. He became vice president and 
share of this industrial growth by . director in 1939; executive vice 
being a Champion distributor. exclusive president in 1944, and president in 
Champion manufactures two lines 1948. 


of air compressors; Champion, from 1 1 
’ 7 P oil monitor 


Y,4 to 20 hp., single and two stage, 


many of which are equipped with the 
exclusive Oil Monitor which pre- prevents Jamestury Breaks Ground 


vents cycling without enough oil in For New Plant in Worcester 


the crankcase, and Challenger, a fine breakdowns Jamesbury Corp. started construction 
compressor made to a price. of a new 87,000 sq. ft. plant recently. 


According to the firm, this is twice 
the space the seven-year-old company 
now occupies, and is the fifth move 


Hi-Pressure Jet Rig Washers de- stops 
liver up. to 25 gpm. at 500 psi. piel 
> They are widely used in canner- 
HighPresaure Washers ies and food processing plants, losses ! 
oil extractive and automotive industries. 


to larger quarters since Jamesbury’s 
inception. 

Estimated cost, according to Julian 
S. Freeman, Jamesbury vice presi- 


WRITE FOR CATALOG dent, is $600,000. Eventual employ- 


ment will be 1,000. The plant is being 


built on an 81% acre site in Worcester, 
unt 4 © ry Mass., as the first building in a new 
industrial park. 


PNEUMATIC MACHINERY CO. Occupancy is expected about No- 
vember 15, 1961. 





810 Pleasant Avenue °* _ Princeton. Illinois 
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Grant Supply Adds New Employees 
To Handle Revere Line 


Grant Supply Co., Tulsa, was ap- 
pointed tubing specialist by Revere 
Copper & Brass, Inc. The firm has 
added several new employees since 
opening for business last December, 
and plans additional hiring if busi- 
ness continues to improve, according 
to Grant Supply. 

Revere has taken 3,000 sq. ft. of 
storage space in the Grant Supply Co. 
warehouse and named Charles Grant 
its general products distributor. 
Revere is removing its entire supply 
of admiralty condenser tubes from 
Dallas to Tulsa. 

The Tulsa warehouse will supply 
all of Oklahoma, eastern Arkansas 
and Houston. About $100,000 worth 
of tubing will be warehoused there 
initially. 

Mr. Grant said he took on the 
Revere line, because he has a com- 
plete line of steel tubes and wanted 
to complement it with other types. 


Yale & Towne Appoints 
Florida Representative 


The Simplex Sales Co., Inc., 1415 
S. E. 10th Ave., Hialeah, Florida, 
was named franchised representative 
for Yale industrial lift trucks and 
tractor shovels by Yale Materials 
Handling Division, Yale & Towne 

Service activities are under the di- 
rection of Jack Wilcox, a vice presi- 
dent of Simplex Sales. He supervises 
a staff of 11 shop servicemen and 
three service people operating mobile 
maintenance units. 


T. C. Wilson Appoints 
Southeastern Sales Agent 
The F. L. Bishop Co., Atlanta, Ga., 


was appointed sales agent for the 
Southeastern U.S. by the pneumatic 
tool division, Thomas C. Wilson, Inc. 

The Bishop Co. will handle and 
appoint distributors for Wilson’s 
products in Georgia, Florida, Ala- 
bama, Tennessee, Virginia, and 
North & South Carolina. 
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ACME 


attachments 
designed 


} jes. 


for 
AUTOMATION 


Time and time again, Acme Engineers have proven that 
made-to-order conveyor chain attachments need not be 
costly. They have produced hundreds of special attach- 
ments for standard roller chains that are practical in de- 
sign, outstanding in performance and lower in cost. 


At Acme, special attachment costs are lowered through 
modified design and development. From a wide selection 
of standard attachments, Acme Engineers incorporate as 
many standard parts as possible into each special attach- 
ment produced, giving you higher productivity while lower- 
ing your initial maintenance costs. Acme Chains are 
available in a complete range of sizes from 4” pitch to 
214” pitch. 


Whatever your requirements, call or write Acme’s Engi- 
neering Department for a practical solution to your 
attachment problems designed from your specifications. 


Write Dept.15-X 
for new ill. 100 page cata- 
log with engineering section. 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 





ROLLER CHAINS, SPROCKETS, CONVEYOR CHAINS, FLEXIBLE 
COUPLINGS, ATTACHMENTS. (Special and Standard) 





Another reason more and more distributors are selling Biack & Decker Appoints Wayman 
Miami District Manager 


POWER Peter B. Wayman was appointed 
TRANSMISSION Miami district manager for Black & 
EQUIPMENT... Decker Mfg. Co. He succeeds Edward 


M. Stuart, who retired after 41 years 


service with the company. 

Mr. Wayman joined B&D in 1952 
as a repairman in the New York 
service branch. In 1953 he was ap- 
pointed industrial-automotive _ sales 
representative in the New York dis- 
trict. 

At the same time, Glen Treslar, 
general sales manager, announced the 
following other appointments: 

F. W. Maddux, formerly sales 
representative in Boston, was trans- 
ferred to New York to replace Mr. 
Wayman. 

A. M. Walsh was appointed sales 
representative in Boston to replace 
Mr. Maddux. 

C. N. deJulio was appointed sales 
representative in New York. 

B. F. Emery was transferred from 
automotive sales representative in 
Pittsburgh to Master Power sales 
representative, also in Pittsburgh. 

E. R. Locke was appointed Pitts- 
burgh sales representative to replace 
GENEROUS DIS Mr. Emery. 

TRIBUTOR MARGINS P. J. Girgen was transferred from 
Says a Southern distributor, ‘“‘Browning gives us the Memphis sales representative to De- 
largest profit margin of any line.” He is no troit automotive sales representative. 
exception among the hundreds of distributors who E. R. Jex was appointed Memphis 
prefer to sell Browning. Here’s why: Continuous sales representative replacing Girgen. 
improvements in manufacturing methods have enabled J. B. Cook was appointed Master 
Browning to upgrade quality and reduce Power sales representative in Balti- 
costs with regularity. These savings permit more. 
lower prices, with greater margins and sales potentials 
for the distributor. This is true of the entire 
range of Browning products . . . Gripbelts, sheaves, 


Allis-Chalmers Appoints Geist 
Want more facts? Write for Catalog GC101, which will Manager Of Special Products 


show you why more and more distributors are selling 


chain, sprockets, bearing units, couplings. 


Kenneth R. Geist was appointed gen- 


Browning Power Transmission Equipment. : 
eral manager of the new special prod- 


Browning Manufacturing Company, Maysville, Kentucky. . 
: . ucts department, Allis-Chalmers Mfg. 
Co. Products, materials and processes, 
handled by this department, will 
come from the firm’s research and 


* 
oa | development centers. 
y Mr. Geist joined Allis-Chalmers in 
i : 
= Ze 1941. From 1942 to 1946 he worked 
as a metallurgist. In 1949 he became 


assistant director of purchases, and 


SE RN A eR RRR RR IRE i ee: 
POWER TRANSMISSION EQUIPMENT | ‘ire: in 1950. 
OE 5 RS ee RS 


continued on page 153 
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Steel Saleslady Miss Betty Weppner watches as steel blocks are cut to order from a hot roll plate for one of her customers. 





LADY WITH A WHIM OF 


In a field dominated by men, Betty Weppner competes with 


a staff of 20 salesmen to turn in her full share of orders. 


Betty G. Weppner is sales representa- 
tive for Brace-Mueller-Huntley, Inc., 
Buffalo steel service center. 
According to the firm, Miss Wep- 
pner is one of a few ladies who sell 
steel, aluminum and brass to manu- 
facturers and building contractors. 
She starts her 12th year with 
B-M-H’s Buffalo office this fall, mak- 
ing her a veteran in an occupation 
normally followed only by men. 
Asked how she kept pace in a 
field dominated by men, Miss Wep- 


pner said: “It requires a great deal 
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of study, research, long hours, and 
quick response to customer calls.” 
The 


pointed out that “Customers are will- 


lady sales 
ing to deal with me after I demon- 
strate my familiarity with metals in 
such areas as chemical composition, 
and tensile 


measurement, yield 


strength, etc. In addition, I gain 
their confidence by making recom- 
mendations, computing prices ac- 
curately, reading blueprints to de- 
filling 


orders through my close contacts with 


ler mine needs, and unusual 


representative 








— 
f 
ae 


5 all 


STEEL 


steel mills.” 

In 1956, Miss Weppner took a 
course in nuclear energy to help her 
fill orders for metal used in America’s 
defense program. 

Although she is competing in a 
staff of 20 men, Albert F. Chilcott, 
warehouse sales manager, claims that 
“Miss Weppner turns in her full 
share of orders every year. She’s a 
our sales force.” 
Bennett, B-M-H 

that “Her 
dinary abilities in sales make a value- 


great member of 
Charles A. 


president 


vice 
said extraor- 
able contribution to our success.” 
Prior to joining the firm, Miss 
Weppner was a secretary for Colum- 
Steel & Shafting Co. She is a 


graduate of the University of Buffalo. 


bia 
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“DA” DUAL ACTION 
Superior for sanding primer surfaces, 
removing gloss and taking off old 
finishes . . . the unique “‘Dual-Action” 
Air Sander creates no heat . . . makes 
no swirls or abrasive scratches .. . 
paper does not fill up 

It’s new on the market and there are 
thousands of prospects. Our Abrasive 
Kit for demonstration will aid you 
in selling. 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 
with 
NATIONAL-DETROIT 


WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc. 
ROCKFORD, ILLINOIS 


“MITY-MIDGET” 


Here’s a dependable profit maker for 
industrial distributors . . . the ‘“‘Mity- 
Midget” orbital action Air Sander is 
the most reliable popular — 
proven sander on the market. 
Powerful, light weight and vibra- 
tionless it cuts sanding time and 
lowers costs. 






































“Oddball orders” case posed human relations problem: How do 
you tell a P.A. to change his ways—and not hurt his pride? 


Answers 


starts on page 75 


among other things, alarm clocks and 
mouse traps). 

Reader W.C.S. of Westfield, Mass., 
suggests two solutions to this prob- 
lem: 

“My own opinion is that any 
customer who is giving that volume 
of business should first be consulted 
on how important it is to him that 
you continue furnishing him with 
these odds and ends—and how much 
of a nuisance it is to him to place 
the “odd ball” orders. 

A much easier way to tackle this 
problem is to try to cut your own 


costs in handling these orders. Some 
concerns have a set up with one or 
two hardware stores that handle these 
items and place a blanket purchase 
order with them. Then when orders 
for items of this sort come in they are 
placed by phone and are shipped di- 
rect from the hardware store to the 
customer. In some cases it will come 
to the P.A.’s attention that items of 
this sort are coming from another 
source, in which case he will some- 
times direct his orders to this source. 

I would under no circumstances in- 
dicate to the P.A. your unwillingness 
to fill his “odd ball” orders when you 
are doing a large volume in your own 
lines with him. There is no doubt 









































“Buyer who asks for special favors” expected salesman to take per- 


sonal orders for himself and friends, didn’t worry much about paying. 
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that the reason you are doing more 
business with him than the competi- 
tion is because you are bending over 
backward to service the account. Any 
sales manager who would take it upon 
himself to have the salesman contact 
the P.A. would be directly responsible 
for any decrease in business from the 
customer. As a salesman I would in- 
sist the sales manager do his own 
approaching of the customer on this 
particular matter so there would be 
no possibility of the hot potato being 
tossed back at me.” 


The Special Favors Case 


“The Buyer Who Asks for Special 
Favors” was the January salesman- 
ship problem presenting the dilemma 
of a salesman, Al Terne, taking per- 
sonal orders from a P.A. and his 
friends. Terne supplied anti-freeze to 
this P.A., who kept drawing larger 
and larger amounts and falling fur- 
ther behind in payments. For Terne 
and his company this was not profit- 
able business, merely a favor. Terne 
came to the point where he questioned 
the advisability of accepting another 
such order. The P.A.’s firm was a 
good customer. Readers were unan- 
imous in advising Terne to refuse 
another order. They did differ, how- 
ever, on the way this should be done, 
the suggestions ranging from “frank 
refusal on the grounds such favors 
were not good business policy” to 
“diplomatic demands for cash pay- 
ment”, 

Now Paul W. Muratet, Midwest 
Supply Co., Tulsa, Oklahoma, writes: 

“Your salesman Al Terne has 
learned the hard way that some cus- 
tomers are not altogether honest. It 
is obvious that the buyer expects him 
to cancel the $350 past due as a 
gratuity. 

“The diplomatic way out should 
have been established before the dam- 
age was done. Al can always pass 
the buck to the boss (who is a remote 
person) and explain that the new 
company policy is to furnish anti- 
freeze at cost to customers only for 
their own use. 

“After all, for $15,000 a year sales 
he can easily write off two gallons of 
anti-freeze to advertising—even if it 


comes out of his own pocket.” 
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2 , . F 
tt + 2 gl on ee your — 
customers make. Whatever 


It’s a complete line of textile belting for conveying, elevat- 
ing and transmission — every style and item proved by 
performance. Our research department conducts exacting, 
exhaustive performance tests under actual operating con- 
ditions. Then suggestions from the field are integrated. 
Result: reliable recommendations for use in every con- 
ceivable application. 

Proof that this is a sound policy is the volume of repeat 
sales. And that goes for the whole Victor line: a full range 
of widths and thicknesses in solid-woven cotton, Neoprene 
impregnated, canvas-stitched, Balata, plus special treat- 
ments, and every need in belting specialties. Why not 
make your sales coverage complete ...sell the complete 
line — VICTOR! Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting * Balata Belting 
© Solid-woven Belting—untreated, impregnated, coated—many 
widths and plies ¢ Canvas Stitched Belting * Belting Specialties. 


tector 


53 Pork Pl., N. Y. 7 * 300-6 W. Hubbord St., Chicago 10 * Factory: Easton, Ra 





IT PAYS 
0 SELL 


All Iron 
lron Body—Brass Plug 


With or Without 
Lever Handle 


¢ %" through 3” Sizes 


One of the COMPLETE 
HAYS LINE of 
Industrial Stops 


write for folder 103-9 





How the case turned out 


starts on page 76 


Salesman Joe Powers decided to sup- 
press his curiosity and wait. Two 
weeks later—almost four months from 
the time he’d told Reliable’s manager 
about the new drives—he was called 
in and asked to submit a proposal for 
converting three calenders to elec- 
tronic drives. Within a week, the pro- 
posal was accepted, and Joe’s com- 
pany filled the $22.000 order for the 
changeover. The drives are working 
just as advertised, and though Power’s 
firm is out $7,000 or more per year 
in belting sales, Joe has excellent 
another elec- 
000 to 


complete the mill’s modernization. 


prospects of landing 


tronic drive order worth $38, 
Joe’s comment on the case: “To me. 


it illustrates primarily two things: 
One, don’t underestimate the loyalty 
of customers you've built up good 
relationships with over years of serv- 
ice; and two, don’t try to rush a man 
who won't be rushed. 


He adds: “Actually, 


fear of losing all that belting business, 


it wasn’t the 


or fear of my competitor, that kept me 
from proposing the electronic drives 
before I did. I knew I couldn’t hold up 
progress. But I felt the plant manager 
was the sort of man you just don’t sell 
radical idea until a definite 
presents itself. When the 
I tried to take ad- 
Maybe I did this the 
wrong way, and was just lucky. Who 
know? With a different 


sure I would have 


ona big, 
opening 
opening came, 


vantage of 


will ever 
individual, I’m 
selling.” 


done more ‘head-on’ 





Pas 





























Make 
More Profit... 


Sell the pump that 
serves your customers” 
purposes best 

with the 


HALE 


Complete Line of 


INDUSTRIAL 
PUMPING UNITS 


From this Pump- 
ing Giant, the 
Hale Type SCIR 
“Titan” which 
pumps up to 2,- 
750 GPM with 
pressures up to 
160 PSI... 

to this handy, 
lightweight, self- 
priming pedestal 
pump, the 20-TP 
“Torrent” 

there's a Hale 
Pump to do any 
pumping job your 
industrial custom- 
ers need to do— 


Do it Better 
Loewe and at Lower Cost! = 








Your customers have gotten the word 
they know there’s a Hale Pump for 
1. moving large volumes of water and sim- 
ilar non-corrosive liquids fast 
for constant positive control of seepage 
for trouble-free pumping of high-solid- 
content water 
Here are 4 Other Representative Pumps 
Picked at Random from HALE’S Complete 
Line! 
Type CLFIR Pumps up to 1000 
GPM—pressures to 200 PSI 
Type W (New) . Pumps up to 600 
GPM—pressures to 140 PSI 
Type 40-T “Torrent” (Self Priming) 
... Pumps up to 40,000 GPH 
Type 30 DP (Diaphragm) . Pumps 
up to 5500 GPH 
Plus many others including custom- 
built pumps manufactured to meet 
your own specifications 
Remember, there’s no need to turn 
a customer down when you handle the 
new, modern, quality line of Hale 
Pumps. Write for full details today! 


Write to Dept. ID 
FIRE PUMP 


Lt COMPANY 


CONSHOHOCKEN, PENNSYLVANIA 
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NEWS 


continued from page 148 





Russell H. Smith 


Fort Worth Appoints Russell Smith 
West Texas, Oklahoma Manager 


Russell H. Smith returned to the sales 
organization of Fort Worth Steel & 
Machinery Co. after an absence of 
almost three years. 

Mr. Smith is now district sales 
manager for West Texas and Okla- 
homa, with headquarters in the firm’s 
main office in Fort Worth. 

He was FWS&M’s Chicago district 
manager in the early 1950’s and was 
supervisor of the customer service 
section in Fort Worth before leaving 
the firm in 1957. 

He subsequently joined McLaugh- 
lin, Ward Co. and Utility & Supply 
Co.. Jackson, Mich. 


New Firm Opens In Dallas; 
Best Industrial Supply Co. 


Best Industrial Supply Co. was 
opened recently in Dallas, at 147 
Parkhouse. The firm is a distributor 
for materials handling equipment, 
shop equipment and storage racks, 
plus tape writing machines. 

Robert J. Best, owner, offers free 
storage and conveyor planning, lay- 
out and design for companies. Mr. 
Best has five years experience as a 
sales engineer in the industrial sup- 
ply field; he specializes in storage 


equipment. 
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CONVERT HAND TOOLS 
TO POWER, INSTANTLY 


No. 58 POWER DRIVE 


Truly portable . . . the ‘58’ is designed for all sizes 
of pipe up to 2’. You can do more jobs in less time, 
ight on the job, with a lot less effort. Your present 
hand tools .. . threaders, cutters and reamers . . . 
are converted instantly to power tools with the 
“58” Power Drive. Weighing only 73 ths., it can be 
mounted on bench or stand for shop, or on-the-job 
use. It features the new easy grip Spin-Torque 
Chuck. Insist on TOLEDO Power Drives for 
accuracy, speed and long-life service. Sold thru 
your nearby Authorized TOLEDO Distributor. 


THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 








New Order Index Of Industrial Supplies & Machinery Up 3.396 In April 
THE reget CALLS alk 
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The index of new orders placed by distributors with suppliers continued to increase 
in April, according to the American Supply & Machinery Manufacturers’ Association. 
The index rose six points of 33% to 188, continuing the recent upward trend. 


Popular package 8-0z. can fitted with 


Bakelite cap holding soft-hair brush & DeWalt Appoints Manuel Nodar a line of individual purpose station- 
i aay hy D-H : Product M Stati Tool ary power tools, which DeWalt re- 
pm toy bap yy Stliet, roduct Manager- ationary 00s cently obtained for Atlas Press Co. 
fy ll En raertie: Manuel V. Nodar was appointed Prior to joining DeWalt, Mr. 
Write for full information product manager of stationary power Nodar was with Porter-Cable Ma- 
THE DYKEM COMPANY = tools by DeWalt, Inc. chine Co., as director of advertising 
Gnatnes eee In this new position, Mr. Nodar and sales promotion. Prior to that 
cetera Mr oe athe will coordinate marketing plans for he was with Bausch & Lomb Co. 


This new 
UNBRAKO K{16... 
what is it, 

a special fastener? 
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Br) ewes sy eS 
Material Handling equipment orders in 
March showed a hike of 19.7% over the 
bookings recorded for February. The 
March index was 136.96. Robert F. Moody, 
MHI president says this might be an ex- 


pression of business optimism. 


INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for April is 75, according 
to the Industrial Fasteners Institute. 

April shipments were down one 
point from March, but still at the 
average rate of the lst Quarter 1961. 

The 


publishes this index each month. 


Industrial Fasteners Institute 


Wiss Honors Employees 
At 25 Year Club Dinner 


J. Wiss & Sons Co. honored the 93 
members, their wives and husbands, 
of the Wiss 25 Year Club at the an- 
nual dinner held recently in Newark, 
New Jersey. 

Six new members were welcomed, 
among them Richard R. Wiss, presi- 
dent of the firm. The others were Mil- 
dred Mauriello, Josephine Miksiewicz, 
Frank Rega, John Regan and John 
Urszulak. Each new member received 
a gift appropriate to the occasion. 
All members were praised by Wiss. 

Special honors were given to Joseph 
Boulanger and James Donnarumma, 
both of whom completed 40 years in 
the Wiss organization. 


APPOINT PURCHASING AGENT 


J. Y. Powell was appointed purchas- 
ing agent for R. J. Gallagher Co., 
Houston. He was previously purchas- 
ing agent for the Houston Building 
Division, Butler Mfg. Co. 


No, it’s a standard 
socket head cap screw. 
It will replace a lot 
of specials because 
it offers 300% extra 
fatigue strength. 
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No More Rummaging 
Through Stacks of Drilis 


Used by industrial plants, hardware stores, stock (4 
rooms. The entire stock of drills can be seen ot a 
glance. Compartments with rounded bottoms hold 
dozens of drills. Hyot's built-in inventory system 
does away with cost sheets. 1444" long, 74%" 
high, 74%" deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills ... . 
#2 for Numbered Drills . . . . 








HUOT MANUFACTURING CO. 


551 No. Wheeler Street @ St. Paul 4, Minn. 








EXTRA 
WALUI: 
FASTENERS 


“Red Seal” 
CALKING ANCHORS 


* EXCLUSIVE 
RED FIBRE DISC 
KEEPS DIRT OUT 
OF THREADS. 


DHD® HAMMER 
DRIVE ANCHORS 


\ 


KEYSTONE® 
EXPANSION SHIELDS 


Pexciusive Nutstop * Exclusive Internal 
Prevents Ribs Provide 
Nut Pullout. Maximum Expansion 


DIAMONDP® | cotagbrin 
LAG SCREW SHIELDS] 10 ou watt 


\ | ANCHORS 


“ua” 

#> Times 
Greater Thread Area 

No Stripping! 


. 

Exclusive 4-Directional 
Expansion Fits 
Irregular Holes 


DIAMOND PLUS 


SPRING 
TOGGLE More Than 


500 Other items 
BOLTS With “Built-In” 
Lo Extras 
PLUS 
Exclusive Pole Line 
Hardware 


* Patented Feature: 
Wings Form Truss; 
Don't Bear on Bolt. 


_ FREE SAMPLES 


> 
DIAMOND 


Four regional sales conferences were held by Lufkin Rule Co., instead of the Annual 
General Sales Meeting. This year the Eastern sales division met in Atlantic City. 


East Central sales division met in Dearborn, Mich. George H. Day, 2nd vice presi- 
dent sales, said regional sales meetings permit thorough discussion of area problems. 


West Central sales division met in Rockton, Illinois. Tentative plans are to resume 


the general sales conference on an alternate year basis, beginning next year, 1962. 


The Western sales division met in Beverly Hills, California. With these regional 
meetings, the firm hopes to give its salesmen individual attention and assistance. 
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HERE’S A FAST-MOVING, TOP-PROFIT LINE 
OF PRECISION POWER TRANSMISSION PRODUCTS 


For selected distributors, the Formsprag line offers great 
opportunities for increased sales, more profits, and assur- 
ance of customer satisfaction. Because their proved per- 
formance record of superiority assures unusually high 
acceptance, every industry is a potential customer for 
these precision power transmission products. 


FORMS PRAG 


CLUTCHES 


Provide Greatest Torque Capacity, 
Highest Precision, Longer Life 


The Formsprag clutch consists of a full complement of shaped 
sprags located between two concentric races. Full torque is 
transmitted from one race to the other by the wedging action 
of these precision sprags—there is no lost motion or slipping. 
Also, the sprags engage at constantly changing contact points 

clutch life is lengthened and backlash eliminated. With 
greater contact in a given annular space, Formsprag clutches 
transmit more torque in relation to size and weight. Clutch- 
couplings utilizing Formsprag ball bearing clutches are also 
available. 


Small, Light-Duty, Sleeve-Bearing Clutches 


Models FS-02 and FS-04 are ideal for 
business machines, instruments and 
small industrial machines. Provisions 
are made for mounting components on 
the hub. Bore diameters: 44’’, %” and 
2". Torque capacities: 4.5 lbs. ft. and 
17 Ibs. ft. Eight models (FS-3 through 
FS-16) are for general industrial appli- 
cations not requiring bali bearings. 
Bore diameters from .375” to 2”. 
Torque capacities: from 10 Ibs. ft. to 
1310 Ibs. ft. 


General Purpose Ball Bearing Clutches 


For over-running, indexing and back- 
stopping applications, this series of 
general purpose ball bearing clutches 
assures dependable operation and long 
service life. Mounting provisions and 
a full complement of load-carrying 
sprags are incorporated in all models. 
Bore diameters range from .500” to 
12.000” and torque capacities from 
95 Ibs. ft. to 136,500 Ibs. ft. 


High-Performance Ball Bearing Clutches 


These clutches provide unusually high 
performance when used on over- 
running, indexing or backstopping ap- 
plications. Their design incorporates 
customized combinations of sprags, 
retainers and seals to provide optimum 
performance when long-life or high 
speed operation are prime requisites. 
Bore diameters: from .500” to 6.0007’. 
Torque capacities: from 140 Ibs. ft. to 
13,500 Ibs. ft. 


OVER-RUNNING [ree-Wheeling 
INDEXING (fRotcheting 
BACKSTOPPING Holdback 


Products, Promotion, Policy, Profits 


The products shown and described on this and 
the following page indicate the high quality that 
is characteristic of the complete Formsprag line. 
A national advertising and sales promotion pro- 
gram of proved-effectiveness is constantly pre- 
selling your customers and making personal sales 
efforts more productive. In addition, Formsprag 
has developed a sales policy that is designed to 
establish and maintain mutually profitable dis- 
tributor-manufacturer relations. There are many 
more significant benefits for selected distributors 
handling the Formsprag line—we invite you to 
write for more complete information on products 
and policy. 


ADDITIONAL FORMSPRAG PRECISION 
POWER TRANSMISSION PRODUCTS 


_FORMSPRAG 


A 


23597 Hoover Road, Dept. 113-A 
Warren (Detroit), Michigan 


Precision Power Transmission Products 





REV \ LOK 


DEVICES STOP FEEDBACK TORQUE; PROVIDE TWO- 
DIRECTIONAL DRIVE, POSITIONING, OVER-RUNNING, 
BACKSTOPPING AND LOAD-RELEASING 


These multi-purpose devices have an exceptionally wide 
range of application and may be adapted for single revolution 
and torque limiting functions. They offer greater torque 
capacity for their size and weight and permit higher over- 
running speeds than any similar device. 
Standard models having bores or shaft sizes from \ " to 
2'6” in diameter provide torque capacities ranging from 40 
lbs. in. to 30,000 Ibs. in. Smallest Rev-Lok sizes have mount- 
ing flange on outer race, are permanently lubricated and can 
be used for end-to-end or coaxial drive. 
The unusual features, design characteristics, operating 
Tava ke) anole) Va ie) telt| a kele di. ic) functions and a number of typical applications are discussed 
AND POSITIONING DEVICES in detail in Rev-Lok technical Bulletin—write for your copy. 


REVERSIBLE motor 


TYPICAL (8 al Oa eid 


~~ . | LL, 
° Uae : SOLENOID 
REV-LOK Y ((@ . : a 
A 
- ANTI-SHOCK DEVICE Lif A eS . ~ 


APPLICATIONS yo *™ Gs aa 


OAD OUTPUT 


ROTATING POSITIVE POSITIONER TORQUE RELEASING CLUTCH (SINGLE REVOLUTION CLUTCH) POSITION DEVICE 


- pag pe at 


_ Tox 
EW aby RAWSON 


CENTRIFUGAL oueemenn & CLUTCH-COUPLINGS 


Improve Motor Performance— 
Permit Using Smaller Motors— Provide 


Automatic Overload Protection— ADDITIONAL FEATURES 


Allow Across-the-Line Starting All metal shoes never need 


adjusting, permit higher oper- 
The “A” series of Rawson clutches and ating temperatures, assure 
clutch-couplings are designed for direct longer service 


drive. shaft-to-shaft installation. The Fluid-smooth starting without 


Rawson “B”’ series of clutches is used power loss of fluid types at full 
for indirect drive application. “"B’’ type load R.P.M 


‘lutche a t we > > . . 
clutches transmit power to driven equip Protects delicate equipment 


ment through sheaves, sprockets or no starting shock 


gears mounted on the hub —_ 7 
No-Load starting reduces 


motor acceleration time to a 
fraction of a second 


The series ““B’’ Rawson clutches also 
have a new seal that prolongs bearing 
life and blocks entry of external con 
tamination. Both series “A” and ‘B” Full power at normal operating 
R.P.M No Slip, No Power 
Loss, No Heat 


are also available with a delayed engage 
ment feature for load-free idling, stand- 
by or dual drive type installations 
Standard models have bore diameters 
from .500” to 8.375" and capacities from 
fractional H.P. to 825 H.P. Write for 


Rawson Catalog FORMSPRAG COMPANY 
<* 23597 Hoover Road, Dept. 113-A * Warren (Detroit), Michigan 


Precision Power Transmission Products 


Selected distributors of Formsprag products have unusual sales opportunities—for more complete information, please write. 





Ford & Ulrich, Inc., Celebrates First Year In Industrial Supp 


. _ f.: . 


BELMONT 
PACKING 
SELECTOR 


ee es SS oe ess ss 


"FORD & ULRICH 


wager ta WFP itt 





te _— 9 
Ford & Ulrich, Inc., Hamden, Conn., is celebrating its first year in the industrial 
supply business. Paul Ford (left), president, and George Ulrich, secretary-treasurer, 
display new catalog, which will be ready for distribution to clients in the near future. 


Garrett Supply Co. Named Distributor For Schrader Air Control Products 





ld / 
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Functions of demonstration layout for Schrader Air Control Products are explained by 


Bob Dick, 


staff members 


Ross Named Assistant Manager 
Carborundum’s Abrasive Division 


Frederic J. Ross, Jr., was named as- 
sistant to the general manager of the 
Bonded 


rundum Co. He was formerly man- 


Abrasives Div ision, Carbo- 


ager of the new products branch of 
the firm’s R&D division. 

Prior to his association with Car- 
borundum, Mr. Ross was director of 
technical sales for Pierce and Stevens 
Chemical Corp. 
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Garrett Supply Co. power transmission specialist, to trio of inside sales 
l to r), Thomas Fitzgibbon, Manager Carl Meyer and William Miller. 


Bunting Appoints Treuer General 
Manager, Western Operations 


Robert F. Treuer was appointed gen- 
eral manager of the Western opera- 
tions of Bunting Brass & Bronze Co. 
by W. H. Hankins, Jr., president. 

Since 1957, Mr. Treuer has been 
president of the Atlas Brass Foundry 
in Los Angeles. Prior to joining Atlas 
he was with the Federated Metals 
Division, American Smelting & Re- 
fining Co. 


For Belmont Distributor 
Salesmen—a quick and 
easy Slide Rule’ method 
of choosing the prefer- 
red Belmont Packing for 
each particular combina- 
tion of service conditions. 


Another exclusive sales 
tool which helps make 


BELMONT 


“THE BIG PROFIT LINE” 
for Distributors 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa 





VALUED FOR 


Performance 





alloy slings 


es 


Consistent performance is routine for 
TM Alloy Slings. That's why distributors 
stress these mighty slings for heavy 
material handling, in all types of industry. 
They sell Taylor's brute strength... 
safe, sure-grip Tayco Hooks...and 
scientific quality control. All are reasons 
for Taylor's enviable record. Investigate 
your profit potential with TM factory- 
made Alloy Slings. Write today. 
S. G. TAYLOR CHAIN CO., Inc 
Plants: Hammond, Ind. 
3505 Smaliman St., Pittsburgh, Pa. 


Everything Swings 
on TM Slings 


aylor 
ade 


CHAIN 


160 


SINCE 
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Harry G. Brustlin 


Norton Appoints Brusttlin 
Abrasives General Sales Manager 


Harry G. Brustlin was named general 
sales manager of the 
Norton Co. He 


Cushman, who was promoted to vice 


Abrasive Divi- 
sion, succeeds Robert 
president-general manager, last Janu- 
ary. 

Mr. Brustlin started as a Worcester 
in 1948 
abrasive 
Angeles. In 1956 he was ap- 
pointed Pacific Coast 
1959, 


sales trainee He then served 


as an engineer in Denver 
and Los 
district man- 


ager and in of mar- 
keting 
At the Everett L. 


clair was named manager of prod- 


manage! 
services. 
Sin- 


same time, 


engineering, wheels: 
and John U. 
sistant to the 


services was appointed assistant to 


uct grinding 


Calder, formerly as- 
manager of marketing 


the general sales manager, abrasive 


division. 


Johnson Bronze Acquires Ownership 
Of Ferro Powdered Metals, Inc. 
of New Castle, 


Pa., acquired ownership of Ferro 


Johnson Bronze Co., 
Powdered Metals, Inc., of Salem, In- 
diana. Ferro is a producer of engi- 
neered powder metallurgy structural 
parts and shapes. 

The powder metallurgy parts divi- 
sion of Johnson Bronze Co. will be 
relocated and combined with Ferro 
at Salem. Plants facilities at Salem are 
bieng enlarged to accommodate this 
joint operation. 

No 
the management of Ferro Powdered 


Metals, Ine.., 


ing as president. 


changes are contemplated in 


with J. F. Helsel remain- 
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CHICAGO RUBBER 
CONTACT 


Our fair-dealing and honest-to 
goodness product and sales policies, 
have convinced users of CONTACT 
WHEELS and ROLLS, of complete 
satisfaction, backed up with a con- 
sistent effort to produce quality 
equipment at the lowest possible 
prices. Selected CONTACT 
WHEEL distributors are being 


WRITE TODAY 
for the colorful informative — 
of contact wheels and industria 
rolls, as well as related information 
data. 
"NEW DISTRIBUTOR POLICY 


AVAILABLE. 700-AA 


CHICAGO RUBBER 


COMPANY, INC 


treet. Woukegan. Ilinois 


INDUSTRIAL DISTRIBUTION 





Congress Urged To Give American 
Business Modern Tax Regulation 


The Chamber of Commerce -of the 
United States urged Congress to give 
American businesses the same type 
of modern tax depreciation rules that 
European businesses already have. 
This is the best way to encourage 
the investments needed to create new 
jobs, the Chamber said. 

The Chamber’s position was stated 
in testimony delivered to the House 
Ways and Means Committee on the 
Kennedy Administration’s tax pro- 
posals. Joel, Barlow, a member of the 
Washington law firm of Covington 
& Murling and a member of the 
Chamber’s Taxation Committee, testi- 
fied. 

Mr. Barlow called the Administra- 
tion’s investment tax credit plan 
“discriminatory, complex, and uncer- 
tain.” He said that he doubted that 
the plan would be either “fruitful o1 
effective.” 

Under the plan, businesses could de- 
duct from federal income taxes 6% of 
all investments between 50 and 100% 
of depreciation. They could deduct 
15% of investments above 100% 
of depreciation. The most they would 
be allowed to cut taxes this way 
would be 30% 

Mr. Barlow asserted that the in- 
vestment tax credit plan was dis- 
criminatory as it favored only tax- 
payers able to make unusually large 
investments in 1961. He declared it 
uncertain because President Kennedy 
proposed continual review and modi- 
fication. And, he said it was com- 
plex because the Secretary of the 
Treasury proposed to set up a whole 
new framework of provisions to ad- 
minister the regulations. 

“There is really no substitute for 
complete and realistic depreciation 
reform,” Mr. Barlow said. Build- 
ings and machines become useless 
faster than they wear out, said he. 
Tax laws need to be revised to take 
this fact into account. Businesses 
then will have more money to in- 
vest. The economy will grow faster, 
and there will be more jobs. “A tax 
credit that is so discriminatory, com- 
plex and uncertain is not likely to 
provide the general stimulus that is 
needed,” Mr. Barlow concluded. 
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A new concept in 
fastener distribution! 


BOSCO'S BROAD LINE 


means added convenience 
for Southwest Jobbers! 


NOW ... more than ever before . . . Bosco 
is the most dependable single source of 
supply for Southwest Jobbers. 


Bosco’s new “broad line” is literally the 
largest stock of top-quality industrial fas- 
teners in the Southwest! This greatly 
enlarged inventory insures you of speedier 
service and faster deliveries on every type 
of fastener ...even the hard-to-get items! 
Good News For Guif Coast Jobbers! 


Bosco’s New Houston Warehouse is now open at 
2602 Commerce, Houston 3, Ph. CApitol 3-4666 


BOSCO 


BOLT « NUT e SCREW CO. 
An RB&W Affiliate 
P.O. BOX 1424 * DALLAS 21, TEXAS 








The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< (>> »>—~ Since 1829 


The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 





EVER BOON, 


has a metal-cutting 
problem. ..and every 
metal-cutting problem 
can be solved with 


KP). 
PORTER 
CUTTERS 


Every industry can use one or more 
Porter Cutters in regular production 

. in shipping and receiving ... in 
maintenance. When you carry Porter 
Cutters you can offer over 100 sizes 
and styles of 


HIGH LEVERAGE 
HAND CUTTERS 
with capacities up 

through %” 
metals, 56” 
metals 


PNEUMATIC 
CUTTERS 
through capacity %” 
diameter metal 

and plasties 


HYDRAULIC 
CUTTERS 


several models for 
cutting 5%” diam. 
Hard Metals through 
3” Communication cable., 
Ask your Porter representative to ex- 
plain the profit potential you can 
realize by carrying Porter Cutters. 
Or — write us direct for full infor- 
au DST, mation and catalogs. 
@ Remember — Porter 
S Cutters are engi- 
neered to do the job 
: FS faster, easier and 
< better — and they’re 
backed by Porter’s 
80-year reputation 
for outstanding 
quality. 


. K. PORTER, INC., 


Somerville 43. Mass 





Robert P. Borden 


Richard M. Dubois 


Vickers Names Borden 
Minneapolis Sales Engineer 


Robert P. Borden was appointed dis- 
trict sales manager in the Minne 
apolis office of Vickers Inc., Division 
of Sperry Rand Corp. 

Mr. Borden joined the firm in 
1958, after 12 years experience in 


the power transmission field. 
{pplication Engineer 


Richard M. Dubois was appointed 
application engineer in the Minne- 
apolis office. He joined Vickers in 
1960. 


Sier Bath Opens New Warehouse 
In San Francisco 


A new warehouse was opened at 142 
Utah 


for the Flexible Coupling Division, 


Avenue, South San Francisco, 


Sier-Bath Gear & Pump Co., Inc. 
facility 
provide rapid handling, on a same 


The new is designed to 
day basis, on orders received from 
States. It will 
stock all standard and heavy duty 


the eleven Western 


types of flexible gear couplings. 





if you could peep 


a keyhole 


You would find other 
distributors of hose and 
belting are turning to 
Mercer Rubber to add 
to their profit picture. 
How about vou? 

Write now to 
Mercer Rubber Co. 
136 Mercer Street 
Trenton 90, New Jersey 

















Complete line of 


high speed steel 


knurls, standards 
& specials. 


Stocking 
Distributors 
Wanted! 


Replies should list related lines 
now handled. 


Fredric Bradford 
6330 Sylvester St. 
Phila, 49, Pa. 
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DRILLS 


GRINDERS 


HAMMERS 





% 


\y 

















RIVETERS 


SCALERS 


SCREW DRIVERS 


NUTSETTERS 


NIBBLERS 


Beats all 
competition— 


performance. 
and price 





GRASSO 
PNEUMATIC TOOLS 


CURTISS-WRIGHT 











RAMMERS 


VISES 


AIR COUPLINGS 
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Precision built . . . versatile . . . economical to buy 
and use — these are just a few of the advantages 
of the complete line of Grasso-built pneumatic 
tools, now available throughout the United States 
through the Marquette Division of Curtiss-Wright. 
These rugged, efficient tools are perfectly matched 
to every high production, assembly and mainte- 
nance task — have all of the features that give 
you fast sales and good profits! Complete inven- 
tories of spare parts, plus factory repair service, 
give fast, dependable customer service. 

Selected territories are now available to qualified 


industrial distributors. Write now for complete 
information to: 


MARQUETTE DIVISION 


CURTISS@WRIGHT 


CORPORATION 
1145 GALEWOOD DRIVE 
CLEVELAND 10, OHIO 











CARBIDE 
TIPPED 


NON-FLEX SOLVES 
THOSE TOUGH 
CUT-OFF 
PROBLEMS 





Solve your customers tough cut-off problems! Show him how 
he can increase his cut-off production up to 300% and at the 
same time improve surface finish! 

How 7? 
With the patented “Non-Flex Cut-Off Tool’, the carbide 
tipped tool with built-in rigidity. He will profit. You will profit. 


Write for complete information today. 








TOOL DIVISION 








| GENERAL MACHINE COMPANY, INC. 





ail 








EMMAUS, PA. 





Quiet cushioned steel 
valves 


Strong, light-weight 
Lynite connecting rods 


Balanced crankshaft 
with integral 
counterweights 


Oversize Timken roller 
bearings 


These are only a few of the reasons behind Quincy 
sales power. 

Stocking the 1960 “Q-LINE” means gaining new 
compressor customers . . . and because of QUINCY’S 
performance and reliability, those customers will be 
with you to stay! 


uincy QUINCY COMPRESSOR.CO. 


COMPRESSORS Quincy, IIlinois 





Reprints Available 





You Can Determine Your MARKET 
PoTENTIAL—(Nov. 1957) Outlines 
step-by-step procedure for develop- 
ing and using market potentials. 
Shows how to organize factual ma- 
terial on customers and prospects, 
how to use census material and other 
outside sources to locate potential 
customers, and how to develop con- 
version factors relating product line 
potential to number of employees in 
various industries. $.25 each 


Usinc Facts For Prorit—(May 
1960) Outlines a procedure for de- 
veloping and bringing together data 
on customer, territory and product 
profitability and using this informa- 
tion in raising return on investment 
(net profit as percentage of total as- 
sets) as much as 20%. Explains how 
to maintain current return. Discusses 
means of analyzing and improving 
cost status as well as product, terri- 
torial and customer profit perform- 
ance. $.50 each 

Tue Carbs in Your Future—(June 
1957) Study of punched cards sys- 
tems set up by three distributors to 
process data. Includes glossary of 
terms, a general discussion of the 
principles behind integrated data 
processing, a step-by-step analysis of 
how equipment was installed. $.75 
each 

SALES GUIDEBOOK - 
1956) 
part questions - 
110 industrial products ranging from 


Quiz 
Includes two, three and four- 


( April 
and answers — on 


abrasives to wire rope. Explains how 


salesmen and sales managers can 
use quizzes as sales training guides. 


$1.50 each 


DistriBUTION Cost ACCOUNTING For 
Net Prorits—(July 1957) Provides 
detailed analysis of Norton Com- 
pany’s Product profitability studies 
made in three industrial supply and 
equipment firms ranging from 
$800,000 to $6,000,000 sales volume ; 
Outlines procedure by which any 
distributor can determine and allo- 
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néede a press, reach 
for the 


DAKE 


Catalog and sell him, 
exactly (®\= 
the press for the job. 
=) If he needs 
Something special 
SDake engineers 
will cooperate to design 
and build it. 
_ Dake offers the 
|most complete line 
55 (| +0600 tons) 
of shop presses 
for forcing, F< 
bending, 
straightening FF 
and other 
pressing 
jobs. 
Sell Dake 
and you sell 
customer 
satisfaction! 
DAKE CORPORATION 


631 Robbins Road 
Grand Haven, Mich. 


\ 


~ 
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cate functional costs to produce 
categories for more exact computa- 
tions of costs and profits. $.75 each 


New Sates TRAINING TECHNIQUE— 
(May 1960) Discusses “talking cata- 
log” sales training technique used 
by members of the Anti-Friction 
Bearing Distributors Association. 
Explains how manufacturers tape- 
record catalog information (as well 
as information on applications, prob- 
lems and new products) for distribu- 
tor salesmen to listen to while they 
study catalogs. Lists such program 
benefits as individualized instruction, 
compensation for slow learners, more 
productive sales meetings and more 
efficient problem solving. $.15 each 


Key Line SELLINc—(May 1956) Ex- 
plains key line selling program at 
Orr Iron Co., Evansville, Ill. Shows 
how concerted sales effort behind a 
group of selected lines increased net 
profit, built sales in other lines, 
boosted salesmen’s income, made op- 
erating capital do more. $.75 each 


Rote Priayinc—(Sept. 1957) De- 
fines and illustrates the sales train- 
ing technique of “role playing,” us- 
ing an actual role playing session as 
background. Explains how any dis- 
tributor can set up role playing ses- 
sions, and highlights the expected 
accomplishments of such sessions. 
These sessions adapt themselves very 
effectively to sales meetings. $.75 each 


SIMPLIFIED OPERATING STATEMENT 
METHOD FOR SALES PROFITABILITY 
AnaLysis—(July 1959) Presents a 
simplified method for determining 
what it costs to handle any segment 
of sales—from a line of billing to an 
entire sales territory—based on the 
allocation of all operating expenses to 
a single line of billing. Includes 
step-by-step _ profitability 
$.25 each 


analysis. 


MoDERNIZE NOW FOR GROWTH AND 
Prorits — (Nov. 1958) Analyzes 
profit-making opportunities through 
modernization in each phase of a 
distributors’ operation, i.e., selling, 
office procedures, warehousing and 
inventory control and purchasing. 





ITS A 


arACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE FAST DELIVERY 
from stock makes inventory control 
easy ... conserves valuable space, 


BECAUSE AN ESTABLISHED 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT 
PACKAGING simplifies handling 
... encourages use. 


BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits, 


@ ~\ ARBOR SPACERS 
be SHIMS 
SHOULDER-SCREW 
> 
PO spacers 
— 


FEELER STOCK 
in Coils and Strips 


ACCURATE 
SHIM 
STOCK 


Complete range of extra- 
precision sizes and thicknesses 
made from selected materials 
... Clean and flawless. 


FOR MORE FACTS 


WRITE, WIRE, PHONE FOR 
LITERATURE AND PRICES 


YOU CAN 
DEPEND ON DE-STA- CO 


DETROIT STAMPING COMPANY 


DETROIT 3, MICHIGAN ) 





it pays to sell 


DARNELL 


WHEN YOUR 
CUSTOMERS 
NEED...... 


Progressive 
distributors select 


DARNELL 


B> CASTERS AND WHEELS ~<a 


for increased 
sales and profits 


Let the skill of Darnell engineers furnish 
the sources of profit in caster use. There 
are valid reasons for Darnell leadership. In 
every Darnell Caster and Wheel there is a 
responsibility that is reflected in maximum 
service. 


DARNELL 
MANUAL 


DESCRIBES 
Nearly 4000 TYPES of 
CASTERS & WHEELS 


DARNELL CORPORATION, Lro. 


DOWNEY {Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, LI, N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 


| tance of 











check- 


list which can be used by distributor 


Include “operations audit” 
to reveal areas of weakness in op- 
eration. $.75 each 

THe InpustriAL Distrisutror — 
(1959) Compilation of lectures de- 
the 1957-58 


senior seminar at Clarkson College 


livered to students in 
by leaders in the Industrial Distribu- 
tion industry. Topics include sales- 
sales plant 


manship, management, 


location analysis, management or- 
ganization, product line selection, ad- 
vertising and sales promotion, pub- 
lic relations, office operations and 
financial management. $1.50 each 

ANGLES ON ADVERTISING — (1959) 
Series discusses ways to organize and 
systematize direct mail advertising: 
includes “responsibility chart” which 
shows what part ad managers and 
other executives play in 5 main areas 
lists 


can 


of advertising; discusses how 


can be updated and “gimmick 


get results; analyzes functions of 


trade magazine advertising and the 


| house organ and highlights impor- 


distributor-supplier com- 


munication and cooperation. $.25 


each 

DistriBUTION IN THE 60’s—(Janu- 
ary-February 1960) 32-page analysis 
of factors such as expanding popu- 
lation and technology, which will in- 
fluence potential for industrial equip- 
the 60's. 


Discusses in detail how above trends 


ment and supplies in 
and problems will affect distributors 
in the 60’s and what decisions will 
have to be made. $.75 each 

DistriBuTION U.S.A./CHALLENGES & 
(May, 1961) A 


broad picture of the past, present, 


OPPORTUNITIES 


and future of the industrial distribu- 
tion field. Shows past mistakes and 
successes, present problems and pro- 
grams, and future challenges and po- 
tentials. 75¢ each. 


MorTivATION: WHAT MAKEs SALEs- 


MEN SELL? (September 1959) Probes 
reasons why some salesmen don’t 
produce to the full extent of their 
potential; discusses meaning of moti- 


vation, defines the problems faced 





HARRISBURG 
COUPLINGS 


FOR OIL DRILLING AND 
WHEREVER PIPE COUP- 
LINGS ARE USED Harrisburg 
Steel has been well-known for 
many years — well known for 
high quality seamless steel coup- 
lings — of strength and accuracy 
— with threads unexcelled in cor- 
rectness of form, height, angle 
and lead. 


Manufactured to A.P.I. specifica- 
tions, Harrisburg tubing and cas- 
ing couplings are under constant 
inspection for uniformity of qual- 
ity — to bring to you a product 
which will meet the most critical 
requirements. 


FOR ALL TYPES OF COUPLINGS 
Specify Harrisburg. 


(al) 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 
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by management in motivating sales- 
men and analyzes such selling in- 
various 


centives as contests and 


compensation plans. $.50 each. 


FIFTEENTH ANNUAL SURVEY — 
(March 1961) Statistical picture of 
distributor operations during 1960. 
information—by re- 


Includes such 


gions—as dollar sales volume, in- 
ventory levels, gross margins, turn- 
over, accounts receivable, number 
of invoices, number of employees, 
number of salesmen, sales per sales- 
man and per employee. Also includes 
plans for 


distributor outlook and 


1961. $.25 each 

Pattison PitcHEs For GrowrTu 
With “Ramac 305” (August 1959) 
Discusses planning and preparation 
involved in distributor’s installation 
of IBM “Ramac 305” data processing 
unit. Illustrates components of unit 
and explains how unit works to speed 
order processing and provide vital 
decision-making data. $.25 each 


Cost AccounTinc For CusToMER 
PROFITABILITY—(June 1959) Out- 
lines standard cost accounting pro- 
cedure developed by Gates Rubber 
Co. for determining profitability of 
all or a segment of customers. In- 
cludes a sample customer analysis 
and a “short cut” method for cal- 
culating net profit contribution of 
of cus- 
tomer P & L statement. $.75 each 


customers. Discusses role 


BetTER MANACEMENT—BETTER Dis- 
TRIBUTION—(May 1959) Based on 
study of 150 supply firms by Dr. 
George D. Wilkerson, a management 
consultant. Discusses such organiza- 
tion principles as “highest action”, 
management by example, delegation 
of authority and responsibility and 
functionalization as these principles 
apply to supply houses in different 
stages of development. $.75 each 


A Bic ANSWER TO THE SMALL ORDER 
ProBLEM—(October 1959) Details 
how “local order” purchasing pro- 
ducer at Argus Cameras, Ann Arbor, 
Mich., reduces small order costs by 
eliminating some of the most costly 
functions associated with them; Dis- 
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10 PC., 12” LONG 


36 PC., WITH 45° BEVEL & 
r\ 


500 
8” 
Blan 
Ks 


There is a WELLS 


METAL CUTTING BAND SAW 


tailored to your needs 


BIG JOBS... 


The Wells Model 1200 provides 12” x 16” 
capacity with automatic cutting cycle at 
a price that is remarkably low for such 
high standards of design and quality. 
Equipped with the Wells Roto-Veyor Bar 
Feed (shown at right), the Model 1200 
becomes a fully automatic heavy-duty 
cut-off machine. Other Wells models pro- 
vide capacities of 10” x 16’, 8" x 16” and 
6” x 13” down to machines for... 


.»» SMALLER JOBS 

Two economy priced convertible Wells 
models may be used for horizontal cut- 
off work or as upright saws. Both may 
be equipped with optional wheels and 
handles for complete mobility. The Model 
58-B offers 6” x 10” capacity, the Model 300 
(shown at right) provides3'2" x6" capacity. 

With six quality-built models to choose 
from, there is a Wells Saw that will fit 
~~ needs and your budget. Call your 

ells distributor or write for descriptive 
literature. 


‘WELLS MANUFACTURING CORPORATION 


606 ADAMS STREET * 


THREE RIVERS, MICH. 





slip through 
your fingers! 


Your salesmen miss an extra profit 
bet when they fail to talk up Kennedy 
tool boxes, tool chests and roller 
cabinets. Every industry, mainte 
nance shop and garage is a pros 
pect. Consider the plus benefits you 
get selling Kennedy 


1 A complete line of premium quality 
tool boxes, too! chests and roller cabinets 
Built to stand up under heavy service any 
where. Many models and combinations 
, J Top quality — prestige leadership. 
Kennedy is nationally advertised in lead- 
ing trade journals in the automotive and 
industrial fields 


3. Maximum profits with minimum in- 
ventory. Kennedy's fast service protects 
you against lost sales of out-of-stock 
items 


4. Having the Kennedy line puts real 
wallop in your selling for faster turnover 


Claim your share 
of this ready busi 
ness. Stock up, 
talk up Kennedy 
Write for com- 
plete distributor 
information 
today 


Kits 


High Quality Tool and Tackle Boxes 





Pioneer manufacturer of metal! tool kits 
and fishing tackle boxes 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM33 





cusses distributor reaction to proce- 
dure. $.15 each 


Decisions, Decisions, DEcISsIONS 
(June 1960) Describes how 48 dis- 
tributors took part in the new- 
est management-training technique: 
“Decision-making simulation” spon- 
sored by ID at Philadelphia’s famed 
Franklin com- 
pany organization, decisions for the 


Institute. Includes 
seven executive teams, and a sum- 
mary of lessons learned by each 
company. $.50 each 


Your Propucts 1n Inpustry (Sep- 
tember 1960) The extent, character- 
istics, and trend of seven major 
industries are presented to help dis- 
tributor salesmen and sales managers 
assess them as markets for industrial 
supplies and equipment. The seven 
major industries are: Metalworking, 
Food, Mining, Construction, Wood- 
working, Transportation, Chemicals. 
$.75 each 


STOCKLESS PURCHASING AT PLAQUE- 
MINE (October 1960) At Dow Chemi- 
cals Plaquemine Division conven- 
tional purchasing procedures have 
been supplanted by a new idea: 
to distributors.” 


MRO $s stock 


depends on supply firms to fill 


“leave distribution 
Plant has 
90%. 


needs on the spot. $.25 each 


cut normal 


Casu Bupcetinc: Key To FINANCIAL 
PLANNING (August 1960) 
cash budgeting is an effective man- 


Position 
agement aid. It forces planning, 
strengthens financial position, makes 
borrowing easier, and improves op- 


Tells 


how monthly operations, cash flow, 


erations and coordination. 
cash position, purchases, and months’ 
end position are key elements in cash 


budgeting. $.25 each 


ADVERTISING AND SALES PROMOTION 
Survey (January 1961) This survey 
determines what distributors have 
special advertising departments, who 
to send direct mail to, average cata- 
log size and costs, the forms of ad- 
vertising, the effectiveness of these 
forms of advertising, how to update 
direct mailing lists, and what makes 
a good distributor advertising pro- 


gram. $.25 each 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


Selling Veelos quality 


is aS easy as 
+—-xX + 
(and it’s profitable, too) 


Add up the benefits. When 
your customer installs 
Veelos v-belts on his drives, 
he gets many plus values— 
adjustability; low inven- 
tory investment; instant 
availability from stock 
reels; vibration-free opera- 
tion; constant, full-power 
delivery; no obsolescence 
of spare v-belts. 


Subtract the disappoint- 
ments. Inferior products 
invite disappointments. 
Your customer will avoid 
costly machine downtime 
when he uses genuine 
Veelos. Veelos is priced 
right—and its quality is 
disappointment-proof. 


Multiply the satisfaction 
and savings that go with 
Veelos quality—they’ll 
multiply your customers! 


Divide the initial cost over 
longer, trouble-free service 
life. Your customer will 
soon realize the many 
money-saving advantages 
that only genuine Veelos 
quality provides. 


I’ll be glad to send you a little folder 
that explains in detail why selling 
Veelos quality is as easy as + — X 
+. If you would like a copy, just 
drop me a note asking for it. 


tne Ceparicee/ 
yeelo7 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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To Help You Sell 





PLASTICS Dake Corp., Grand 
Haven, Mich.—Brochure on line of 


lastics compression molding presses. 
S| 


COMPRESSORS -Davey Compres- 
sor Co., Kent, Ohio—Bulletin on re- 
ciprocating compressors for indus- 


trial use. 


FASTENERS — Parker-Kalon, Clif- 
ton, N. J.—Catalog on three new 
thread-cutting screws. 


HOSE ASSEMBLIES — Resistoflex 
Corp., Roseland, N. J.—Catalog on 
high pressure aircraft and extra high 
pressure missiles flexible hose assem- 
blies. 


GAUGES — Rochester Instrument 
Plant, 100 Rockwood St., Rochester, 
N. Y.—Bulletin on bimetal dial ther- 


mometers and high pressure gauges. 


V ALVES—Nordstrom Valve Div.. 
Rockwell Mfg. Co., 390 North Lex- 
ington Ave., Pittsburgh, Pa.—Bul- 
letin on semi-steel valves and acces- 


sories has been’ issued. 


CONVEYING SYSTEMS — Sprout, 
Waldron & Co., Inc., 130 Logan St., 
Muncy, Pa.—Bulletin on four stand- 
ardized pneumatic conveying systems 
to meet 75 to 80% of all air convey- 
ing needs. Also: Bulletin on “Special 
Alloy” steel die that eliminates 
troubles caused by corrosion effects 
of some materials. 


GRINDING WHEELS — Simonds 
Abrasive Co., Philadelphia—Bulletins 
on depressed center abrasive wheels 
and green silicon carbide tool grind- 


ing wheels. 


ELECTRONICS — Sylvania Electric 
Products Inc., 730 Third Ave., N.Y.C. 
—Booklet on industrial and military 
cathode ray tubes. 


WELD COUPLETS — Henry Vogt 
Machine Co., Louisville, Ky.—Folder 
on weld couplets with special weld 


ring. 
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ANOTHER IMPORTANT BREAKTHRU! 


DUROTHERM 


Non-freezing Long-Life 
SOLDERING TIPS 


HI-PERFORMANCE Tips for use in HI-PERFORMANCE, HI-TEMPER- 
ATURE Irons. Tips positively cannot stick or freeze in any iron— 
easily removed after months of service. No need to remove tips 
daily. Minimum loss of heat delivery. Tip shank immunized from 
solder, except on working surface at end of tip—prevents creeping 
of solder into element tip hole and spilling of solder on components. 

SEND FOR CATALOG—showing the most complete line 

of industrial Soldering Irons and Long-Life Clad Tips. 


HEXACON ELECTRIC COMPANY 


138 West Clay Ave., Roselle Park, New Jersey 
SERVING INDUSTRY FOR OVER A QUARTER OF A CENTURY 





SPECIAL TOOLS FOR SPECIAL JOBS 4 


PRECISION-MADE 
BRITE-STEEL WASHERS FOR 


EXACTING REQUIREMENTS 


e Perfectly flat and clean, with precision- 
centered holes. H@ 

e Available as SAE standard, veri-thin, 
and beveled edge types; U.S. standard type. 

e For bolt sizes from Ve to 1 in. 

© Packed in 1 and 5-Ib. boxes, in bulk or as #55 
assortment containing 2 |b. each of six popular 
sizes in SAE standard type. 


K-D TOOLS / 


Making hard jobs easy since 1919 
K-D MANUFACTURING COMPANY 


Lancaster, Pa. 











STORAGE EQUIPMENT — Alan 
Wood Steel Co., 200 Brower Ave., 


Can You Sel] Oaks, Pa.—Booklet on steel storage 
equipment. 

INDUSTRY'S VISES—Wilton Tool Mfg. Co. Inc., 

LIGHTEST 9525 Irving Park Rd., Schiller Park, 

SMALLEST I|].—Catalog on complete Wilton line 


of vises for the school trade. Also: 


STRONGEST C-clamp counter display is available 
MOST COMPLETE to dealers from Wilton. 


Flexible Gear Coupling line? ELECTRIC TOOLS—The Porter- 


Cable Machine Co., Syracuse, N. Y.— 
Nothing really sells itself and that’s why we're always looking for dis- Buying guide on 72 portable electric 
tributors that haven't lost their salesmanship. tools. 

Right now, we have 150 distributors who haven‘t forgotten how to sell. 
They earn a sound profit on this competitively priced, easily stocked, . FINISHING METHODS—Wall Col- 
quick turnover line. monoy Corp., 19345 John R. St., 
if you‘re convinced that you can move a good line, let us prove our Detroit—Data Sheet on recommenda- 
claim to the best flexible gear coupling on the market. Drop a note tions for finishing “Colmonoy” hard- 
to Bob Miller, Soles Manager of the Flexible Coupling Division, ond surfacing alloy deposits. 

you'll get complete compeorative information by return mail, 


CHAINS—Acme Chain Corp., 821 


e 
Sep. B5th Main St., Holyoke, Mass.—Bulletin 
% GEAR & PUMP CO., INC. 


n chains for rugged installations. 
FLEXIBLE COUPLING DIVISION " ad 
9246 HUDSON BLVD. « NORTH BERGEN, NEW JERSEY 


Member A. G.M. A. Founded 1905 COATED ABRASIV ES—Armour Al- 
liance Industries, 16123 Armour St., 


Alliance, Ohio—Brochure on history, 








F products and services of Armour’s 
Coated Abrasives Div. Also: Chart on 
VOLUME FOR YOU | coated abrasive belt applications. 


- : VALVES—Atlas Valve Co., 280 
IN BALANCED’ LIGHTING \ S—Atlas  Valv 


\ a 
\ 4 
ey te Oe South St., Newark, N. J.—Catalog on 
“"_ Ty > differential pressure regulators. 
RECOGNIZED POUND tp : 
~ ' ps < : 


ADVERTISED fi ¥; ae SLING CHAINS—American Chain 
UTILIZED - : a | pa & Cable Co., Inc., York, Pa.—Catalog 


- i on “Accoloy” Kuplex sling chains. 
- Also: Catalog on “Helicoid” pressure 


vacuum and compound indicating 
FOSTORIA 





gages. 


CONTROLS—Louis Allis Co., Stew- 
art St., Milwaukee—Bulletin on No. 
203, on Type A and Type B digital 





Thousands of specifiers know the Fostoria line as the efficient, safe 
and economical industrial lighting tool. Fostoria has oriented local 
lighting with general lighting to produce BALANCED lighting; increas- 
ing production, reducing spoilage, improving morale, promoting 
safety. In addition, Fostoria reaches thousands of users through 


draw indicators. 


: 








ASIVE WHEELS—Merit Prod- 
: the pages of industrial trade journals every month. : wg” ” Pong , a — 
» 4p 5 ~ > « 4 y f f Bee 4 s 
| The demand is here — you can satisfy it by taking on itty) F ies ane aucgpnansa n 
mt Angeles—Data Sheet on Flex Drum 
the Fostoria line of Critical Work Area Lighting. Our “\¢,. / ti 
Sam abrasive wheels. 


new folder concerning Balanced® Lighting is yours WEY 


— 





for the asking - bligation — writ ° , 
eae See — We ae <a CUTTING TOOLS—Cleveland Punch 


& Shear Works Co., Cleveland—Bul- 


letin on cost-cutting features of com- 


FOSTORIA CORPORATION 
FOSTORIA, OHIO 
j MANUFACTURERS OF CRITICAL WORK AREA LIGHTING EQUIPMENT 








plete line of punches and dies. 
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Aolds anything securely ou 
hollow construction 


(97484 


Screw Anchors 


the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent .. . fixtures 
can be removed and replaced in the 
same anchor. 


“ 
= WOLDS IN ANY KIND OF 
4<} HOLLOW CONSTRUCTION 
>| up TO 1-3/4" THICK 


(oo heeee 
EXPANDS 
HIND WALL 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


CORPORATION 
230Y N. Sth St, Reading, Pa. 

















UMA BIG ORANGE Baie 


THE BEST TRY IT! 


SELLS 
SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
f high-strength steel and 
eat-treated. 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 


Hi- Strong 


GRAB HOOKS 
Available SLIP HOOKS 
for Chain Available 
Size VY" for Chain 
5/16, Ye" Size V4" 
7/16, V2" 5/16", 3%" 
Ye", Ya! "V2" and ¥%”’ 

ANCHOR and CHAIN 

Screw Pin SHACKLES 





Size stamped on every 
shackle 


D 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16” to 2”, EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 
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BEARINGS — Miniature Precision 
Bearings, Inc., Keene, N. H.—Catalog 
on miniature ball bearings. 


POWER TRANSMISSION—Century 
Electric Co., St. Louis—Bulletin on 
Century’s broad line of single phase, 
three phase and direct current motors. 


SURFACE EQUIPMENT—Challenge 
Machinery Co., Grand Haven, Mich. 
—Catalog on over 400 different types 
and sizes of precision surface equip- 
ment. 


FASTENERS—Heli-Coil Corp., Dan- 
Conn. 


size threated inserts for plastic. 


bury, -Bulletin on miniature 


POWER TRANSMISSION — Link- 
Belt Co., Prudential Plaza, Chicago— 
Book on complete line of takeups. 


CUT-OFF WHEELS—Simonds Wor- 
den White Co., 1101 Negley Place, 
Ohio—Bulletin on Dayton 
Safety cut-off wheels. 


Dayton, 


WELDING HELMETS—Fibre-Metal 
Products Co., Chester, Pa.—Bulletin 
on welding helmets with “3-C Head- 
gear.” 


HYDRAULIC EQUIPMENT —Gast 
Mfg. Corp., 23044 Highway M-139, 
Benton Harbor, Mich.—Catalog on 
rotary air motors, air compressors 


and vacuum pumps. 


ALARM SYSTEMS—Moore Asso- 
ciates, Inc., 893 American St., San 
Calif.—Information bulletin 
on microwave alarm and control 


Carlos, 
systems. 


PUMPS—New York Air Brake Co., 
Aurora, Ill.—Bulletin on packaged 
close-coupled end-suction centrifugal 


pumps. 


PLASTIC PIPE—Crescent Plastics, 
Inc., Evansville, Indiana—Guide on 
plastic pipe selection. 


CUTTING TOOLS — Morse Twist 
Drill and Machine Co., New Bedford, 
Mass.—Bulletin on new tool bit series. 


“Or-bit” IV and XV are described. 





It pays to 


STOCK 


STRAINERS 


° weter ° Air =. 


Your customers use strainers— 
different sizes, different types. They 
are regarded as a small item some- 
times, but your customers need them 
and buy them and they want quick 
delivery. 


Keckley offers strainers to fit any 
requirement. They guarantee fast de- 
livery of Y-type strainers, 44” t 
12” ... semi-steel to 250 psi, bronze 
bodies to 300 psi and cast steel to 
900 psi . . . flanged or screwed . 
perforated screens with 144” to 4” 
dia. holes or screens of een wire 
20 to 200 mesh available in bronze, 
monel or stainless steel. 


This is only a small part of the 
Steam and Liquid Control Equip- 
ment you can offer your customers 
when you handle the Keckley line. 


@ To find out how 
you can become a 
Keckley distributor, 
write for details and 
ask for Catalog 58A. 


et SSC Soo oes eoeresoLeDOLeSOCEIOO, 


> 0. C. KECKLEY COMPANY : 
: General Offices and Factory : 
* 3400 Cleveland Street 

: Skokie, Ilinois 











4 [- X DEVICES Dates to Remember 


July 18-20 aa 
te M U L T { Pp L r xX 9 | Western Plant Maintenance & Engi- 


| neering Show, Los Angeles Pan- 


SIGHT FEED Pacific Auditorium, Los Angeles. 


LUBRICATOR “July 25-Aug. 10 


Chicago International Trade Fair 


McCormick Place, Chicago. 





Model 377 .. . 4-feed Illustrated 


@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen Aug. 1-4 
feeds —four sizes of Reservoirs Fourth Annual Advertising Age 


Creative Workshop, Palmer House, 


A reliable, positive, and automatic lubricating Chicago. 


device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- Sep. 21-22 
ren pape — are mpc and — Woodworking Machinery Distrib- 
price makes this a good item for volume sales. 
oan —— It is convenient to install and operate for 
AIR COCKS pumps, engines, machinery, etc. Stock them 
FITTINGS for prompt service. Let us send you the com- 
and other Brass Products plete ESSEX catalog and make us your supply | Sep. 25-28 
source for all products listed. Industrial Building Exposition & 


ESSEX BRASS CORPORATION oy’, Ny tu Nem 


23500 PINEWOOD Est. 1901 P. O. BOX 4607 
WARREN, MICHIGAN DETROIT 34, MICHIGAN 


We manufacture 


LUBRICATING DEVICES “ 
| utors’ Association, 2nd Annual Meet- 


ing, Sheraton-Blackstone, Chicago. 


Oct. 2-6 


The 16th Annual National Hardware 








Show, New York Coliseum, N. Y. 
PRECISE == aa 
POPOL | Oct. 23-25 


Mechanical Power Transmission 


eee at lowest _ Equipment Distributors, Annual Con- 
: bench vise prices NEW | vention, Edgewater Beach, Chicago. 
DSVES UMMC | Oct. 23-27 


American Society For Metals, 43rd 


Tokes oll the gaff . —— aS if ve! 
workmen dish out | . ity al 


National Metal Exposition & Con- 
ADEA gress, Convention & Exhibits Build- 
(i? 

PINE AA ing, Detroit, Michigan. 

i ig ] 


ie 


| . Nov. 1-3 
FINE LINE Central Supply Association, 67th 


Annual Meeting, Palmer House, Chi- 


Finger-touch control 
of both screw and iif cago. 


en MECHANICS [ir 
MILWAUKEE MECHANICS VISES VISES Electric League of Western Penn- 


sylvania, 8th Industrial Electric 
Effortless finger-tip control of both screw and . 
swivel plus massive ruggedness ... . these are the 
wanted features of Milwaukee Mechanics Vises. (At lett Pittsburgh, Pa. 
Sell them to garages, service centers, industrial reproductior 
plants and home workshops . . . . wherever the of od appearing 
accent is on precision performance and realistic “Hea Nov. 15-17 
rices. Full 160° swivel. Factory lubricated screw. in leading “er : , P 

rrated tool steel replaceable jaws. Three sizes: ES National Associated Marine Suppliers 
5”, 4” and 3%” jaw widths. Write for data. agazine: Inc., Third Annual Marine Supplies 


MILWAUKEE Too! and Equipment Co. & Equipment Show, Hotel Roosevelt, 
2773 $. 29th St., Milwaukee 46, Wis. New York City. 


Exposition, Penn-Sheraton Hotel, 
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Manufacturer’s 
Appointments 





Wayne E. HeELrricn was appointed 
sales promotion manager of the Elec- 
Fostoria 


tric Products Division, 


Corp. 


ALDEN HENSEL was appointed works 
manager for Mueller Brass Co. 


James L. Exuiott, Jr., was appointed 
director of purchasing at AC Spark 
At the same time 
DECKER was 


Plug Division. 
Josepu K. 


equipment 


named 
for original 
equipment and Joun R. Wirson, Jr., 
was named director of product engi- 


manager 


neering. 


J. Dexter KING was appointed vice 
president and business manager of 
Whitehall Leather Co. 
Henry P. DeKeizeEr was named 
manager-tool control and machine 
processing and Epwin J. Newserc 
was named chief industrial engineer 
for Warner Electric Brake & Clutch 
Co. 


SAMUEL F. SmirH aNnp Howarp V. 
SEIFERT were named service chief 
and assistant service chief, respec- 
Republic Steel 


Union Drawn Steel Division plant. 


Corp.’s 


tively, at 


Joun M. Macy was appointed assist- 
ant to the vice president in charge of 
engineering for Dodge Mfg. Co. 


FranK E. MAssarD was appointed 
manager of advertising of Carbor- 
undum Co. 


Joun B. Hunter, Jr., was named di- 
rector of advertising for the B. F. 
Goodrich Co. At the same time 
W. Geratp WILSON was 
manager of market planning and 
Harotp C. LILHOLT was named op- 


named 


erating manager of International 


B. F. Goodrich Co. 


Forpyce CoBurN was appointed di- 
rector of purchases for Colorado 
Fuel and Iron Corp. 
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FOR THE MECHANIC WHO TAKES PRIDE IN HIS JOB_ 


WILSON 


PORTABLE 
AIR DRILLS @€, 


New Wilson Series 93 air drills are powerful and 
compact. They have a drilling capacity up to ¥% in. 
You have a choice of 7 speeds for efficient drilling of 
a wide range of materials. Available in straight 
models with lever or pushbutton throttle and offset 
grip models with trigger throttle. 

All Wilson portable pneumatic production tools are 
lightweight, compact, designed for easy handling. 
© Catalog PT-58 gives all the facts. Write for your 


copy. 


TWwe17 


THOMAS C. WILSON, INC. 


21-11 44th Avenue, Long Island City 1, New York 
|; ] emg 2 ee) oe) eo) | ee -] ea te fe) 1G 





Epwarp C. KENT was named director 
of industrial relations for Foote Bros. 
Gear & Machine Corp., and its sub- 
sidiary, Whitney Chain Co. 


Asa E. SNYDER was elected vice presi- 


dent of Pratt & Whitney Co. 


Ropert B. Fisk was promoted to 
controller for the Distributor Prod- 
ucts Division, Raytheon Co. 


Ernest W. HEDEEN was appointed 
director of engineering of Skil Corp. 
At the same time, Ray ANTONCZYK 
was appointed assistant director. 


G. W. Latreste was appointed di- 
rector of manufacturing equipment 


for The Stanley Works. 


Rosert F. Fresh was elected assist- 
ant treasurer of J. Wiss & Son Co. At 
the same time he will continue as con- 
troller of the firm. 


Louis B. ZAMBON was appointed vice 


president of engineering by Pratt & 


Whitney Co., Inc. 


Eart M. Hatnes was elected to the 
new post of vice-president-engineer- 
ing of The Stanley Works. 


CuarLes R. STELLJES was named 
manager of engineering and research 
for the portable tool division of The 
Porter-Cable Machine Co. 


G. WittiaM Lovepay was appointed 
to the new post of manager-product 
planning, Flexible Tubing Corp., in 
Guilford, Conn. 


ArtTHuR J. KersTAEDT, JR., was ap- 
pointed sales promotion manager of 
Willson Products Division, Ray-O- 
Vac Co. 


Roy ANDERSON was appointed field 
engineer for Lamson Corp., to operate 
out of the firm’s Philadelphia, Pa., 


office. 


Roy E. LAMBERT was appointed gen- 
eral manager of the Link-Belt Co. 
Bearing Plant in Indianapolis, Ind., 
succeeding RaymMonp S. Woop who 
retired from the company. 





no other drivers 

“feel” quite right 

after you've sold 
them Xcelite ! 


they're regularly 
advertised 

to industry 

thru Mill & Factory, 
Industrial 
Equipment News 
and New Equipment 
Digest 


.. and easy to promote 
all kinds of sales 
aids for mill supply 
salesmen and 
industrial distributor 
showrooms 


special t 


Write for catalog 
and price lists 


iN DUSTRIAL 
HAND TOOLS 


XCELITE, INC. » ORCHARD PARK, N.Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont, 
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New Lines taken on 
by Distributors 





Vascoloy-Ramet Corp. appoints three 

new distributors: 

* Herlache Industrial Supply Co. 
Green Bay, Wisconsin 

* Dickman Industrial Service-Supply 
Sidney, Ohio 

¢ Tri-State Mine Supply Co. 
Uniontown, Pennsylvania 

Parker Seal Co. 

distributors: 

¢ Cal-State Seal Co. 


Garden Grove, California 


appoints two new 


¢ Seals & Engineering, Inc. 

Rockford, Illinois 
Hills-McCanna appointed three new 
distributors: 
¢ Crane & Ordway Co. 

St. Paul, Minnesota 
* Oil Capitol Supply Co. 

Tulsa, Oklahoma 
¢ U.S. Supply Co. 

Kansas City, Missouri 
Carey Machinery & Supply Co., 
Baltimore, Maryland, was appointed 
a distributor for The Foote-Burt Co., 
Washington, D. C., 


northern Virginia and northeast West 


in Maryland, 
Virginia. 


The Gulf Coast Marine Supply Co., 
Mobile, Alabama, 
distributor for Allis-Chalmers pumps 
in Washington, Clarke, Mobile and 


Baldwin counties in Alabama, 


was appointed a 


and 
in Harrison, Jackson and George 


counties in Mississippi. 


Kansas City, 
Mo., was appointed a franchise dis- 
tributor for Willson Products Divi- 
Ray-O-Vac Co. 


area. 


Richardson Supply Co., 


sion, in the Kansas 


City 


New Orleans 
Orleans, La., 
tributor for 


New 
was appointed a dis- 
Allis-Chalmers 


certain Louisiana 


Armature Works, 


motors 
and controls in 
parishes. 


Electronics Supply, Inc., Great Bend, 
Kansas, was named a distributor for 
Allis-Chalmers controls 
formers in Kansas. 


and trans- 


kel d delel te) 
PIPE NIPPLES 


Pressure Tube Nipples 
A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye” to 12" Standard ond Extra 
=e Weights, Black Grade 


Yr" to lYa"Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grade“B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Veber A NIPPLE WORKS, Inc. 


14 oat ARDEN AVE PITTSBURGH PA 





h FLEXIDIZE 


Hl YOUR RIGID 
PIPELINE 
CONNECTIONS 


Standard 
ALLFLEX MNH 


flexible pipe 
connectors 
FROM STOCK 

in STAINLESS STEEL 

MONEL + BRONZE 


solve your pipeline 
flexation problem! 


write, wire, phone today 
for your Allflex Datalog 


fi LLIED METAL HOSE CO 


3782 Ninth Street 
Long Island City 1, N. Y. 
STillwell 4-5173 
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Obituaries 





Edward H. McGraw 


Edward H. McGraw, 
The McKay Co. 


Edward H. McGraw, Eastern district 
sales manager for the Chain & Elec- 
trode Divisions, The McKay Co., died 
April 18, after a brief illness. 

Mr. McGraw joined the firm in 
1936. Prior to that he was with Gen- 
eral Motors Corp and Dewey & Almy 
Chemical Co. 

During World War I Mr. McGraw 
served as a pilot in the United States 


Army Air Service. 


Oscar H. Jung, 
Trico Fuse Mfg. Co. 


Oscar H. Jung, president and founder 
of the Trico Fuse Mfg. Co., Milwau- 
kee, Wisconsin, died May 5. 

Mr. Jung founded the firm in 1917, 
and directed its operation up to the 
time of his death. 

According to J. A. Krebs, secretary 
of the firm: “His outstanding inven- 
tive abilities and leadership in the 
fields of 


accessories. visible automatic oiling 


electric fuses, electrical 


devices and mist systems were recog- 
nized throughout the world.” 
He was well known in industry. 
He is survived by his wife, two 
sons, one daughter and three grand- 


children. 
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HEAVY WROUGHT BRASS HOSE 


Clamps 


1 Rigid ears remain parallel 
when tightened. Forms 
perfect nut lock. 

2 Strong ears permit tight- 
ening in vise for maximum 
clamping power. 

3 Tongue follows channel; 
makes secure 360 degree 
grip on hose. 

4 Flexible band permits 
opening and closing many 
times. 


World’s finest 
rustproof hose clamp 


H. B. SHERMAN 


MANUFACTURING CO. 


Write for 
complete brass 
goods catalog, 


BATTLE CREEK, MICHIGAN 
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The Industry's Story of the Year! 


Reprints now available 


DISTRIBUTION USA 


Challenges & Opportunities 


INDUSTRIAL DistRIBUTION’s May Golden 
Anniversary Issue feature presentation, 
our most important editorial project in 50 
vears, is now available in reprint form. 
Bound with special heavy-coated stock, 
reproducing the Anniversary Issue cover. 
\n inspiring guide and analysis of the 
industry s growth to maturity, present 
trends, and new horizons in industrial dis- 
tribution. Price: 75¢ per copy. Address 
requests to Reprint Editor. (Advance 
payment appreciated. If you prefer we 


will bill vou for orders over $3.00.) 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





S peed of obsolescence in the atomic 
age is frightening. The $100,000,000 
atomic-powered generating _ plant 
Consolidated Edison Co 


plans to have 


which the 


in operation 
this Fall will, 
engineers ad- 
mitted, be 
“out - moded,” 
since im- 
proved sys- 
tems have already been designed. 
Then why spend all that dough? Sim- 
ple, production of components for the 
improved plants takes as much as 10 
years and this plant will be operating 
all the while the more modern plant 
is being built. For example, and steam 
specialty distributors please take no- 
tice, Con-Ed ordered eight specially 
designed valves for the plant which 
will go into operation in the Fall. It 
took years to make the valves which, 
incidentally any industrial supply 
salesman would have been overjoyed 
to grab the order for, cost $350,000 


apiece! Can I sell you a valve, mister? 


It had to come. Instead of attending 


conventions for decorative value 
solely, members’ wives of the Ameri- 
can Institute of Supply Association 
will now attend for business reasons 
also. The Institute announced recently 
that an Auxiliary has been formed 
and the first meeting will be held in 
A.I.’s Tenth An- 


San Francisco 
Officers will be elected 


connection with the 
nual Convention in 
Sept. 24-27. 
and a board of directors chosen from 
ladies who signed up as charter mem- 


Phyllis 


executive secretary, sounded out pro- 


bers. Underwood, Auxiliary 
spective members at recent meetings 
of the Middle Atlantic and Southern 
Wholesale The A.I.’s 


board of directors explained that 


(ssociations. 


women are assuming important roles 


in “our industry” and that the Auxili- 


ary’s objectives will be to stimulate 
members’ interest in economics, busi- 
ness matters and business education. 


So be it. 


All accommodations for visiting 
firemen will be provided for in the 
Sam Cohn of E. Cohn & 
Sons, Cedar Rapids industrial dis- 


future by 


tributor who is following the lead of 
Bobby Grant of R. M. Grant Tool 
Supply, Hartford, Conn., and Fred 
Heitmann of Heitmann, Bering- 
Cortes, Houston, Tex. Cohn, in addi- 
tion to industrial and contractors sup- 
plies and equipment, is branching out 
by operating a Holiday Inn Motel on 
the western edge of Cedar Rapids, 
under the name of the Williams Corp. 
The Inn is on a 41% acre site and is 
a two-story motor hotel with a 24- 
hour coffee shop, a restaurant, private 
banquet and meeting rooms, accom- 


modating 150 and a heated pool. 


This shrinking world tossed Mar- 
wedel Division of The Garrett Corp. 
into the Tokyo limelight recently. A 
news item and photograph of Mar- 
wedel’s interior was published in the 
Kikaikogyo 


trial Press) newspaper in Japan re- 


Press (Machine Indus- 





























cently. It seems that T. Yamashita, 
president of his own industrial ma- 
chinery company, Nagoya, visited 
San Francisco and was given a tour 
through Marwedel. Yamashita was 
impressed by Bob Daniels’ layout 
(Daniels is Marwedel manager) and 
took pictures. When Yamashita re- 
turned to Tokyo he submitted the pic- 
ture and a story about his visit to the 
Kikaikogyo Press, rated first in its 
field. Yamashita sent a copy of the 
paper, a photo of himself and a bro- 
chure describing his company, to Boh 


along with a letter of thanks. 


Some well known industrial supply 
firms today have another distinction 
besides being financially successful 
and that is the successful graduates 
from their 
ranks. Typical 
is the J. M. 
Tull Metal & 
Supply Co., 
Atlanta. The 
first sales man- 


_ ~-~- ~il __, 
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ager for the 
company was John G, Gillian, man- 
ager of Hajoca Co., (formerly the 
James Supply Co.) for the past thirty 
veas or more. Ed Ellis, former presi- 
dent of Ellis Machinery Co., Tampa, 
Fla., now the Ellis-Erwin Supply Co., 
priced tickets at the Tull offices at 150 
Marietta Street in the twenties. C. W. 
Farmer who, Tull Topics reports, “re- 
cently sold out his mill supply busi- 
ness in Macon, Ga. to Yates-American 
Machine Co. and thus became a mil- 
linaire” got his start by selling indus- 
trial supplies for Tull in LaGrange 
and Columbus 1930. Then 
there was a Tull salesman named Pit- 


around 


man who, in the early twenties drove 
around Willacoochee, Ga., in a Model 
A Ford coupe with a locomotive bell 
atop the radiator to warn customers 
he was coming, but we don’t know 
of Pit. J.A.W. 


what became 
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ake a minute to sell blue chip files 


That's all it takes—a minute—to get 
your sales calls off on the right foot 
... by talking about your blue chip 
files first. 


The name—Nicholson or Black Dia- 
mond—identifies you. You’re talking 
about a replacement item that your 


customers have a continuing need 
for. You’re on familiar ground. And 
you have an easy opening to your 
other blue chip product lines. 


On all your calls, take a minute— 
the first minute—to check on your 
customers’ different Nicholson or 


Black Diamond file requirements. 
Then check your sales increases. 


Se, NICHOLSON => 


Nicholson File Company, Providence 1, R. |. 
Files + Rotary Burs + Hacksaw and Band Saw 
Blades + Ground Flat Stock + Industrial Hammers 








Think Quality... 





THE CONSISTENT QUALITY OF HOLO-KROME THERMO-FORGED* 
SOCKET SCREWS CUTS REJECT AND IN-WARRANTY SERVICE COSTS 


Inspection, in-warranty and replacement costs may 
be putting a tight squeeze on your customers’ profits. 
Fastener failure may be one of the trouble spots. 
Show your customers how Holo-Krome quality can 
reduce these costs and increase profits. 

THERMO-FORGED socket screws are produced by a 
patented electronic forging process which pre-condi- 
tions the metal. This makes possible exact control of 
metal flow and allows us to maintain tolerances 
impossible with other forging methods. Thread 
rolling and subsequent operations are controlled 
more precisely than ever. As a result, THERMO- 


YoeVvaaRed®V 


*Trade Mark of The Holo-Krome Screw Corporation 


ForGED socket screws are unmatched in quality, 
free from flaws, checks and hidden imperfections, 
with dimensional precision unattainable with ordi- 
nary forging methods. THERMO-FORGED socket 
screws can materially increase your customers’ 
profits by reducing rejects and in-warranty service 
costs. If you’re not now a Holo-Krome distributor, 
write and see if there’s an open franchise. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 





